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Companies Save 


Crocker Tells Of 
Half Million In 


John Hancock’s Fine 
Crooked Claims PHOENIX 


Record Last Y 
| Assurance Company, Ltd. _— 
Thrilling Inside Stories Of Recent 


President Says Company Has Six 
Smash-Up Of Importers’ of London And A Quarter Millions Of 
Gang 


Policies Outstanding 
FIVE MONTHS’ LAW WORK TELLS OF FIVE YEAR GAINS 


Assets Are Close To Half A Bil- 
lion; New Insurance Topped 
That Figure 








150 William Street, New York 








Two Attorneys Drop Everything A corporation which has stood the test 
Else To Direct Investigation of time! 146 years of successful business 
And Aid Prosecution operation. World-wide interests. Abso- 


A sale oe lute security. 
Confidential reports being cre 

among head fire offices relative tot 

detection, apprehension, conviction and 
breaking up of the gang of near East 
importers of olives, olive oils, anchovies 
and other Mediterranean products indi- 
cate that at least half a million dollars 
of insurance claims which would have 
had to be paid if the gang had continued 
its opertions unmolested and undetected 
have been saved fire insurance compa- 
nies. Another interesting angle of the 
situation is that one of the imports —_>_=— more than $2,764,000,000. The number 
has had to send out checks for $40,000 


of policies are six and a quarter mil- 
to property owners whose places were PROGRESS 








It was another great year’s record 
which was recited to the policyholders 
of the John Hancock by President Wal- 
ton L. Crocker at the meeting of the 
policyholders on Monday of this week 
in Boston. As usual the big assembly 
hall was crowded, some of the most 
prominent men in the city being in at- 
tendance. These meetings are the only 
ones of the kind in the East. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 





The report was the 65th annual mes- 
sage and showed insurance in force of 











lions, chiefly held in thirty states. About 
damaged as a result of incendiary fires 20% of the insurance in force is in Mas- 
alleged to have started in his properties. 





: ; sachusetts, showi F i ots ar 
ie The year of 1927 was the biggest and best year in the 7 — retin tha : prophets are 
Thrilling Story history of the Equitable Life of Iowa. Over ninety- held in high honor in their own homes, 
The inside story of the smashing of one millions of new business was paid for during the despite what tradition says to the con- 
this gang and the unearthing and im- year of which 36.9% was written on the lives of old trary. 
prisonment of the firebugs it hired is policyholders. December was the biggest month in the Big Gains Made 
sae : history of the company. 
not only one of the most thrilling epi- 


The assets of the company in five 
sodes in the annals of fire insurance but 


Energetic men interested in the life insurance business can accomplish the 


é a . ; [ j years have grown from $268,264,426 to 
in the history of the Federal Court here. fulfillment of their ambitions through a connection with this progressive $451,000,000, a 68% gain, Another in- 
For five months two of the best known company. teresting gain exhibit is in the com- 


lawyers in New York—Abraham Kap- 
lan, former state senator; and Samuel 
Berger, former attorney general of this 
state, did nothing else but direct the 
marshaling of evidence against the gang 
and assist the prosecution. They worked 
Sundays and holidays and discarded all 


EQUITABLE LIFE INSURANCE COMPANY OF 1OWA 


Home Office: Des Moines 


pany’s income. In 1927 that item was 
$118,600,000, a 71% increase, over a five 
year period. The new insurance produc- 
tion gained 109% in the five years, being 
$524,800,000 at the end of 1927. The 
gain in insurance in force, by the way, 
was 65% in that period. 


their other work in order to concentrate FOUNDED 1867 
on the big job. 

it was some battle royal as there were 
twenty-two law firms on the side against 
the insurance companies. 

In one of the insurance offices is a 
picture of a party of half a hundred men 
at a beefsteak dinner given in celebra- 
tion of the conviction of members of the 


On December 31, 1927, the John Han- 
cock owned bonds, mortgages and other 
property valued at $451,006,878, thus 
showing a surplus of resources amount- 
ing to $36,006,103. Payments to policy- 
holders during the year aggregated 
$48,537,073, an average of $161,790 for 
each working day. 























Penn Mutual Expansion 


Practical plans for increasing the membership of our General a ee feature of the re- 
eang. They included Assistant United Agencies in every part of our national territory will soon be put into port was the story of the growth of its 
States attorneys, assistant district at- operation. Our man-power is to be expanded numerically. group division. It was not until late in 
t rneys, Department of Justice men, de- ‘ : ; 1924 that the company began to write 
t.ctives and other police, lawyers, etc. Vincent B. Coffin, Director of the Life Insurance School of New group. The company now has on force 
|: showed a remarkably strong prosecut- York University, has been appointed Director of Education. This more than $100,000,000 of group, salary 
: force, and it was needed as there assures to PENN MUTUAL Agents an educational system of unexcelled deduction and wholesale plans. 

\wcre some ingenious wits to match itself profitableness to them. Our man-power is to be expanded educationally. The ge — a em- 
i : ; “ ; ployes a e home office building. 
agp , , : In our well-equipped ranks are places for capable and industrious In the health welfare division more 
Th : Ww n 
. en oe cee Aeggpce pn pore Consult our nearest General Agent. Come with us than 400,000 visits by trained nurses were 


roof. The wheels of justice began to 
volve; the lawyers and detectives were 
metimes on the job until 2 o'clock in 


made to holders of Weekly Premium 
policies during the year. The visiting 
nurse service is done in part by the 


he morning and finally there came the The Penn Mutual Life Insurance Company comets et et ee 
round up. Getting the convictions was re , o 
a cifferent job but exceedingly difficult. Independence Square Some time ago a contract for this 


e ° - a. . . 1 
is feo that the alt fies Philadelphia, Pa. sri in Desi, et te 
Founded 1847 known for its effective work in health 


(Continued on page 6) 


had been set over a period of fifteen 
years and probably because of them the 
compantes-paid out $2,000,000. 
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285 Madison Avenue 





Building by | 
_ Helping to Build ; 














Maybe You Can Use This 


Suppose your prospect, age 35, says, “I'll take that 


$10,000. but not until April 1st.” 


You might reply “Fine! In the meantime I'll just 
put a health binder on it so that the Company will be 
bound to take you on April first irrespective of what 
your health may become in the meantime. Just give me 


your check for $14.00.” 


We have helped to save many a case by utilizing 
this Penn Mutual feature which requires but 3 or 4 cents 


per day per thousand. 


This is just another instance of the service of our 
Brokerage and Surplus Department that is yours for the 


asking. 


We are “Building by helping to build.” 


McWILLIAM & HYDE 
General Agents 


PENN MUTUAL LIFE INSURANCE COMPANY 


New York 


Caledonia 3720 
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Self-Management An 
Underwriter’s Problem 


CONCENTRATION IS 





HELPFUL 





C. H. Langmuir, 3rd V.-P., N. Y. Life, 

Gives Brief Talk Before Newark’s 

Life Association 

“Sif-Management,” the biggest prob- 
lem of every life underwriter, was the 
subject of a brief talk which was given 
on Tuesday last by Charles H. Lang- 
muir, third vice-president of the New 
York Life, at the monthly luncheon of 
the Life Underwriters’ Association of 
Newark, which was held at the Newark 
Athletic Club. 

He stated that concentration was one 
of the best ways in which to solve this 
knotty problem backed by a goodly sup- 
ply of ambition. The life insurance busi- 
ness was one of the hardest lines of 
business to learn, and a life underwriter 
must do a certain amount of drudgery 
work before he can reap any kind of a 
harvest. 

Important Prospects on Top 

Putting the most important prospects 
on top is one system of getting an early 
start in the morning, while the others 
will take care of themselves later in the 
day. One of the biggest mistakes a life 
underwriter makes is the ambition to 
write large cases, said Mr. Langmuir. 

“T would much rather see an agent 
start with small cases than large ones,” 
said Mr. Langmuir, “for the simple rea- 
son that with nearly all small cases an 
agent stands a splendid chance of build- 
ing up a large business. The small pol- 
icvholder can always be made to see the 
advantage of a large policy and often 
leads to large cases. Get the small busi- 
ness first, the large ones will come 
later.” : 

He read some interesting letters from 
cight prominent agents of his company 
as to how they started their day and 
what system they employed in obtain- 
ing business. No two of the letters were 
alike, although the agents were produc- 
ers of from $700,000 to $1,000,000 and 
over a year. 

A Producer With No System 

\ 700,000 dollar producer of the com- 
pany with headquarters in the south, 
wrote to Mr. Langmuir when asked for 
his system, and stated he had no sys- 
tem of obtaining prospects. He simply 
concentrated on certain names, called 
upon them in due time and was success- 
ful in closing at least one of the pros- 
pects within a short time. 

It was announced at the luncheon by 
the president of the association, W. R. 
Baker, who presided, that a drive was 
being made by the association for new 
menibers and that applications could be 
had from any member of the association. 





BRYSON GOES TO CANADA 
George: Tarry Bryson, recently ap- 
Pointed inspector of agencies for the 
\. S. department of the Sun Life of 
Canada, left or the home office at Mon- 
treal this week to enter upon his new 
dutics. For the past two years he has 
bec 'l agency assistant or the company at 
Richmond under Neil D. Sills, Virginia 
Manager. Before leaving for Montreal 
he vas tendered a testimonial banquet 
at which Mr. Sills was the principal 
speaker. C. W. Gilman, division secre- 
tary, served as toastmaster. Virginia 


'resentatives of the company attended 
the banquet. 


SPEAKS BEFORE BANKERS 

‘nest H. Perkins, general agent at 
tchnond for the Provident Mutual, was 
: speaker at a banquet in Lynchburg 
sea week given by the Lynchburg Trust 
anc Savings Bank for the purpose of 


‘ssing the value of entrusting life in- 
Sulratice, 


X 








Millions Can't Be Wrong 


Skeptics about life insurance have a way of 
declining to listen to reason, but here are 
truths that will interest even them. 


Americans bought $16,900,000,000 worth of 


life insurance last year. 


American policyholders now carry nearly 


$90,000,000,000 in protection. 
American beneficiaries and policyholders were 
paid about $1,500,000,000 by life insurance 


companies in 1927. 


American policyholders now number 


62,000,000 


They can’t all be in error. 


The Prudential 


Insurance Company of America 


STRENGTH OF’ 


cnmauran” Home Office: Newark, New Jersey 


Epwarp D. Durrretp, President 











Coakley Discusses The 
Cumulative Estate Plan 


TALKS AT N. Y. BROKERS MEET 





Tells Audience What Would Have Hap- 
pened if He Had Been Sold “Thrift” 
Idea At Age 20 





Andrew J. Coakley, former baseball 
star now connected with the United 
States Mortgage & Trust Company, was 
the principal speaker at the monthly 
meeting of the General Brokers’ Associa- 
tion of the Metropolitan District, Inc., 
at the Hotel Pennsylvania on Wednes- 
day, February 8 He spoke in part as 
follows, his remarks having reference 
mostly to the so-called Cumulative Es- 
tate Plan: 

“In 1903, when I was twenty years old, 
I entered professional baseball. Let us 
suppose that one of you brokers had 
come to me with this plan and had sold 
me the idea of systematic saving in or- 
der to accumulate a fund of $12,000 in 
ten years. It would have been easy for 
me to save $100 a month, and it was 
reasonable to suppose that I would be 
good for at least ten years in the game 
barring illness or the remote chance of 
death. To make my goal certain you 
would have insured my life for $12,000 
and a ten year disability policy would 
have been provided guaranteeing that 
my deposits would be made for me in 
the event of illness or accident. Out of 
my deposits the trust company would 
pay the carrying charges of these two 
contracts and the balance would be in- 
vested by the trust company at 54% 
with a charge of %% per year for this 
service. 

“At the end of the ten years, or at 
age 30, it would be even easier for me 
to save and I would have continued the 
plan for another ten years. In 1923 
when I was forty my accumulation in 
the trust company would have amounted 
to $35,200. This at 544% would yield an 
annual income of $1,936. The net an- 
nual cost of the $12,000 policy would 
then have been $138. This would leave 
a balance in income of $1,798 which 
would have paid for $77,000 ordinary 
life at age 40. My total estate self sus- 
taining would now be over $124,000, and 
it would have entailed a cash outlay of 
only $24,000! I would now have a fund- 
ed life insurance trust of over $124,000. 

“Tt is quite certain that I would have 
bought a home with the accumulated 
fund but I still could have met my pre- 
miums with the money saved on rent. 
Whatever the goal, whatever the intent 
at the start, the habit of safe saving will 
insure success. Nothing that I know of 
is safer than our wisely regulated insur- 
ance companies.” 





ATLANTIC LIFE ELECTION 
E. A. Saunders Again Heads Company; 
Also Chosen Chairman of Board 
of Directors 

In addition to being re-elected presi- 
dent of the Atlantic Life at the annual 
mecting of that company last week, Ed- 
mund <A. Saunders was also chosen 
chairman of the board, replacing Ed- 
mund Strudwick, who recently sold his 
interests in the company. Edmund 
Strudwick, Jr., also retired from the of- 
fice of vice-president. This office is left 
unfilled. Dr. Frank P. Righter was made 
vice-president in addition to medical di- 
rector, an office he has held since 1915. 
All other officers were re-elected. Six 
new directors were elected. They are: 
Oliver J. Sands, president of the Ameri- 
can National Bank, Richmond; Walker 
Scott, vice-president of the Virginia 
Trust Co., Richmond; Coleman Wor- 
tham, of Davenport & Co., Richmond; 
Morton G. Thalhimer, president of Mor- 
ton G. Thalhimer, Inc., real estate, Rich- 
mond; Herbert H. Harris, president of 
Harris-Woodson Co., Lynchburg; W. C. 
Woodard, general agent for the Atlantic 
Life at Rocky Mount, N. C. 
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New England Mutual Life 


Insurance Company 


87 Milk Street, Boston, Massachusetts 


Incorporated 1835 
DANIEL F. APPEL, President 


Began Business 1843 


GEORGE W. SMITH, Vice-President 
FRANK T. PARTRIDGE, Secretary 


In 1927 the Business of the Company Surpassed All Previous Records 


COMPARATIVE STATEMENT 




















I fk scckevexeeeevas 1927 $200,776,765 
1917 84,549,287 
Liabilities ............. 1927 $187,515,191 
1917 79,129,280 
PE... ov ccncedeteess 1927 $13,261,574 
1917 5,420,007 
Paid Policyholders ..... 1927 $21,154,113 
1917 7,810,661 
Dividends Payable ..... 1928 $8,850,000 
to Policyholders in ..... 1918 2,475,000 
New Insurance ......... 1927 $137,490,202 
1917 54,783,039 
Insurance in Force....... 1927 $1,023,263,402 
1917 


Increase 
$116,227,478 


Increase 
$108,385,911 


Increase 
$7,841,567 


Increase 
$13,343,452 


Increase 
$6,375,000 


Increase 
$82,707,163 


Increase 


319,494,658 $647,768,744 
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John Hancock Annual Meeting 





——— 


Many National Firms 
Among Hancock Groups 


sPLENDID PROGRESS IN 3 YEARS 





Club Aluminum Co., $5,000,000 Line in 
Chicago; Drift Towards 
Contributory Is Seen 





In discussing how agencies of the John 

Hancock are developing in handling of 
croup insurance, which the company 
started writing only three years ago, 
Charles F. Glueck, manager of that de- 
partment, told the John Hancock con- 
yention this week in Boston of the clos- 
ing of one line of $5,000,d00. That was 
the Club Aluminum Co. of Chicago 
which was written by General Agent 
Houze and Agent Nathenson. 

The group division now has more than 

$100,000,000 in force and some represen- 
tative concerns carrying group in the 
john Hancock are these: 
“Wilson & Co., packers; Oppenheim, 
Collins & Co., department stores; Pa- 
cific Spruce Corp., wholesale lumber; 
Dold Packing Co., Gary Works of Il- 
linocis Steel Co., First National Bank of 
soston, Massachusetts Institute of 
Technology, Atlantic National Bank of 
Boston, First National Stores, George E. 
Keith Co., Warren Nash Motor Corp., 
National Tube Co., Wellesley College, 
National Lock Co. 


Drift Towards Contributory Plan 


There was a very pronounced drift 
away from the non-contributory plan, 
wherein the employer paid all, to the 
contributory plan in which the em- 
ployes contributed a substantial amount, 
said Mr. Glueck. 

The group department also has charge 
of Salary Deduction and Wholesale In- 
surance. Quite frequently when group 
insurance has been placed, executives 
and other salaried employes who desire 
larger amounts of insurance avail them- 
selves of the provisions of the Salary 
Deduction plan. Outstanding Salary De- 
duction cases recently written are the 
United States F. & G., the New Eng- 
land Telephone & Telegraph Co., the 
Chesapeake & Potomac Telephone Co., 
and the Faculty of the Massachusetts 
Institute of Technology. 





JANUARY MORTGAGES 





John Hancock Accepted $4,727,412 to 
Yield an Average Rate of 
Interest of 5.60% 


During January the John Hancock ac- 
cepted farm and city mortgage loans 
amounting to $4,727,412, to yield an av- 
crage rate of interest of 5.60%. 

These loans were divided as follows: 
$2,128,772 on 279 farms; $2,598,640 on 180 
city properties, of which 145 were dwell- 
ing houses and 33 apartment buildings. 

hese city properties house altogether 
6% separate families. 

he average rate of interest on farm 
loans is 5.35%; on city loans 5.80%. 





1927 INVESTMENTS 
The principal divisions of the 1927 in- 
vestments of the John Hancock were 
announced this week by President 
Tocker as follows: Bonds of railroads, 
$2,155,745 ; bonds of public utility cor- 
borations, $12,862,647; mortgages on 
farms, $22,133,785 ; mortgages on business 


5 TOperty, $3,276,403; mortgages on resi- 


dence property, $16,358,958. 





ENTERED THREE STATES 
During 1927 the John Hancock entered 
vid additional states. They are Florida, 
finessee and Virginia. The company 
Now has 196 principal agencies. 


Crocker Skeptical Of 
American Men’s Table 


SAYS A. E. T. STANDS FOR SAFETY 





Tells Convention It May Be Rough In 
Spots But Has Done Its 
Job Well 





Walton L. Crocker, president of the 
John Hancock, speaking to superinten- 
dents and general agents of the com- 
pany in Boston this week, declared that 
he was skeptical about any new table 
of mortality to take the place of the 
American Experience Table which he 
declared might be rough in spots but 
at the same time its retention he thought 
would keep life insurance in that zone 
of safety where it has been operated 
actuarially for such a long time. He 
thought that the A. E. T. had proven 
a good measuring stick. 

“Even if it should cost a little more 
to keep life insurance safe,” he asked, 
“why not do it? An insolvent company 
is no protection to the widow and or- 
phan.” 

President Crocker declared that those 
who desired to substitute the American 
Men’s Table for the A. E. T. should 
not lose sight of the amazing develop- 
ment in life insurance during the past 
twenty-five years, especially the last 
dozen years. Many new companies have 
been formed and are in operation. Natu- 
rally, they have brought a great many 
new lives on to their books. Compe- 
tition is growing with surprising speed, 
and more new companies are springing 
up. It is true that agency departments 
of the companies are becoming increas- 
ing, even amazingly efficient but so far 
as Mr. Crocker can see, there are not 
enough new people in sight to insure 
the companies admitting the required 
number of new lives to keep their mor- 
tality down to where it should be in 
the future. ; 

“We must not skin down our margin 
of safety in any way,” was his em- 
phiatic statement. 





SHAWMUT BANK’S AD 


On the morning of the joint meeting 
of general agents and superintendents 
of the John Hancock this week in Bos- 
ton the Shawmut Bank of that city ran 
a half page ad in daily papers featuring 
the life insurance agent as “The man 
whose service to you endures after your 
death.” In the body of the ad the agent 
is referred to as the man who has be- 
come a vital part of modern business. 
“More than any other man he unites 
the money side of life with that other 
side where the heart it.” 





HARKNESS ESTATE ARTICLE 

An interesting and valuable article em- 
bracing the inheritance tax angle of the 
estate of Mrs. S. V. Harkness of New 
York City appeared in Barron’s National 
Financial Weekly of February 13. The 
author is Franklin W. Ganse of the 
John Hancock in Boston. The inherit- 
ance taxes made a total of $18,035,910. 
Thirteen states collected. 


NEW AUDITORIUM 

The John Hancock’s new auditorium, 
which seats about 1,000, was used this 
week for the annual convention of the 
weekly premium superintendents and the 
general agents at their joint convention. 
It is an exceedingly attractive hall, built 
in back of the main building. 


TO SAIL FOR WEST INDIES 

Paul F. Clark, general agent for the 
John Hancock, Boston, will sail for the 
Caribbean Sea the latter part of this 
month. 








John Hancock’s Success 
In Non-Medical Lives 


DR. ALLEN’S TALK IN BOSTON 








Slight Increase of Mortality Offset by 
Saving Due to This Type 
of Selection 





That non-medical insurance is grow- 
ing and that the slight increase in mor- 
tality is more than offset by the sav- 
ing due to this type of selection is the 
experience of the John Hancock super- 
intendents and general agents of that 
company were told at the annual con- 
vention this week by Dr. Edwin H. Allen, 
the company’s medical director. At the 
present time about 80% of its Weekly 
Premium business is on that basis. In 
the Ordinary division the company is- 
sued in 1926-7 more than $150,000,000 on 
non-medical, The John Hancock started 
writing non-medical in 1924. 

Dr. Allen made an interesting resume 
of the history of non-medical on this 
side of the ocean. The Canadian com- 
panies were first to write this way on 
this continent as so many of their doc- 
tors were killed in the World War that 
it was impossible in some sections, espe- 
cially rural districts, to have risks ex- 
amined promptly. The medical depart- 
ments of the Canadian companies made 
a study of underwriting methods over a 
period of 150 years and in 1921 five 
Canadian companies launched forth on a 
non-medical experiment which was so 
successful that by 1925 fifteen Canadian 
companies were writing that way and 
American companies had followed suit 
to the number of fifty. Today more 
than 120 companies in the United 
States and Canada are issuing all the 
way from 6% to 25% of their business 
on the non-medical basis. 

The age limit with Canadian compa- 
nies averag%es between 15 and 45 years. 
Starting with a $1,000 maximum limit 
it has grown to $3,000 with most and 
to $5,000 with some Canadian compa- 
nies. They use Retail Credit Co. re- 
ports. The results have been gratifying. 

Mortality Going Down 

The year 1921 was the healthiest on 
record up to that time. The mortality 
in the United States in the last quar- 
ter of a century has fallen about 5 per 
thousand of the general registration 
area. The year 1927 was the best the 
companies have yet had from the mor- 
tality standpoint. Of 52 leading compa- 
nies reporting 40,000,000 policyholders in 
1927 (an increase of 2,000,000 policy- 
holders over 1926), there were 6,000 
fewer deaths than in the preceding year. 
The reduction in Weekly Premium 
death rate was 69 per 100,000 policy- 
holders in the last year and in the Or- 
dinary policyholders there was a reduc- 
tion of 25 per 100,000 policyholders. 

In the Ordinary Department the age 
limit of the John Hancock for non- 
medical is 15 to 45 years. The maximum 
amount is $3,000 on men and self-sup- 
porting women. Term, modified life and 
joint life are excluded. 

In the Weekly Premium branch the 
company has an inspection department 
which inspects certain of the applica- 
tions before policy is issued. The max- 
imum non-medical is $1,000 outside of 
Massachusetts and only $500 in one year. 
In Massachusetts the maximum is $500. 





DURATION OF ILLNESS SHORT 

Medical Director Allen of the John 
Hancock got a laugh at the convention 
of the managers and general agents this 
week when he said that one claim was 
paid during the year as the result of 
a bootlegger’s feud. The claim report 
in this case made this statement: “Dura- 
tion of illness short.” 


E. H. Brock’s Advice As 
To Non-Medical Apps. 


MUST MEET HIGH STANDARDS 





Managers Have Individual Responsibility 
To Guard Company Against Sub- 
mitting Undesirable Risks 





Advice on how to write non-medical 
was given to managers of the Weekly 
Premium Department of the John Han- 
cock at the convention of that company 
by E. H. Brock, vice-president, this 
week. He said that the successful writ- 
ing of policies up to $3,000 on this basis 
depended upon the individual responsi- 
bility and judgment of the field force. 
The non-medical applicant must come 
up to ia definite standard measured by 


facts obtained from general information 
and conditions surrounding the appli- 
cant. He suggested to the managers 
that they personally go over each ap- 
plication submitted. Continuing he said: 

“To judge properly the merits of the 
applicant you, of course, must judge 
largely by the age of the applicant, the 
occupation, the local residence, the 
character of the applicant ,and his liv- 
ing environments, and you have got to 
have as an agent a man on whom you 
can rely to furnish these facts. 

“The unscrupulous agent can, of 
course, find methods of imposing upon 
the company and he will from time to 
time submit undesirable risks. It is your 
duty to eliminaté these undesirables. 

“You are recognized as far as the com- 
pany is concerned as the one man in 
your district qualified to name agents 
to whom shall be entrusted authority to 
recommend the issue of a non-medical 
policy, and it is on your sole judgment 
that such authority is given. It is up to 
you from time to time to investigate and 
find out if authority which has been dele- 
gated to your individual agents is used 
properly. 

“It is a difficult matter for the home 
office to check up on the judgment of 
the individual agent and his peculiar 
slant in recommending an applicant for 
a non-medical policy. Such check-up in- 
volves a big expense and it takes time 
to do it. In the meantime this big ma- 
chine of ours is always running with an 
increased momentum and producing from 
ten to twenty thousand applications each 
week, y 

“Another difficulty lies in the fact that 
each superintendent and assistant may 
have a different standard of judging the 
good, the average and the poor risk. 
Therefore, the system resolves itself into 
the honest agent following as best he 
can instructions received from his super- 
intendent, from his assistant and from 
the company’s instruction book. 





WINKEL’S GOOD RECORD 





Star Agent of John Hancock Led Com- 
pany Last Year in 
Ordinary 

One of the most successful agents now 
writing Weekly Premium and Ordinary 
business for the John Hancock Mutual 
Life is Agent Walter Winkel, of the 
100 Fifth Avenue office, New York City. 
Last year he had $61 net increase, which 
together with $400,000 ordinary business, 
made his record an outstanding one in 
the company. 

He comes from a family of insurance 
men, his father and two uncles having 
achieved success in the business. He has 
two important assets in his youth and 
love of the insurance business and Super- 
intendent of Agencies Gilchrist looks for 
big things from him. 
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Against Co-Operative 
Insurance Co.’s Ads 


H. H. PUTNAM’S PUBLICITY TALK 





Sees Nothing In Sight To Change Sit- 
uation; Believes In Insurance 


Papers Ads 





Henry H. Putnam, manager of publi- 
cations of the John Hancock, discussing 
advertising in a talk to the company’s 
convention in Boston this week said he 
did not think it desirable for the com- 
pany to enter into advertising competi- 
tion with automobiles, cereals or cos- 
metics in national magazine advertising 
and that the company would not change 
its present plan of good will advertising. 

The agents are the best missionaries 
and therefore the best advertisers, he 
said, and the best item of production in 
the business. He said he was unable to 
look forward far enough to see any rad- 
ical change in that direction. As for in- 
stitutional advertising many propositions 
had been made to the John Hancock, 
but nothing yet which he regarded as 
valuable or workable. 

Continuing, he said: 

Co-Operative Advertising 

“Theoretically, we may believe that 
some good in the line of education could 
be secured by co-operative advertising; 
yet the obstacles to a national campaign, 
participated in by a sufficient number of 
the companies, are so great as to render 
the task hopeless. We know this from 
experience, and feel that it is a waste of 
time to try to co-ordinate any effort in 
this direction among the 300 life insur- 
ance companies with their more or less 
diversified methods and interests. We 
do not consider it worth the effort. Far 
better to work on other lines. 

“All this education of the public must 
be worked out mainly through the local 
underwriters, with such help as comes 
through the general advertising program 
of the companies. Magazine and news- 
paper advertising, like the radio, is large- 
ly in the nature of broadcast fertilization, 
and not intensive cultivation. Neverthe- 
less, if the copy is properly worded, it 
brings the company numerous inquiries. 

“If anything is to be done along co- 
operative lines it will be developed large- 
ly through the local underwriters, be- 
cause the obstacles which make a na- 
tional company program impracticable 
do not exist where the local under- 
writers can easily confer, agree on and 
control their program,” he said. 

“Experiments are being made at the 
present time in several cities. I believe 
they should be encouraged. If they ac- 
complish nothing else, they will at least 
show that the underwriters entertain a 
feeling of good-will for the newspapers 
of their locality and are willing to spend 
a reasonable amount to ascertain if the 
public can be better educated this way.” 

He said that advertising in the insur- 
ance journals is of primary importance 
for the companies and is really the foun- 
dation of all insurance advertising “for 
undoubtedly the trade press is of more 
importance to the insurance business 
than is the trade press of any other 
business.” 





TO INVESTIGATE INDUSTRIALS 


Industrial sick benefit and industrial 
life companies in Virginia will be inves- 
tigated if a recommendation of the house 
committee on insurance and banking is 
approved by the general assembly. It 
is proposed that a commission shall be 
appointed with instructions to investigate 
and report its findings at the next bien- 
nial session. At a hearing before the 
committee last week on the Page bill 
making compulsory the payment of sick 
benefits for fifty-two weeks, company 
representatives opposing the measure 
said that they courted the investigation. 
It was brought out at the hearing that 
one company is paying benefits for fifty- 
two weeks but that most of them pay 
benefits for only thirteen weeks in any 
one year. 


E. J. Clark Agents 
Average $317,000 In 1927 


WILL DO 





$6,000,000 THIS YEAR 





Baltimore Man General Agent in That 
City for 31 Years; Has 
Full-Timers Only 





Ernest J. Clark, general agent of the 
John Hancock in Baltimore, and former 
president of the National Association of 
Life Underwriters, has made such a 
good start on this year’s business that 
he expects his agency will wind up the 


twelve months with a production of 
$6,000,000. Last year the agency hit 
$4,500,000. 


The progress of the E. J. Clark agency 
and its achievements are all the more 
remarkable in view of the fact that 
there are only full-time men in the or- 
ganization and they are averaging $317,- 
000 a year each in production. No broker- 
age business is accepted by Mr. Clark. 

In a talk with The Eastern Under- 
writer Mr. Clark said: “The number of 
high grade men in Baltimore life insur- 
ance will match any city of the same 
size in the country. We have some 
particularly good ones and it is grati- 
fying that their average writings are 
constantly climbing.” 

Mr. Clark went into life insurance soon 
after being graduated from Lebanon Col- 
lege. His first work was with the Mu- 
tual Benefit. He joined the John Han- 
cock in 1894, became superintendent of 
the agents in Ohio; and thirty-one years 
ago was made general agent in Balti- 
more. He has a national reputation as 
being an insurance manager of the high- 
est class. 





LOAN ORIGINAL PAINTING 





Navy Yard Pleased by What John Han- 
cock Field Force Did in Selling 
“Old Ironsides” Drawing 

Admiral Andrews of the United States 
Navy Yard at Charlestown, Mass. 
loaned to the John Hancock for its con- 
vention this week the original painting 
of “Old Ironsides,’ made by Gordon 
Grant, the famous artist. The painting 
of the old battleship “Constitution” oc- 
cupied a prominent position on the stage 
of the convention hall. The John Han- 
cock sold more than 13,000 copies of the 
Gordon Grant painting. 

“If other business and financial con- 
cerns had done so well,” said Admiral 
Andrews, “the government would have 
been very lucky. I wish to congratulate 
the John Hancock for the fine spirit of 
public service and patriotism that exists 
in your field force.” 





BIG MUSICAL SHOW 
_ At the banquet of the John Hancock 
in Boston on Monday night superintend- 
ents and general agents were entertained 
by a big musical comedy given exclusive- 
lv by the home office talent. It was a 
most enjoyable affair. President Crocker 
presided at the banquet and as a tribute 
to him the field force in one week sub- 
mitted more than $43,000,000 of business. 
Announcement of this was made at the 
dinner by Vice-President Eaton. 





OLD JOHN HANCOCK MAN DIES 

Verner A. C. White, brother of Su- 
perintendent A. C. White of New York 
5, assistant superintendent of New York 
3 agency, John Hancock Mutual Life, 
was operated on early in December and 
while in the hospital contracted pneu- 
monia from which he failed to recover. 
Mr. White had been with the John Han- 
cock for more than thirty-three years. 





EATON TALKS TWICE 


Vice-President Robert K. Eaton of the 
John Hancock discussed affairs of the 
company on Tuesday at the John Han- 
cock convention in speeches before both 
the superintendents and general agents. 


Crocker Reviews Year 


(Continued from page 1) 
promotion, and it is performing this spe- 
cial service to the company’s policyhold- 
ers side by side with its work for the 
general community. 

Mortality Record 


The record of policy payments shows 
a mortality rate somewhat under that of 
1926. The feature here was the unusu- 
ally small death rate of Weekly Pre- 
mium policies, only 67% on the amount 
expected, or three points less than the 
previous year’s record. The rate on Or- 
dinary policies was 57%, one point less 
than in 1926. Not only were these per- 
centages lower, but there were actually 
a thousand fewer deaths than in 1926, 
despite the increased membership. 

Organic disease of the heart again 
leads as by far the most important 
cause, resulting in 18% of the deaths. 
The next in rank, cancer, maintained its 
enviable position, being responsible for 
slightly over 10% of the number of 
deaths. On the other hand, tuberculosis, 
pneumonia and influenza were reduced 
factors compared to the previous year. 

It is interesting to recall that typhoid 
fever, scarlet fever, and diphtheria, 
which of old played such havoc, have 
been reduced to minor positions in all 
such records as this, and as we hope, 
permanently. Over against this gain, 
however, the degenerative diseases make 
ghastly onward marches year by year. 

Deaths by violence totalled over 9% 
of the whole number of deaths in the 
year. Suicides were fewer in number, 
with homicide cases only slightly more 
numerous than in 1926; cause for grati- 
tude all around. But the deadly auto- 
mobile claimed an increasing toll, 802 
lives against 702 the preceding year, 
while the other accidents, avoidable or 
otherwise, made up the total of a wast- 
age of life characteristic of our times. 

Company Investments 


Delayed interest at close of year on 
farm mortgages reached 3.42% of the 
year’s receivable, and the farms owned 
under foreclosure totalled approximately 
3% of the whole farm investment. 

“This condition, with variations, is 
common to practically all the legion of 
investors whose money has been loaned 
on what is primarily the best security in 
the worldthe ground from which comes 
the people’s living. It is a condition 
which no one could foresee,” said Mr. 
Crocker. “There is more to it than was 
at first apparent, and due to its nation- 
wide spread, it will take time to cure. 

“There is no occasion for anxiety over 
the farm mortgage showing, as the es- 
sential soundness of the security is un- 
doubted. The situation requires patience, 
care and good handling on the part of 
investors, and so far as your company is 
concerned these qualities are being ex- 
ercised. The properties involved are 
being kept in as good working condi- 
tion as is possible awaiting the inevit- 
able turn of the tide. Meanwhile, such 
sales are being made bring satisfactory 
terms. 

“In the making of a well-balanced in- 
vestment for the company’s funds, your 
directors have come to believe that judi- 
ciously selected stocks should find some 
place. A beginning has been made along 
that line, as the security schedule shows. 
This program will be followed to a rea- 
sonable degree within the limits of our 
controlling law whenever the conditions 
are deemed favorable. Many of our 
major industries are now so well based 
and so solidly intrenched that their 
stocks are to be regarded as equally 
desirable with standard bonds. 





COLONIAL LIFE’S NEW OFFICES 


The Colonial Life’s new offices are 
now located on the tenth and eleventh 
floors of the Trust Company of New 
Jersey building at Journal Square, Jer- 
sey City. They formerly occupied the 
second and third floors of the same 
building. 


Continental Assurance 
To Increase Capita] 


EXECUTIVE COM. APPROVEs 
Plan When Adopted Will Give Com 
Paid In Capital of $1,000,000 


With $2,500,000 Surplus 





Pany 


At the suggestion of H. G. B. Aley. 
ander, president of the Continental Com. 
panies, given just prior to leaving on ay 
extended trip abroad, the executive com. 
mittee of the Continental Assurance has 
passed a resolution unanimously recom- 
mending to its board of directors that 
the financial structure of the company 
be very materially increased during the 
present calendar year. 

The recommendation is to increase the 
capital stock from $500,000 to $1,000,000 
and that the rights to buy this additional 
stock accrue to then stockholders share 
for share at a price of four times par or 
$40 per share. The result of this plan 
if and when adopted by the directors 
and approved by the stockholders and 
supervising state officials will give the 
Centinental Assurance a paid in capital 
of $1,000,000 and in addition thereto a 
surplus of between $2,000,000 and 
$2,500,000. 

In commenting on this action Vice- 
President Claypool says, “The rapid 
growth of the life insurance business of 
the Continental Assurance as evidenced 
by its closing 1927 with well over $100- 
000,000 of insurance in force, makes it 
seem desirable that the financial struc- 
ture of the company keep pace with its 
growth in business. It has always been 
understood by the field men of the Con- 
tinental Assurance that the company’s 
management would see to it that the 
financial structure of the company be 
kept symmetrical with the amount of life 
insurance in force and this step is in line 
with that general understanding. If and 
when the proposed changes are com- 
pleted the Continental Assurance will be- 
come financially the strongest exclusive- 
ly non-participating life insurance com- 
pany in this country.” 

A number of the directors of the com- 
pany are away from Chicago, but it is 
expected that a special meeting of the 
board of directors to pass on this recom- 
mendation will be held early in May 
when President Alexander and the oth- 
ers will have returned. 





FOUR TALKS TO ONE COMPANY 





London Life In New Home Office Dedi- 
cation Makes Good Use of 
H. D. Hart 

Hugh D. Hart, vice-president Penn 
Mutual, is this week having a part mn 
the dedication program of the new home 
office of the London Life, of London, 
Canada. A three-day schedule of events 
lists Mr. Hart as a four-time speaker. 
On Thursday he addresses managers and 
assistant managers. On Friday morning 
he describes the “Place and Function ot 
Life Insurance in Modern Life” to man- 
agers, superintendents, supervisors, and 
agents, and a second address before the 
same group is entitled, “Presenting the 
Insurance Proposition.” On Friday at- 
ternoon Mr. Hart gives the closing at- 
dress of the three-day program, it being 
of an inspirational nature. 





COFFIN MAKES PENN TALK 


Eastern general agents of the Penn 
Mutual were in conference in Philadel 
phia the first three days of this week, 
to learn the details of the company’s ¢X 
pansion plans. Vincent B. Coffin, the 
company’s educational director, descrid- 
ed methods of training men new to life 
insurance and the Penn Mutual. 





LOWEST EXPENSE RATE 
President Crocker told the John Hat- 
cock convention this week in /ostom 


that the company in 1927 had its lowes! 
expense rate. 
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Trained vs. Untrained Agents 


The New York State Insurance De- 
partment has filed its report of the tri- 
annual examination of the Equitable So- 
ciety, covering transactions through a 
three-year period ending December 31, 
1926. At the end of 1923 the company 
had 9,050 field workers. At the end of 
1926 it had 10,922. 

Among interesting statements in the 
report are facts about the schools of in- 
struction which were held in forty dif- 
ferent cities in the United States during 
the three years under review, classes 
being conducted by traveling instructors. 
The general 1926 summary was as fol- 
lows: . 

Number of full-time agents taking the 
studies, 821, of whom 524 were trained 
and 297 untrained. The following were 
the results: 

(1) During their first contract year, 


trained agents write on the average 
44.3% more business than untrained 
agents. 


(2) During their second contract year 
trained agents write on the average 


40.8% 
agents. 

(3) Within the comparable production 
classes the average monthly production 
of trained agents after training is 45% 
greater than that of untrained agents 
for the same period of time. The in- 
crease is especially marked in the lower 
production groups. 

(4) Among trained agents there is no 
change in the average number of cases 


more business than untrained 


written per month before and after 
training. In contrast, the average 
monthly volume increases 45.3%. This 


would tend to show that the average size 
case written after training is greater than 
before training, thus indicating improved 
service in covering each individual’s 
needs. 

(5) The effects of training are more 
marked immediately following training 
than. later. The average monthly pro- 
duction for four months immediately fol- 
lowing the training month is $2,848 
greater than that for the second year. 
Th's would show a need for constant 
and consistent supervision. 








OBSERVES THIRD ANNIVERSARY 





H. H. Letcher Agency, Equitable So- 
ciety, Holds Dinner at Brooklyn 
Club; Officers Present 
On Wednesday evening, February 8, 
the H. H. Letcher Agency, Equitable 
Society, celebrated its third anniversary. 
In recognition of the occasion Agency 
Manager Harold H. Letcher tendered a 
dinner at the Brooklyn Club to his as- 
sociates. Over 100 covers were laid, The 
guests of honor included President 
Thomas J. Parkinson, Vice-President 
Frank H. Davis and Superintendent of 
Agencies W. G. Fitting. Mr. Letcher 
presided over the post-prandial program. 
After reviewing the progress of the 
agency during 1927, Mr. Letcher intro- 
duced the guests of honor and each was 
most enthusiastically received by the 
diners. A hearty and cordial welcome 
was given to President Parkinson. Vice- 
President Davis received a warm wel- 

come, as did Mr. Fitting. 

Mr. Benjamin Levy of the Arthur Levy 
Unit presented to Mr. Letcher a scroll 
setting forth the results of a done day 
drive conducted by the agents on Febru- 
ary 1, the anniversary day of the agency, 
and he announced that on that day sev- 
enty-two agents produced 132 applica- 
tions of a volume of $666,750 exclusive of 
additional and alternate requests. This 
was a complete surprise to Mr. Letcher, 
who expressed his appreciation to the 
agency staff. The production of this 
agency for 1927 was $10,603,000, which 
was supplemented by $3,300,000 of group 
insurance. For 1928 the objective 1s 
$11,000,000 of regular paid business. 





NEW SOUTHERN AGENCY 

Alva Carlton and Oswald S. Carlton, 
Jr., have formed a partnership under the 
name of Carlton & Carlton and have 
been appointed agents for the Great 
outhern Life. Alva Carlton has been 
with the Houston agency of the Great 
Southern since the organization of the 
cempany in 1909. His father was a 
founder of the company in 1909 and Alva 
Carlton began work there before com- 
pleting his school course. O. S. Carlton, 
Jr, has been with the Great Southern 
since last January. Prior to that time 
he was with several bond houses here. 





HARRIS OFF ON LONG CRUISE 

Nilliam M. Harris, inspector of agen- 
cies, New York Life, sailed recently 
on a long cruise during which he will 
visit both South America and South 
Africa. 


BRITISH FIGURES 





Prudential Of London Issues £16,940,000 
In 1927; Norwich Union £9,297,098; 
British Equitable Figures 


London, Jan. 30.—New insurance is- 
sued by the Prudential of England dur- 
ing 1927, amounted to about £16,940,000, 
or rather more than £2,000,000 in ex- 
cess of the 1926 total. 

The National Mutual Life of London 
reports that for the first time in its 
history the gross amount of new busi- 
ness has exceeded £1,000,000, and that 
the net amount assured in 1927 was 
£824,704. The annual reversionary bonus 
for the past year will be at the increased 
rate of 45s. per cent., and a special ad- 
ditional bonus of 6s. per cent. (the same 
as for 1926), making 5ls. per cent. in 
all, will be allotted to whole-life-with- 
profit policies. 

Norwich Union Life also reports a 
record business, sums assured during 
1927 totalling £9,297,098, against £9,114,- 
785 in 1926, and announces that the rates 
of interim bonus on all policies becom- 
ing claims in 1928 will be increased. 

The London Life Association reports 
£2,200,567 new assurances during 1927. 

New policies, assuring almost £1,300,- 
000, of which £817,000 was life assur- 


CUT DOWN FORECLOSURES 





Union Central’s Record in 1927; Agents 
in Flood District Make a Remark- 
able Showing 
The year 1927 showed a reduction in 
foreclosures by the Union Central, said 
Treasurer Jesse ,R. Clark, Jr., of that 
company at the convention last week in 
Cincinnati. In sixty-one years the Union 
Central has loaned $37,000,000 and in its 
foreclosure experience, after deducting 
principal, interest, taxes, and foreclosure 
costs, the profit has been $440,000. The 
company has on its books $21,000,000 in 
city loans. The average for city loans 

during 1927 was 6.32%. 

The New Orleans agency of the com- 
pany, in spite of demoralized business 
conditions resulting from Mississippi 
floods, had $241,293 more insurance in 
1927 than in 1925. 

A new and complete occupational 
booklet was presented to the agency 
force by Dr. William H. Muhlberg, med- 
ical director. 








ance, were issued last year by the 
Equitable Life of London. The total ex- 
ceeds that for 1926. The Confederation 
Life reports a total new business ex- 
ceeding £9,800,000 for 1927. 

















90 Million 





Paid-for Insurance 


INTERNATIONAL LIFE 


MAKES 


NEW RECORD IN 1927 





Increases Dividends on Participating Policies for 
Fourth Consecutive Year 


New Rate Book — New Policy Forms 
Juvenile Policies Now Issued Participating 


GOOD TERRITORY 


FOR AMBITIOUS GENERAL AGENTS 
INTERNATIONAL LIFE INSURANCE CO. 


ST. LOUIS 
ROY C. TOOMBS, President 


W. F. GRANTGES, First Vice-Pres., & Gen’l Mgr. of Agents 


200 MILLION FOR 1928 





Insurance In Force 


310 Million 
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THE LOWEST NET COST 


Of Any Mutual Company 
Offering Complete Ordinary Life Protection 
Based on Actual Dividend History for 
The Past 20 Years. 
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NATIONAL LIFE INSURANCE CO. 


Montpelier, Vermont 


We take pride in this record achievement. 


Full Coverage at the Lowest Net Cost 
hacked by prompt and intelligent service 


WELLS, MEISSEL & PEYSER, Inc. 


General Agent 


117 Liberty Street Telephones—Cortland 7980-4 
New York, N. Y. 
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Hard to Lift Licenses 
Of Bigger Producers 


FIGHT HARD AT DEPARTMENT 





Important Agents Who Have Been Un- 
der Fire of Good Practice Commit- 
tee Still Write Business 





The state of emotion and excitement 
on the Pacific Coast, where some of the 
life men are doing business with the 
Bank of Italy and others are criticising 
those who do, is in degree something 
akin to the local interest in the Good 
Practice Committee of the Life Under- 
writers Association of New York which 
is the principal topic of conversation in 
Greater New York insurance circles at 
present. The attention given to the vari- 
ous cases brought before the Insurance 
Department on “rebate” charges is in- 
tense, culminating in the Harry Siegel 
case, where the Good Practice Commit- 
tee has offered the services to Superin- 
tendent Beha of Samuel Untermyer, 
New York City’s most outspoken, vitriolic 
and scrappy lawyer, when the fight be- 
tween Siegel and the Good Practice Com- 
mittee goes before the Appellate Divi- 
sion. 

Siegel has told friends that he will 
spend a fortune if needed to overturn 
the ruling of the Superintendent that he 
rebated in the Trabulsi case, where it is 
charged that there was a rebate of $120. 
The Good Practice Committee, on the 
other hand, has shown that it is going 
to make a hard fight to sustain the Su- 


perintendent by its employment of Un- 
termyer. 


Big Writers Still in Business After Ex- 
periences With Committee 

There is a general feeling in executive 
circles that a showdown is imminent in 
this state on the question of whether an 
agent of the big producing class can be 
shorn of his license. Up to date the 
big writers up on charges have not only 
retained their licenses with the state but 
with their leading company. An inter- 
esting phase of the situation, too, is that 
the principal companies represented by 
these big writers are in that category of 
companies with high-class reputations. 
Naturally, it has been a shock of disap- 
pointment to the Good Practice Commit- 
tee members to note that after all the 
work the committee has done in present- 
ing facts about alleged rebating to the 
Department that the agents under fire 
are still writing insurance. Some people 
are asking if it is without the realm of 
possibility to punish the big personal 
writers who have money enough to em- 
plov expensive legal talent to fight back. 

Those familiar with conditions at the 
Insurance Department say that rulings 
which will result in agency license can- 
celations and at the same time stand up 
under court review are not easv to make. 
The Department has to be guided by ev- 
idence of more than word of mouth if 
it is mindful of the fact that a cancella- 
ton of license will result in a court 
ficht, and a painstaking effort is made 
to have witnesses appear and testify be- 
fore the Department as they have done 
In private. What may look like a plain 
unmistakable rebate is not easy to put 
in the record. The hieher courts review 
the tvpewritten page, the element of per- 
sonalities not being taken into consid- 
eration. 

An interested party may tell one set 
of men he accepted a rebate; and then 
deny it in the office of the Department, 
or refuse to show up. Account books, 
‘ven notations on insurance policies or 
Nersonal letters. may carry what looks 
like sure proof that there has been a 
rebate. and yet on the stand can he ex- 
plained away. Two persons may be ac- 


Complices in a crime and one accuse the 
other of being in on it; and yet such 
Criminal cases have been thrown out for 


“insufficient evidence.” It all seems 
strange and inexplicable to the laymen 
and yet such is the fact, as is shown in 
the courts every day. Those close to the 
Department deny that any political in- 
fluence has been used in deciding the 
“rebate cases” despite the fact that some 
of the lawyers have close relations with 
political powers to be. 


The Complaint Bureau 


The Department also does what it can 
to dig up evidence in these cases through 
the Complaint Bureau, the head of which 
is J. L. Wood. This bureau was estab- 
lished in 1912 when James J. Hoey was 
deputy superintendent, and one of the 
most effective rebate cases it handled 
was one in which the assured was con- 
victed later and fined $500 after he had 
demanded and accepted a rebate. When 
he made the demand the agent went to 
the Department and a successful trap 
was set for him. The Complaint Bureau 
is handicapped in complicated alleged re- 
bate cases for several reasons, one being 
that there are only five investigators un- 
der Wood, and life insurance is only a 
part of its functions. It goes gunning 
for persons who place unauthorized in- 
surance; for agents and brokers who col- 
lect premiums and do not turn them in; 
for persons who solicit insurance and 
are not licensed. It will thus be seen 
that life insurance can demand only part 
of its attention. 


Attitude of New York Life 


The attitude of the New York Life in 
the Siegel case has been not to prejudice 
the case of its agent while he is making 
his fight to clear his name. He was made 
president of its leading production club, 
having written almost $4,000.000 in the 
club vear, last summer at Swampscott. 
The Trabulsi case was not written dur- 
ing the club year. Before the election 
Vice-President Buckner called a meeting 
of the former presidents of the club and 
the case was discussed. It was decided 
that if the club refused to make Siegel 
president while he was under charges 
that it would be acknowledging the truth 
of the charges as the case was up in the 
Tnsurance Department with hearings be- 
fore Deputy Cunneen. After the deci- 
sion of the Superintendent that there 
had been a rebate in one case under re- 
view, counsel for Mr. Siegel went to the 
Supreme Court for an order to have 
books and documents in the case turned 
over by the Department for review of 
the Superintendent’s decision in the 
courts. It will be seen that if the New 
York Life were to sever its relations 
with Siegel while the court was review- 
ing the case it would result in prejudice 
against Siegel and possibly damages. The 


Says Department Can 
Use Hearsay Evidence 


UNTERMYER’S' SIEGEL BRIEF 





Lawyer Discusses Legal System Testi- 
mony as it Affects Insurance Super- 
intendent in Hearings 





In his brief submitted to the Insurance 
Department in the case of the New York 
Insurance Department vs. Harry Siegel, 
Irwin Untermyer of Guggenheimer, Un- 
termyer & Marshall, counsel for the Life 
Underwriters’ Association of New York 
in the case, argued that the Superintend- 
ent of Insurance may receive and con- 
sider hearsay evidence. He cites numer- 
ous cases of examinations by public offi- 
cials (such as a police commissioner’s 
refusing a license to a moving picture 
theatre) to the effect that Section 91 of 
the insurance law does not require trial 
of a strictly judicial or formal kind. He 
sees analogies between hearings of the 
Department on rebate cases and hearings 
made by the Interstate Commerce Com- 
mission. 

Although hearsay testimony is incom- 
petent in jury trials Mr. Untermyer 
points out that it is frequently more re- 
liable than most other forms of evidence. 
He said in part: 

The Rules of Evidence 


“Tt is one of the peculiarities of our 
legal system that hearsay testimony is 
excluded. The rules of evidence of other 
countries, almost without exception, per- 
mit it to be received—in fact, most ex- 
pericnced investigators concede that a 
sworn statement made before litigation 
is contemplated is ordinarily more to be 
relied upon than a statement under oath 








company is standing pat watching devel- 
opments. 
Publicity a Warning 

In the meantime, the Good Practice 
Committee is going ahead making its 
strongest effort to have the Beha ruling 
stand. If successful, Siegel will have his 
license canceled and the committee will 
feel decidedly encouraged. It is not de- 
nied that there is considerable rebating 
of one kind or another in New York and 
if nothing else happens loss of licenses 
will be regarded as a warning to high 
pressure artists. Anyway, the publicity 
possibilities have frightened some people 
in the business, not too particular in 
their selling methods, and improved the 
situation somewhat. 
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A SIGN OF PROGRESS 


Total insurance in force during 1927 was 
increased over 10%—the result of a strong 


sales organization serving a strong company. 
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by a witness who, ordinarily, is biased. 
Thus, we believe that anyone not 
emersed in technical rules of evidence 
would attach more significance to the 
statements made by Trabulsi to Kalaf 
long before these proceedings were in 
contemplation than to the testimony of 
Trabulsi if he had been called as a wit- 
ness in the proceeding and were aware, 
as he would undoubtedly be aware, that 
his evidence might establish his own 
complicity in crime. 

“Profound students of the law of evi- 
dence, such as Wigmore and Thayer, 
have persistently declared that hearsay 
testimony may be as reliable, or more 
reliable that evidence given under oath 
and they have directed attention to the 
fact that the exceptions to the hearsay 
tule admit perhaps more hearsay evi- 
dence than the rule itself excludes.” 





DR. MUNN GIVES LUNCHEON 





Officers of United States Life Celebrate 
the Eightieth Birthday of 
V.-P. C. P. Fraleigh 

A luncheon was given to Charles P. 
Fraleigh, vice-resident of the United 
States Life, one day last week by Dr. 
John P. Munn at the Hardware Club in 
New York City, in celebration of Mr. 
Fraleigh’s eightieth birthday. Dr. Munn 
himself attained his eigthtieth birthday 
last December. President Henry Moir 
presided. 

The luncheon was attended by the fol- 
lowing company officers, in addition to 
those already mentioned: George W. 
Hubbel, secretary and actuary; Howard 
A. Pardee, M.D., medical director; Wil- 
liam C. Littlewood, cashier and assistant 
secretary, and Louis Foster, supervisor 
of agencies. There were no speakers as 
it was an informal affair. ; 

Some of those present have been with 
the company for fifty or more years and 
they indulged in a lot of quiet, good- 
natured reminiscence. Mr. Fraleigh has 
been fifty-seven years with the United 
States Life and Dr. Munn has been in 
the employ of the company for fifty-one 
years. 





GROWTH OF FEDERAL UNION 





Increase in Insurance in Force Over 
$6,000,000 Since 1924; Premium 
Growth $158,000 
Since its organization on August 7, 
1914, the Federal Union Life of Cincin- 
nati has shown a healthy growth. This 
is evident from the annual financial state- 
ment of President Frank M. Peters, 
which shows that the company, at the 
end of the year 1927, had insurance in 
force totaling $27,909,803, which repre- 
sents a gain of $6,339,543 over the paid 
in business in 1924, the last year men- 

tioned in the report prior to 1927. 

The premium income for last year was 
$832,973 as against $674.568 for 1924, a 
gain of $158,405. At the end of 1927 
there were 63,377 policies in force, while 
in 1915, the year the Federal Union ac- 
tually started doing business, there were 
only 350 in force. 

The admitted assets at the end of 1927 
were $3,013,867 and the surplus to policy- 
holders amounted to $373,860, while the 
amount of legal reserve was $2,619.378 
as compared with $1,527,783 in 1924. The 
capital of the company is $250,000. 





OPENS JAMAICA BRANCH 


Manager Paul Alexander’ of the 
Brooklyn branch of the Guardian Life 
opened a branch office in the Stuart 
Building at Jamaica, L. I., the first of 
the year. It is in charge of I. Levinson 
who was promoted from supervisor to 
associate. 

Mr. Alexander attended the managers’ 
conference of the Guardian Life in 


Washington January 24, and was part 
of a group of insurance men who met 
President Coolidge at the White House. 
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HE Etna Life Insur- 

ance Company publishes 

monthly a bulletin listing 
its leading producers through- 
out the country. Those who 
have attained, at the end of the 
year, certain high standards 
of production, qualify for 
membership in the Etna Life 
Leaders Club. To those men 
the Company gives special 
recognition. 





It is significant that twenty 
men of the Etna’s metropoli- 
tan organization appear in the 
current A*tna Life Leaders 
Club Bulletin. ‘These men 
have started the year by pay- 
ing for a volume of business 
in January 
which, sustained 
through the year, 


entitles them to Hartford 


J. P. Graham, Jr. 


16 Court Street 
Brooklyn, N. Y. 


H. C. Hubbell R. E. Goewey 
110 East 42d Street 391 East 149th Street 
New York City Bronx, N. Y. 





Men of the AEtna’s metropolitan 
organization are steadily prominent 
on the Company’s honor I1sts 


Aetna Life 


Insurance Company 


A strong “tna organization serving New York and vicinity 


R. H. Keffer 


100 William Street 
New York City 


——= 





Leaders Club membership. 
Etna Metropolitan agencies 
are pardonably proud of that 
record. 


Here is more proof of A‘tna 
progress in and nearby New 
York. This group of seven 
general agencies shows a total 
production for January well 
over New York’s figures for 
January 1927. New York 
agencies made their quotas for 
January, two of them reach- 
ing paid production for the 
month practically double that 
set up in their quotas. 


These are specific indications 
of the rapid strides forward 
being made by these seven 
general agencies. 


1928 looks like a 


great year! 


Connecticut 


T. M. Searles 


Essex Building 
Newark, N. J. 


E. A. Muller 


225 Broadway 
New York City 


D. R. Mason 


225 West 34th Street 
New York City 
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U. S. Life Insures Air 
Pilot and Photographer 


BOTH WITH A CHICAGO PAPER 





One Policy for $25,000 and One for 
$10,000; Newspaper Is Interested 
in Aviation 

The Eastern Underwriter learned this 
week from one of the officials of the 
United States Life that an insurance 
policy on the ordinary life plan, to the 
amount of $25,000, was placed on the life 
of Shirley J. Short, who is employed 
as an airplane pilot by the Chicago 
“Daily News” and served in the aviation 
corps of the United States Government 
during the Great War. The insurance 
was placed through Larson-McCormick 
Agency Co., Chicago managers for the 
United States Life. 

Short is a veteran flyer, having served 
for a considerable period of time in the 
postal air service division of the Gov- 
ernment when he piloted planes between 
Cleveland, Chicago and New York. He 
has piloted a plane owned by the Chi- 
cago “Daily News” at various times 
when speed has been required to com- 
plete a job, news, pictorial or otherwise. 

Air Photographer 

Application also has been made by 
the “Daily News” for an additional 
$10,000 of insurance on the life of 
Charles E. Ford, news reel editor and 
chief cinematographer of that news- 
paper. A good part of his work is done 
in the air, and he and Short have often 
worked together. He was connected with 
the American Expeditionary air force as 
a motion picture photographer from 
1918 to 1920. He has also been a pho- 
tographer for “Film” and “Pathe News.” 
Previous to joining the staff of the Chi- 
cago “Daily News” he was camera man 
for the International News Reel. 

Short also served in the United States 
aviation corps during the War. He has 
been in turn an exhibition, pilot, a com- 
mercial pilot and a mail pilot. In 1926 
he received the Harmon trophy for fly- 
ing awarded by the International League 
of Aviators, at Paris. 

An extra premium has been charged 
to cover the additional hazards incident 
to flying. Otherwise there are no condi- 
tions or restrictions and no time limit, 
as in the case of Col. Lindbergh, where 
the coverage was only for a period of 
three months to take care of his trans- 
continental trip. 

No Stunt Flying 

C. V. Merrill, assistant business man- 
ager of the Chicago “Daily News,” in a 
statement he made to the Chicago agents 
who placed the business, explained that 
neither of these men would indulge in 
any sort of “stunt” flying such as aerial 
acrobatics or county fair tricks such as 
transferring from one plane to another. 
He points out that the plane may be re- 
quired to take long trips, but that it has 
a limited cruising radius similar to the 
mail plane, and that Mr. Short’s wide 
experience is sufficient guarantee that no 
unnecessary risks will be taken. He 
says one of the principal reasons why 
the Chicago “Daily News” purchased the 
arplane was to encourage the principle 
of commercial aviation in every prac- 
ticable way. 





FIELDER LEGAL DEPARTMENT 

Li al supervision of internal affairs of 
the | ielder Corporation, Newark, will be 
henceforth undertaken by a legal de- 
Partinent. John J. Cooney, for five years 
the investment law department of the 
New York Life, heads the department, 
the hief function of which is to check 
regality of routine in the business. The 
regular attorneys of the corporation will 
be continued, 


William H. Foster, 52, ceneral counsel 
for the Aetna Life in New York, died 
last week at Syracuse. He was named 
Seneral counsel in 1911. 


HOME OFFICE PROMOTIONS 





Prudential Makes William Sillbereysen 
Comptroller, Succeeding H. C. Thomp- 
son; I. J. Denton Advances 
A number of home office promotions 
were recently made by The Prudential. 
They include William Sillbereysen, from 
assistant comptroller to comptroller; 
Irving J. Denton, from assistant super- 
visor of the real estate loan department, 
to supervisor of the department; Patrick 
J. Flatley, from assistant auditor to as- 
sistant supervisor; Howard Baldwin, 
from manager of the treasurer’s depart- 
ment to manager of the mortgage and 
policy loan division, treasurer’s depart- 
ment; Russell S. Bertrand, from assis- 
tant manager of the treasurer’s depart- 
ment to manager of the securities di- 
vision of the treasurer’s department; and 
Albert E. N. Gray, from assistant office 
supervisor to assistant supervisor of 

field instruction. 





EQUITABLE TRUST MOVES 
The Equitable Trust Company of New 
York last week announced the removal 
of its main office from 37 Wall street 
to its new building at 11 Broad street, 
New York City. The officers and em- 
ployes of the company were officially in- 


an in the new quarters on February 
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THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 


FRED. H. RHODES, President 

















MARCH MORTALITY 
March is the deadliest month of the 
year, according to the Phoenix Mutual 
Life, and has been for the past ten years. 


The company’s index of average number 
of death claims shows that in March the 
claims jump abruptly to 106 from the 
February average of eighty-four. This is 
an excess of deadliness amounting to 
27.34 points, the year-round average be- 
ing 78.66. 

December and January are the closest 
rivals for March’s grim distinction, their 
numbers being ninety and eighty-five re- 
spectively. Then begins the drop, until 
the dog days of August, and September, 
become the safest to life of all the 
months, with the low figures of sixty-one 
and sixty-two respectively. By seasons, 


SEES STAIN SRNR RRR LEIS APE A SI IES 


the index is as follows: spring, 87.66 
claims; winter, 86.33; autumn, 73; sum- 
mer, 67.66. Year-round average, 78.66. 

Nineteen twenty-seven had the lowest 
mortality of the last five years and great- 
er savings were made from that source 
than in any of the company’s seventy- 
six years of history, according to Presi- 
dent Welch’s annual report. 





LIFE INSURANCE IN COLORADO 


According to figures compiled by the 
Denver University School of Commerce, 
Colorado citizens during 1926 were car- 
rying $649,834,000 of life insurance. In 
the fifteen year period from 1913 to 1927, 
there has been $789,343,000 life insur- 
ance sold, Colorado leading all other 
Rocky Mountain states. 
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HE total insurance in force 
of the Missouri State Life 
Insurance Company is now well 
over the three-quarter billion 


December 31, 1917, the total 
was $156,948,542.00. December 
31,1927,ithad reached 
$757,369,612.00. New paid-for 
business in 1927 amounted to 
$204,763,512.00—a gain of near- 
ly $30,000,000.00 over 1926. 

These figures talk. There is 
no equivocation about them. 


Hillsman Taylor, President 


Three-Quarters 


Of a Billion! 


Missouri State Life Insurance Company 


Moves Steadily Upward 
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Missouri State Life Insurance Company 
Home Office, St. Louis 


Accident - Health - 


They indicate the most gratify- 
ing vitality and essential sound- 
This growth and vitality 
are built upon a sound insurance 
Their 
vouchsafed by executives, em- 
and underwriters of 
high character and great aggres- 


Our expansion plans for 1928 
contemplate a greatly enlarged 
agency organization. We offer 
opportunities to 
good men. Write us. 
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Aeacia Mutual Life Association 


Summary of Annual Report as of December 31, 1927 





ASSETS: 
First mortgage leans on improved real estate... Bere $12,916,965.69 
II i icaressnapieetee tae coe alan hecteceecod comicntcetnca spate 1,376,733.55 
RR ES eS ee LE Ne Ee RR EE eer ee 1,607,400.00 
Cashuantanke andiunmaiee....- ee 360,409.85 
Loans on Association’s Policies... 4,072,233.14 
co een Le Oo he eat Se Ot ee eee eC ee ee 70,000.00 
Net premiums in process of collection... 2,523,070.60 
PIII io ei ace i a as ae 442,575.04 
po ee 
__..$23,369,387.87 
LIABILITIES: 
Policyholders’ dividends not yet due... $436,486.74 
Reserve for taxes accrued...) 160,000.00 
Premiums and interest paid in advance........ 149,297.87 
TT I SR 145,055.67 


$890,840.28 





BALANCE TO PROTECT POLICY CONTRACTS: 


Legal reserve requirement—American Experience 
Table of Mortality and 314% interest on all 





EEE: RR EY. $21,149,345.05 
Sis cisanbcaaieibs area 1,329,202.54 
$22,478,547.59 








Another Year of Great Progress 


er iii ise eek enccsiceegcatann $55,057,500.00 
EE eT eT 37,981,370.00 
Insurance in force December 31, 1927................---.----........... 264,258,116.00 
Dividends paid or credited to members.............-...--........... 1,183,988.27 
RT ORT T ERI ET IT eT a NE OM NET Le 23,369,387.87 
a EE ETO Fe NT 4,119,502.94 
I IN i csencccsscidschaceadscrigdinintcciocennetdravebinatgctapeiectbacanion 4,019,931.82 





The first and only mutual old line company to reduce its premium rates so that its 
policyholders get the advantage of the low initial rates of the stock company com- 
bined with the dividends of the mutual company. 





WILLIAM MONTGOMERY, President 
HOME OFFICE: 13th and F Streets, WASHINGTON, D. C. 
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Once In Cerf’s Office 


REMARKABLE TRAINER OF MEN 


Graduates Include Wells, Hall, Mc- 

Namara, Rogers, Jones, Keane, Patter- 

son, Meissel, Pennell, Snowden, 
Morrow, Mason 








Louis A. Cerf, who recently retired as 
cencral agent of the Mutual Benefit in 
Greater New York, and who is to spend 
the Spring in Europe, has had the dis- 
tinction of having trained as many men 
who have become general agents as 
probably any agency manager in the 
country. The list is quite impressive, 
numbering more than a dozen. Not all 
of these men of course spent all of 
their early life careers in his office, but 
they did work in the Cerf establishment 
for some time. A partial list is printed 
herewith and in view of the success 
many of these men have had Mr. Cerf 
has no reason to apologize for the type 
of men who at various times have gath- 
ered about him during his regime with 
the Mutual Benefit. 

Edgar T. Wells was with Mr. Cerf 
longer than any of the others, having 
started with him as a stenographer and 
secretary nearly a quarter of a century 
ago. He is now one of the genrral 
agents here of the National Life of Ver- 
mont. William L. Meissel, also an as- 
sociate general agent of the National 
Life of Vermont, was put into the life 
insurance business by Mr. Cerf. 

O. S. Rogers Once a Cerf Man 


Orra S. Rogers, who for some years 
was manager in New York of the 
Phoenix Mutual, is now associate gen- 
eral agent and does a large personal 
business, was a Cerf man for eight years. 

J. Elliott Hall, the dynamic general 
agent of the Penn Mutual, a great ex- 
pert On income insurance, was at one 
time superintendent of agents in the 
Cerf office. He had had life insurance 
experience before going with Mr. Cerf. 

John C. McNamara, another of the 
leading general agents of the city, now 
representing the Guardian Life, was with 
the Mutual Benefit before going with 
the Massachusetts Mutual. 

Both Donald Keane and Lloyd Patter- 
son of the hustling, enterprising Keane- 
Patterson Massachusetts Mutual general 
agency, first made their mark while with 
Mr. Cerf. 


F. W. Pennell and R. L. Jones 


One of the best agents graduating 
from the office is Frank W. Pennell, now 
general agent of the State Mutual at 220 
Broadway. Robert L. Jones, general 
agent of the State Mutual at 80 Maiden 
Lane, and former president of the Life 
Underwriters’ Association of New York, 
was at the start of his career with the 
old Mutual Reserve. He became a su- 
pervisor in the Cerf office. 

Another recent appointment, that of 
Dewey R. Mason, general agent of the 


a 


Aetna in West Thirty-fourth | street, 
went there from the Mutual Benefit’s 
New York general agency. 

William B. Snowden, manager of the 
Pacific Mutual in Newark, as well as 
manager in this city; and Harry Will- 
iams who was manager of the Travelers 
at 55 John street, are two more illus- 
trious graduates. 

Harry E. Morrow, associate general 
agent of the Penn Mutual, also a former 
president of the Life Underwriters’ As- 
sociation of New York, gives credit to 
Mr. Cerf for invaluable life insurance 
training. 

Scattered about the country are a 
number of other men in managerial or 
executive production positions who at 
one time or another worked under the 
Cerf banner. No one is more pleased 
with the success of men formerly en- 
rolled under his banner than js Mr. Cerf 
who has the satisfaction of seeing so 
many millions of dollars of insurance 
being put on .the books of the various 
companies by this little army of brilliant 
production generals. 





ONCE ON THE ROAD FOR HEARST 





J. M. Webb of Bankers National Life 
Analyzed Chain of Newspaper Prop- 
erties; His Insurance Experience 


J. M. Webb of the Bankers National 
of Jersey City, who since January 15 
has been installing and supervising ac- 
counting and routine methods and sys- 
tem at the Home Office and general 
agencies, was for a period connected with 
William Randolph Hearst who has a 
chain of newspapers extending from 
coast to coast. His job was to visit 
newspapers in various cities, analyzing 
and commenting upon systems in vogue 
in an effort to approach standardization. 

For six years he was with the Con- 
necticut Mutual in various capacities at 
a number of general agencies, reorganiz- 
ing agency office methods, installing con- 
densed reporting system to home office, 
hiring and training new agents and aid- 
ing in the installation and company 
training of newly appointed general 
agents. 

During the War Mr. Webb served as 
chief storekeeper for one year on U. S. 
S. Salem and another year at the Naval 
base, Azores Islands. 

For four years he was comptroller for 
the R. M. Hollingshead Co., Camden, N. 
J., manufacturers of soap, polishes, 
greases. He supervised operations and 
controlled expenses at forty branch of- 
fices throughout the United States. 





. KING’S CLEVER CIRCULARIZING. 

Jacob A. King, district manager for 
the Mutual Life in New York, has a 
clever way of prospecting by direct mail. 
The envelope in which his enclosures are 
sent has marked on it: “Telegram— 
King’s insurance service in all parts of 
the world.” Enclosed the prospect finds 
discount tickets to two popular Broad- 
way shows, a small desk calendar and a 
circular on thrift. 


Chicago Man Cited As 
Model For New Yorkers 


TRIBUTE PAID TO JOHN MORRELL 
F. H. Davis and W. G. Fitting Tell Louis 
Lane Force of Equitable 
Society’s Leader 

At a luncheon given by Louis Lane, 
an Equitable manager in New York, a 
few days ago to leading men in his 
agency, Frank H. Davis, second vice- 
president, and W. G. Fitting, superin- 
tendent of agencies, both declared in 
their talks that John Morrell of Chicago, 
leading agent of the Equitable Society 
last year, was a model agent. 

“IT could make a speech an hour long 
about that agent,” said Mr. Davis. “He 
is one of the most modest men I ever 
met and not a bit impressive in appear- 
ance. If you saw him sitting in at a 
convention or around a banquet board 
you would never pick him out to be a 
world beater. He proves again that it 
takes something more than an imposing 
front to hit the target as an agent. 

“lll never forget the first time I met 
him. He was introduced to me in Chi- 
cago not much more than three years 
ago as a man who had decided to travel 
the life insurance path and during our 
conversation I told him that he should 
be able to write $300,000 or $350,000. He 
interrupted to say: ‘I am disappointed. 
I figured that I could pay for a million 
a year.’ 





Struck by Remark 

“Immediately my opinion of him went 
up a lot. When he made that prophesy 
] got a real view of the man and was 
convinced that he would do what he 
said. It disclosed a vision of his new 
work and a dominant will to succeed, 
which his later experience demonstrated 
he had. When Morrell paid for more 
than $3,000,000 last year it was an in- 
spiration to the agency force which knew 
that he had some pretty good men to 
meet in competition, some of our largest 
writers being in Chicago.” 

Taking up the same text, Mr. Fitting 
discussed some Morrell qualities. He 
said that there were in a general way 
three types of agents—the grouch, who 
thought no one understood him and did 
not co-operate with the agency head nor 
with any one else, even with himself; 
the ultra-enthusiast who not only is re- 
ceptive to new ideas but has too many 
of them, falling for everything that he 
thinks is an innovation and quickly tir- 
ing of it; and the agent with his feet 
on the ground, ready to fit into an office, 
welcoming team work and working four 
square with the management. 

Not Temperamental 


“Morrell is the latter type of agent,” 
said Mr. Fitting. “There is nothing tem- 
peramental about him. He takes the 
world as he finds it, not making the 
work of any one more difficult. He is 
constantly learning and he adapts him- 


R. S. PREYER PROMOTED 





Star Weekly Premium Agent at Hemp- 
stead Office, John Hancock, Sells 
Fishermen and Farmers 

Robert S. Preyer, crack agent of the 
Hempstead branch of the John Hancock 
Mutual Life in charge of Superintend- 
ent Florenz T. Winter, has been pro- 
moted to assistant superintendent. 
Preyer has an excellent record as a pro- 
ducer of industrial and ordinary and last 
year led his organization in weekly pre- 
mium business. His weekly debit was 
$250 and his lapses never exceeded 2%. 

Preyer has been unusually successful 
in the use he has made of the John 
Hancock historical literature to sell en- 
dowment policies on the lives of small 
children on the weekly premium plan. 
In almost all of his talks to mothers he 
stresses the idea of thrift. 

Preyer has had an interesting train- 
ing. He was educated at Mount Beacon 
Military Academy, at Beacon, N. Y.,, 
where he took a secretarial course and 
later became secretary to former Sen- 
ator John B. Rose of Orange County, 
N. Y. He served in the World War in 
the fighting division and fought in three 
major engagements on the Hindenburg 
Line with the 27th Division. In 1919 he 
returned to civil life and took a position 
as recording secretary of the Prison Sur- 
vey Committee appointed by Gov. Smith. 
Later he acted as secretary to Professor 
Dean, head of the vocational educational 
department at Columbia University who 
compiled data for the prison committee. 
He next entered the employ of a brok- 
erage concern in Wall Street and from 
there he entered the life insurance busi- 
ness. 

Preyer’s clientele is mostly among 
baymen on Long Island, men who make 
their livelihood by digging clams, catch- 
ing lobsters and fish. He also sells some 
farmers. 





O’CONNELL FINISHES SECOND 


The final report of the Aetna Life 
shows that C. B. O’Connell, successful 
agent of the James P. Graham, Jr., 
agency of the Aetna Life, Brooklyn, fin- 
ished second in production in the entire 
country. O’Connell was nosed out of 
first place by the unexpected and last- 
minute production of $1,000,000 paid busi- 
ness by some dark horse. Mr. O’Con- 
nell is off to a flying start for 1928 and 
hopes to lead the company this year. 
O'Connell is only 27 years old. 








self to circumstances, at the same time 
using all of his resources in the fairest 
but mose effective manner possible.” 

The Louis Lane luncheons are given 
monthly, the guests being the agents 
who pay for more than $20,000 during 
the month. It has helped quite a lot of 
men reach $250,000 a year or better in 
production. 








THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
reputation. Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. There is no better company 
to buy from and none better to represent in the Field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 











Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
| the size of the policy sold. 


Founded 1865 
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Chicago’s Oldest and Strongest Company 


NATIONAL LIFE INSURANCE COMPANY 
OF THE UNITED STATES OF AMERICA 


Established 1868 


ALBERT M. JOHNSON, Chairman of the Board 
ROBERT D. LAY, President 





Company growth the past twenty years speaks of more 
than ordinary service to the policyholder and co-opera- 
tion to the field organization. 


Insurance in Force Assets 
ee we $48,000,000 $ 8,000,000 
weae «cs & eon 99,000,000 15,000,000 
ee 300,000,000 54,000,900 


2,000 Capable Field Representatives Equipped 
to Serve You 


Complete up-to-the-minute policies —- Modified Life — 

Complete Protection — Life and Endowments in all 

Forms — Accident and Health — Old Age Income — 

Double Indemnity — Total and Permanent Disability — 
all at the lowest premium rates 


For information as to Agency connections write 


WALTER E. WEBB, Vice-President 


29 South La Salle Street 


Chicago, Illinois 


SIXTY YEARS OF PERKTEUCT sevice’ 
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R. G. Engelsman’s Book 
On Making Contacts 


HE SETS FORTH ACTUAL CASES 





Discusses Plans of Procedure Also; 
Book Published This Month by 
Harper & Bros. 


By RALPH SANBORN 


Ralybh G. Engelsman, general agent of 
the !’enn Mutual at 2 Park Avenue, 
New York, is author of a new book, 
“Making Sales Contacts,” published by 
Harper & Brothers. 

Molesty evidently decreed that Mr. 
Engelsman should preface his book with 
the statement that his contribution to 
life insurance literature was only supple- 
mentary to all previous contributions. 
One of the most difficult things a life 
underwriter is called upon to do is to 
vive a graphic and succinct description 
of “how he did it.” For that reason I 
consider Mr. Engelsman’s accomplish- 
ment—and it is that—quite capable of 
standing alone. ' 

His actual cases are set forth with a 
conviction which should be contagious to 
any underwriter susceptible to the infec- 
tion of a good idea. They constitute 
further proof of the fact that ingenuity 
and initiative should be developed to the 
point where the underwriter can utilize 
them instantly, and thus effectivly. 

Establishing Contacts 


Following in normal sequence Mr. En- 
selsman gives his reader many good sug- 
vestions for establishing sources of con- 
tacts. This particular chapter of the 
book should be referred to regularly by 
the man who inevitably finds himself in 
the same predicament as the intoxicated 
wanderer who, after having made several 
trips around a snow-banked telegraph 
pole, staggered to a stop and exclaimed, 
“Losht in impen’trable foresht.” All un- 
derwriters find it necessary at some time 
or other to extricate themselves from 
such a dilemma, and one of the easiest 
ways to do so is to seek external stimu- 
lation. Such help is to be found in prac- 
tically every chapter of Mr. Engelsman’s 
book, but with extra emphasis on the 
chapter already referred to, “Sources of 
Contacts.” 

In discussing the “Plan of Procedure” 
the author has made some of the sound- 
est suggestions which a life underwriter 
could possibly heed. Other ideas might 
be added to Mr. Engelsman’s list, but 
his pointed reference to the fact that any 
man would do well to read more and to 
have greater diversification in his enter- 
tainment are certainly commendable. 

Many times pupils of Mr. Engelsman 
have probably asked him to tell just why 
he had been so successful in developing 
and perpetuating his personal business. 
Within the pages of his book he has 
given such answers as his highly trained 
pedagogical instinct for introspection 
could provide. Any life underwriter who 
would have such questions answered by 
a proven personal producer will find am- 
ple reward for such time and effort as he 
may find it possible to spend in reading 
“Making Sales Contacts.” 








SINCLAIR’S ANNIVERSARY 

D. G. C. Sinclair, New York manager 
ot the Metropolitan Life, celebrated his 
twenty-fifth anniversary as manager of 
that company with a luncheon last Sat- 
urday at the McAlpin Hotel, New York 
City, which was attended by about eighty 
people, mostly members of his organi- 
zation. Denis Quinn, assistant manager, 
was the toastmaster. During his long 
and useful career, Mr. Sinclair has been 
manager of Metropolitan branches in va- 
tious parts of the country including 
Brooklyn and Canada. 





BIG SALARY BUDGET CASE 
. The Phoenix Mutual Life was success- 
lul in landing the Western Electric sal- 
ary budget line over which there was 
consilerable competition. 


Actuaries In Favor Of 
War Risk Liberality 


THREE APPEAR IN WASHINGTON 





Gore, Craig and Macfarlane Promise 
Co-operation of Their Companies; 
Disability of $10 on $10,000 Policy 





The delegation of insurance men who 
appeared before the House Committee 
of World War Veteran’s Legislation in 
Washington last week said the compa- 
nies would not oppose any proposal to 
liberalize war risk insurance, but rather 
they would co-operate with the govern- 
ment in its efforts to reinstate policies. 
The hearing was on measures sponsored 
by Representative Johnson of Aberdeen, 
South Dakota, chairman of the commit- 
tee. The liberalization favored is a 
clause to pay 1% of the face of the pol- 
icy in case of disability, thus on a $10,000 
policy it would be $10 a month. At the 
present time the payment of disability 
under Veteran’s policies practically ex- 
hausts the face of the policy. 

J. D. Craig, actuary of the Metropoli- 
tan, favored the disability clause, agree- 
ing that it would make the Government 
policies more attractive and salable. He 
explained the interest of the Metropoli- 
tan Life in having the veterans retain 
their Government insurance. He said 
the Metropolitan had no objection to the 
bills under consideration. 


Gore and MacFarlane Present Views 


John K. Gore, vice-president and ac- 
tuary of The Prudential, said it was 
the duty of the Government to liberalize 
its policies and write all the insurance 
possible. He favored a disability clause 
in war risk insurance. He called atten- 
tion to the lack of personal note in han- 
dling Government insurance which he 
thought gave former service men the 
idea that there was considerable red tape 
attached to the veterans’ insurance and 
the feeling that there was a delay in the 
settlement of claims. 

William Macfarlane, actuary, New 
York Life, promised the government the 
full co-operation of his company in its 
efforts to liberalize the contract. 

Charles K. Hammett, Trenton, repre- 
senting the Massachusetts Mutual was 
emphatic in declaring that government 
insurance should be made more alluring. 
He read into the record a resolution of 
the New Jersey department of the Amer- 
ican Legion which he was also repre- 
senting, suggesting a change in the pres- 
ent clause of the disability policy reading 
as follows: 

The disability provision of the Government 
policy should be changed to provide $10 per 
month per thousand life-time income, to the in- 
sured, with all further premiums ceasing in the 
event of total, permanent disability occurring 
before the age of 65, without reducing the 
proceeds of the policy at death or maturity, to 
equal the benefits of many of the leading com- 
panies in this respect; retaining the present 
clause so far as it applies to disability occurring 
after 65 and to lapsed paid-up and extended 
insurance; and by admitting 90 days total dis- 
ability to be presumable total, permanent disa- 
bility. 





H. C. BROWN MADE MANAGER 


Herrick C. Brown has been appointed 
manager of the Oakland, Cal., office of 
The Prudential. Mr. Brown has been 
associated with the company since 1919. 
He was assistant superintendent of the 
life insurance department of the Ha- 
waiian Trust Co., The Prudential rep- 
resentative in the islands. He came to 
the states in 1923 and was affiliated with 
the agency of Manager White of Los 
Angeles. A large part of his work was 
in the office, but he demonstrated so 
much ability in other phases that his 
promotion naturally followed. 





At Rocky Mount, N. C., there is a 
basket ball team composed entirely of 
policyholders of the Mutual Life of New 
York which has won most of the games 
it has played this team. M. R. Robbins, 
district manager at Rocky Mount for the 
company is manager. 




















NEW YORK MANAGER 
WANTED 


In line with its program of expansion a 
life company that has been active in New 
York state for many years is about to estab- 
lish an additional general agency in Greater 
New York and will be glad to discuss this 
valuable franchise in a personal interview 
with the right type of man who can show 
the necessary background. 


Full information should be given in first 


letter. 


Correspondence confidential. 


Box 1076 
THE EASTERN UNDERWRITER 
110 Fulton Street, New York City, N. Y. 














HONOR GUARDIAN LIFE AGENT 





J. <A. Perlstein, of Paul Alexander 
Agency, Guardian Life, Tendered 
Dinner 
One hundred friends of Joseph A. 
Perlstein, a successful agent connected 
with the Paul Alexander Agency of the 
Guardian Life gave a testimonial din- 
ner in his honor at Sherry’s, 300 Park 
avenue, New York City, on Tuesday 

evening, February 7. 

Judges Max Solomon and_ Joseph 
Goldstein, of Brooklyn, spoke feelingly 
of their long association with the guest 
of honor. Manager Paul Alexander of 
Mr. Perlstein’s agency, another speaker, 
told briefly of his association with him 
during the past two and a half years. 
J. M. Hoffman, chairman of the com- 
mittee which arranged the dinner pre- 
sided over the gathering, and as a testi- 
monial of the friendship and loyalty of 
the assembled diners, presented to Mr. 
Perlstein seventy-five signed applications 
for life insurance written that evening 
in his honor. 

Before entering the field of life under- 
writing, Mr. Perlstein was engaged in 
the clothing business, and many of those 
gathered Tuesday evening to do honor 
to him were old associates in that 
business. 


KEON TALKS AT PHILADELPHIA 





Star Producer Addresses Agents at 
Home Office, Penn Mutual, on 
Invitation of V.-P. Hart 
Joseph John Keon, of the Fenster- 
Fleishman Agency, Travelers, New York, 
addressed a meeting of Penn Mutual Life 
agents at the home office at Philadelphia 

recently on “Personality.” 

“Our average earning power is low,” 
said Mr. Keon, “because of three stupidi- 
ties that estop the positive development 
of personality. The first is the failure 
to think right. No aspect of personality 
can be more basic than the mental. We 
are intellectually lazy. If I ask you how 
many opinions you have that absolutely 
belong to you, you would be puzzled to 
answer because you have probably inher- 
ited your religion; you have probably in- 
herited your politics; you have probably 
inherited a great many of the most com- 
mon ideas that pass through your mind. 
You have never stopped to question a 
single one and get a fair answer out 
of the cogitations of your own mind. 
If you are going to increase the cash 
value of your personality, you must look 
to your habits of thinking.” 


The Penn Mutual Drops 
Bank of Italy Agent 


EQUITABLE SAID TO HAVE ACTED 








Companies Lining Up on One Side of 
Fence or Other; Fight Being Shifted 
From Coast to Eastern Head Offices 





The internal fight in the insurance 
business over the Bank of Italy doing 
an insurance business as a producer is 
shifting to the East and it is to be de- 
cided ultimately in this part of the coun- 
try. The largest life insurance compa- 
nies are now making up their minds 
whether this bank—the second largest 
financial institution in the banking 
world and eventually to be the first— 
shall represent them or not. Life under- 
writers’ associations are demanding a de- 
cision. 

Already there have been a number of 
interesting developments. The Eastern 
Underwriter learned this week that the 
Penn Mutual has canceled the contract 
it had with Manager Jenkins of the life 
division of the Bank of Italy. Jenkins 
was former head of the Life Under- 
writers’ Association of Los Angeles. It 
is also reported that the Equitable So- 
ciety is not now permitting representa- 
tives of the bank to sell insurance for it. 

President Arthur Holman of the San 
l‘rancisco association left New York for 
the Coast on Monday night. He would 
not discuss recent developments, refer- 
ring reporters to Julian S. Myrick, pres- 
ident of the National Association of Life 
Underwriters with whom he had been in 
conference while here. 





BURR MADE GENERAL AGENT 
The Brooklyn National Life has just 
announced the appointment of Rodney 
Burr as its general agent at 50 E. 42nd 
street, Manhattan. Mr. Burr, who has 
had almost nine years of service with 
the Travelers, was one of the pioneers in 
group insurance and was also a member 
of the original group department of that 
company at the old Metropolitan branch 
office at 76 William street, New York 
City. 





J. H. FORD RETIRES 


The retirement of J. H. Ford, comp- 
troller of the Aetna Life, accident and 
liability department, and of the Aetna 
Casualty and Surety, was announced last 
week. He has had more than 36 years 
of active service with the company. Mr. 
Ford is a native of Hartford. 
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Coast 


Wherever you may travel Aitna pro- 
tection goes with you. The local 4tna 
representative comes quickly to your 





. 2 aid, just as in your own home town. 
J HeA 
i 3 The 4:tna Life Insurance Company » The tna Casualty and Surety 
Company * The Automobile Insurance Company « The Standard Fire 
& ae: Insurance Company of Hartford, Connecticut, write practically every 
< ee form of Insurance Protection 
ts 
3 A INA-IZE 
oe 
3 ig SEE THE ATNA-IZER IN YOUR COMMUNITY—HE IS A MAN WORTH KNOWING 
is 


HIS ADVERTISEMENT in the February 25th 
Saturday Evening Post is the first in the Atna’s 
1928 campaign. Every two weeks a similar message 
will appear. 


“Tt Pays To Be An AEtna-izer”’ 
/ETNA LIFE INSURANCE COMPANY 


and affiliated companies 
‘ETNA CASUALTY & SURETY CO. AUTOMOBILE INSURANCE Co. 
of Hartford, Connecticut 
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Many Life Men Attend 
A. B. A. Trust Meeting 


A PHILADELPHIA DELEGATION 





J. S. Myrick Says Banks Should Not 
Compete for Business With 
Insurance Agents 





Wednesday of this week was life in- 
surance day at the American Bankers’ 
Association convention at the Commo- 
dore Hotel in this city. Five life insur- 
ance men were among the speakers, and 
the audience included a number of Phila- 
delphia insurance men—Jack Berlet, 
Sigourney Mellor, A. D. Wallis, Ralph 
0, Claypool, Joseph Reese and James 
M. Stokes, Jr. 

President Julian S. Myrick of the Na- 
tional Association of Life Underwriters 
expressed his appreciation of the fine 
work done by the banks and trust com- 
panies with broad vision who are help- 
ing to educate the insurance public. He 
particularly praised L. G. McDougall of 
the Fidelity Union Trust of Newark, and 
John Reynolds of the Union Trust, De- 
iroit. He discussed different functions 
of the banks and insurance companies 
and the desire of the National Associa- 
tion of Life Underwriters to co-operate. 
He pleaded that the co-operation be gen- 
eral. 


Must Be Assured There Will Be No 


Competition 


He said in part: “In order to obtain 
the best possible results it is, however, 
necessary for the banks and trust com- 
panies to realize that they are tendering 
a bank and trust service, and that if they 
are going to throw their doors open to 
the trusteeing of life insurance funds and 
want the life underwriters to bring this 
class of business to them and work for 
it, the life underwriters must feel that 
they are not coming into competition 
when bringing such a case to either the 
bank or trust company as such or an 
official of the institution. 

“Life underwriters can help build your 
business up to a very large extent for 
they are out soliciting all the time and 
come across the individual problems of 
the insured. They often see where a 
man has not made a will or has not prop- 
erly arranged for the beneficiaries of his 
policies and many other details that 
would help to safeguard the administra- 
tion of his estate and they can spread 
the idea of a man preparing for all these 
contingencies and recommend that a 
trust company or bank be made the ex- 
ecutor or at least a co-executor. They 
can render many co-operative services 
of that kind which will be of help to 
the banking institutions. Their co-op- 
eration will spell success for any organi- 
zation interested in extending fiduciary 
Service, 

“It has often been said that for the 
money which the banks and trust com- 
panies have been spending in advertising 
the idea of life insurance trusts the re- 
sults have been comparatively small; yet 
we submit that while it has taken eighty- 
five years for this life insurance idea to 
reach the pinnacle which it now enjoys 
through a well organized agency system, 
nevertheless it should take but a very 
short period of years for the trust com- 
panies to reap the benefit from their co- 
operative effort if it is properly applied. 

“Fundamentally, as a business policy, 
the life underwriters must feel that when 
they bring a case to a bank or trust com- 
pany their interests are going to be pro- 
tected and they are not going to meet 
with competition. Unless the underwrit- 
ers can be assured by reason of previous 
contact with the institution or because 
ot the good reputation enjoyed by the 
stitution that they will, in every way, 
be protected when once they introduce 
their clients to the trust companies noth- 
ing useful can be accomplished.” 


Claris Adams Talks 


_ Claris Adams, manager of the Amer- 
ican Life convention, made a talk of 


only about five minutes. He said that 
the life insurance and trust companies 
“must study each other with a view of 
understanding each other’s problems un- 
til finally we have a companionate mar- 
riage which will result not only in profit 
to our common institutions but shall en- 
able us to serve the American public by 
making a contribution which will con- 
serve the national wealth and at the same 
time promote national thrift.” 

Ralph Sanborn, New York agent, dis- 
cussed business life insurance. He point- 
ed out that the trust organizations were 
themselves protected when a_ business 
people carried such policies. Much 
money and time are spent trying to get 
new trust division accounts, but if on 
the death of a client the enterprise seems 
unsafe and the credit department closes 
the account there is little gained. 

Third Vice-President Madden of the 
Metropolitan Life and Franklin W. 
Ganse of Boston were other life insur- 
ance speakers. ‘Mr. Madden said that 
the amount paid to the average benefi- 
ciary by life companies last year was 
only about $2,600. Mr. Ganse discussed 
estates. 

Thomas B. Hennings, chairman of the 
committee on insurance trusts of the 
trust division of the A. B. A., said there 
was a point beyond which trust com- 
panies cannot go and a point beyond 
which life companies cannot go. He es- 
timated that only 10% of the proceeds 
of insurance policies are paid under trust 
option settlement and 90% are paid in 
lump sums. He stressed the growing im- 
portance of business insurance. He rec- 
ommended a joint advertising newspa- 
per campaign between trust companies 
and insurance companies “to conserve 
the wealth of the United States.” 





CLARIS ADAMS’ LUNCH : 





Retail Credit Co. Have 150 Persons Meet 
Him Around Board While in 
Atlanta 

Claris Adams returned to St. Louis 
this week after visiting Atlanta, Chatta- 
nooga, Louisville, Binghamton, Nashville, 
Washington and New York. While in 
Atlanta he was guest of honor at a 
luncheon tendered to him by the Retail 
Credit Co. At the luncheon were Presi- 
dent Law, Vice-President Hart and some 
other representatives of the Penn Mu- 
tual, holding a convention there; and 
also general agents and other insurance 
men of the city. 





NETTLESHIP WITH MARYLAND 





Made Field Supervisor For Baltimore 
Life Company; P. M. Wimberly 
Named As A General Agent 
George M. Nettleship of Washington, 
D. C, has been appointed field super- 
visor for the Maryland Life of Balti- 
more. Mr. Nettleship has been in the 
life insurance business for a number of 
years and has just returned from the 
west coast, where he represented the 

Peoples Life of Frankfort. 

P. M. Wimberly has been appointed 
general agent at Salisbury, N. C., for 
the same company. 





J. C. CUMMINS 37TH YEAR 

. C. Cummins, former president of 
the Equitable Life of Iowa who is now 
executive advisor, completed thirty-seven 
years of service with the company this 
month. Mr. Cummins came with the 
company in 1891 as secretary. He served 
as president from 1912 to 1919 when 
poor health necessitated his resignation. 
His wide experience and wise counsel 
were retained for the company by his 
appointment as the first executive ad- 
viser of the company. He has done 
much in the perfection of the company’s 
agency system. 





OKLAHOMA BRANCH OFFICE 
The Oklahoma agency of the Kansas 
City Life, has been made a branch office, 


under the management of L. C. Mers- 
felder. 
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“Is it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 





INO TONG INC IING NOON GINNING 


New York Life Agents 


927 Mullion Dollars 


of NEW BUSINESS DURING 
THE NEW YEAR 


Qj This is the largest total secured by 
Nylic Agents in any year in the 


Company's history, exceeding their 


$27,000,000 | 


@ The Company's total insurance in force 
on December 31, 1927, was over 
Six and a Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 
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Fi actical Suggestions to Helpthe Man With the Rate 
Book Increase His Income and Generai Efficiency 





The Mutual Life 

Overcoming publication, “Points” 
High Premium in a recent issue con- 
Objection tains an article on 


the psychology of 
quoting premium deposits as percentage. 
It is as follows: ; 

Many prospects delay in taking life 
insurance because they do not feel that 
they can make the premium deposit re- 
quired. Life insurance may appeal to 
them in every particular, and, yet, even 
while realizing its yalue as a combina- 
tion of savings and protection, they are 
apt to think the deposit too large for 
them to take care of conveniently—even 
when they can take care of it all right. 
The average man hesitates about putting 
out his money for something he doesn’t 
see—that is, something that is invisible 
and intangible; and, life insurance is in- 
tangible, even when represented by a 
policy that can be seen and handled. 
One might suppose perhaps that the av- 
erage man might hesitate in the same 
way in purchasing stocks or bonds; but 
that is really a different matter, fot 
bonds and stocks, while bits of paper 
merely, like policies, are connected with 
things in being or with things to be 
brought into being—usually things that 
can be seen and touched. 

The thought that the deposit is large 
may often be met and changed by nam- 
ing the deposit as a percentage. The 
percentage is small, and when it is quot- 
ed first it shows the specific rate in dol- 
lars and cents as an understandable and 
reasonable amount—and one that can be 
taken care of conveniently if really with- 
in the prospect’s means. The naming of 
the percentage of deposit to protection 
before naming the amount of deposit has 
a tendency to “shrink” the dollars-and- 
cents figure in the prospect’s thought. 

The desirability of presenting the per- 
centage of deposit is well expressed in 
the following article—whose authorship 
is unknown to us: 

“Why quote the exact premium fig- 
ure? If a man aged 35 asked you the 
rate on an Ordinary Life policy for $10,- 
000, what would you say? ‘$281.10?’ I 
hope not. Say quietly: ‘Oh, about 24% 
to 3%. But isn’t that just what you 
want him to ask? 

“Unconsciously, in buying life insur- 
ance, every purchaser is apt to overrate 
and exaggerate the premium deposit. 
When you quote per cent, however, the 
figure properly throws the thought back 
to the question of the protection that he 
will be getting. ‘Three per cent of 
what?’ ‘Why, 3% of the amount of the 
protection.’ ‘$10,000 at 3%.’ ‘Oh, I see, 
something under $300. It then makes 
the prospect see the protection and the 
annual deposit in their true relation.” 


* * * 
The John Hancock 


Group “Field” in its Janu- 
Prospect ary number, pub- 
Suggestions lishes a clever sales 


talk by an agent who 
has successfully sold group insurance. It 
follows in part: 

“Mr. Blank, I want to confer with you, 
for a few minittes, on a subject that is 
of vital interest to you and to every 
man in your employ. 

“I have a plan whereby you can get 


an added profit on the amount you are 
now investing in your weekly payroll 
and the big feature of it is this—you do 
not obligate yourself to the expenditure 
of a single penny until you are first 
assured that more than 75% of your em- 
ployes want it and are willing to pay 
the major part of the cost. 

“Mr. Blank, if more than 75% of your 
employes are so united on any one fea- 
ture of employer-employe relations (as 
they must be in this case before the plan 
could operate) I feel pretty certain that 
you, at least, want to know what it is. 
You believe in good insurance. Every 
man in your employ believes likewise. 
You know that approximately but 30% 
of them carry insurance of any sort 
because of reasons which both you and 
I understand. You'd be interested, I am 
sure, in knowing how you could protect 
all of your employes against death and 
permanent and total disability, regard- 
less of physical condition—without med- 
ical examination—and at a cost that they 
would willingly assume. And you'd fur- 
ther be willing, provided 75% subscribed 
to the plan, to contribute approximately 
one penny per day per employe to make 
the plan possible. 

“In effect, through it, you keep the 
family of a deceased employe on the pay- 
roll for a year—stabilize home conditions 
when death occurs—convince your em- 
ployes and their families that your in- 
terest in them extends into the home 
and you make it possible for each and 
every one in your employ to create ap 
estate which makes them better men, 
better workers and better citizens. 

“What would you accomplish if you 
put this paltry sum—approximately a 
penny a day—in the pay envelope? 
There’s only one answer. And yet for 
this same small amount of money you 
have established a closer bond with those 
in your employ that cannot fail to re- 
flect, as it has in the case of over 12,500 
other progressive employers, in a more 
stable relationship. 

“The plan is simple. All in your em- 
ploy are given an opportunity to sub- 
scribe to the plan whereby each may 
have an amount of insurance to which 
he is entitled according to class. The 
plan is explained to each one by pamph- 
let and personal solicitation. You are 
not called upon in any way to assist in 
the matter. They have the privilege of 
accepting or rejecting it. If—at least 
75% accept—they authorize you to de- 
duct 60 cents per month from their pay 
—you agree to contribute the small 
amount mentioned before—each man is 
given an individual certificate and you 
put into force a Plan of Group Insurance 
similar to that on which American Man- 
agement has put its O. K., in an amount 
of over five billion six hundred thousand 
dollars.” 





NOW T. P. REYNOLDS & SON 

Thomas P. Reynolds, manager at Rich- 
mond, Va., for The Prudential, has taken 
his son, William F. Reynolds, into part- 
nership. The young man has been con- 
nected with the agency for six years, do- 
ing soliciting as well as office work. Be- 
fore entering the business he took a 
course in life insurance salesmanship at 
the Carnegie Institute in Pittsburgh. 


J. R. WOODWARD TALKS 





Tells Members of Richmond Underwrit- 
ers to Cut Out Premium Paper for 
Cash Basis 


In a talk before the Richmond Asso- 
ciation of Life Underwriters at its Febru- 
ary luncheon-meeting, J. E. Woodward, 
star producer for the Travelers in that 
city and a former president of the as- 
sociation, urged that agents cut out pre- 


mium paper and get down to a cash ba- 
sis. He stopped taking notes two years 
ago and if he had to get back on a note 
basis he would quit ‘the business, he de- 
clared. In 1926 and 1927 he made more 
money than he ever did taking notes in 
payment of premium. Since he went on 
a cash basis, nearly all the business he 
has sold has been payable quarterly. He 
finds that it is easier to collect the cash 
on this basis than it is when premiums 
are paid semi-annually or annually. 
Mr. Woodward also urged that agents 
stop talking cost of life insurance. In- 
stead they should talk life insurance, 
stressing the needs which it fills and 
pointing out that policies carry cash val- 
ues just like savings accounts in banks. 
An agent can achieve the best results, 
he said, by getting on a daily production 
basis. He started out with an annual 
production goal. 
factory, he dropped to a monthly goal 
and then to a daily goal. He does not 
reach his goal every day. When he fails 
to reach it he works all the harder to 
maintain the average. He believes that 
production of life insurance in Richmond 
can be increased ten times if this prac- 
tice is followed by all agents. Person- 
ally, he works long hours, with no fixed 
number of interviews. These vary to 
five to twenty-five a day. : 
Resolutions on the recent death of 
Arthur P. Wilmer, general agent for the 
Life Insurance Company of Virginia and 
a former president of the association, 
were adopted. They were drafted by a 
committee headed by Arthur Levy, of 
the Atlantic Life. . 





The Atlantic Life has appointed R. M. 
Leland as district agent at Tuscaloosa, 
Ala., and J. H. Nunnelley as district 
agent at Orlando, Fla. Both will report 
direct to the home office. 
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TWO MEN 


We have two new 





territories for two 
good men uncer 
real general agenis’ 
contracts. 


Address 
The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 























HAlcnr, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


PRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha Denver Des Moines 





Finding this unsatis- ° 























“TRY THIS!” 


Ask Herbert W. Jones, Manager, 
Canada Life, for a copy of “Try 
This!”—a novel idea which you 
can use. Do it now! By mail, 
please. 


Canada Life Assurance 
Company, 


110 William Street 
New York City 


Beekman 5058—6691 











satisfaction in so doing. 


limits 10 to 70. 








The Mutual Life Insurance Company 
of New York 


34 Nassau Street 





You Who Seek Opportunity 


Opportunity exists always for those who seek 
success and satisfaction in life insurance field work. 


During 84 years the first American legal reserve 
mutual life insurance company has been served and 
built to greatness by men who found both success and 


This company writes all standard forms of insur- 
ance and annuities on both men and women. 


Those who contemplate life insurance 
field work are invited to apply to 


Age 


New York, N. Y. 
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D. of C. Prize Essay 


The A. O. Swink agency of the At- 
lantic Life recently put on a prize es- 
say contest in the District of Columbia 
open only to government employes of- 
fering a capital prize of $500 for the 
best essay on the subject, “Why Life 
Insurance ? °?” and thirty-two smaller 
prizes totalling another $500. Several 
new agents were obtained among gov- 
ernment employes. One of the require- 
ments was that each entrant should sup- 
ply the names of three friends with 
their addresses and other data includ- 
ing the date of birth. The capital prize 
was won by Thomas Joseph Frailey, who 
is connected with the Bureau of War 
Risk Insurance in the capacity of a 
member of the Director’s Advisory 
Group on Appeals. Following is the es- 
say which he submitted: 

The Winning Essay 


“Leonidas, at the Pass of Thermopy- 
lae, was unafraid, with but 300 men to 
oppose Xerxes, invader of Greece, at the 
head of 1,000,000 Persians. That’s cour- 


age. 

“Nathan Hale, standing at the brink 
of death, expressed regret that he had 
but one life to give to his country. That’s 
patriotism. 

“Thomas A. Edison, the wizard of 
electricity, by a strange invention, made 
a machine that would actually talk. 
That’s genius. 

“John D. Rockefeller, by a_ single 
stroke of a pen, can draw up a document 
worth millions of dollars. That’s capital. 

“Noah, without even a cloud in sight, 
built an enormous boat in dry land; but 
the rains descended, the flood came, and 
he, with his family, was saved. That’s 
foresight. 

“To scoff at disaster is courageous; to 
preserve the home, the vital unit of the 
state, is patriotic; to devise a plan to 
meet the unexpected with deliberate 


preparation is genius; to make large 
payments from small ones is capital; to 
provide for posterity, so that children 
may not be broken in soul and body 
by toil, necessitated by reason of unfore- 
seen and unprovided-for circumstances, 
is foresight; and the name of the scheme 
whereby it all may be done. That’s 
life insurance.” 





NEWSPAPER PRAISES INSURANCE 


The Casper, Cal., “Tribune- Herald” is 
quoted by “Conmutopics” as saying in an 
editorial, after discussing the action of a 
group of business men in deciding that 
the two greatest of professions in value 
to humanity were the practicing of med- 
icine and the selling of life insurance: 
“The verdict of these men may be star- 
tling and revolutionary but it at least 
admits of serious contemplation. When 
one considers, however, the extent to 
which life insurance in one form or an- 
other has come into the calculations of 
most every family within the past decade 
such a viewpoint as these men presented 
ceases to be so amazing. It may not be 
too much to say that in another century 
life insurance will be the greatest known 
foe of poverty and thus the greatest aid 
to health and contentment that the world 
has yet evolved.” 





40 YEARS WITH MUTUAL 
Reginald Baker, president of the Life 
Underwriters Association of Newark, has 
been with the Mutual Life for forty 


years. His average production is about 
$1,000,000 a year. 





RECORD AGENCY BUSINESS 
A new record was established in 1927 
when the members of the Connecticut 
General’s field force wrote 38% of the 
total agency business on old policyhold- 











Note: 


average. 


177 MONTAGUE ST., 








ANNOUNCEMENT 


Our Whole Life Is Now Issued in Three Forms 


on $1,000 at 
age 30) 
1. Preferred Whole Life...... $19.84 
2. Standard— 
Whole Life @ 85)....... $22.95 
3. Sub-Standard— 
(Whole Life @ 85)... .$25.88 and up 


The Preferred Whole Life—the policy 
which has met with such instant success since 
its introduction on November Ist, 
issued in amounts from $5,000 to $250,000 on 
lives distinctly above the average of those en- 
titled to standard insurance. This superstand- 
ard or preferred group is given through a 
reduced cost for their insurance the benefit of 
the fact that they are better risks than the 
Dividends are paid annually. 
terly premiums are acceptable. 


For the interesting particulars address 


THE JOHN H. SCOTT AGENCY 
Frederick W. Usher, Service Manager 
Home Life Insurance Co. of New York 
(Borough Hall) BROOKLYN, N. Y. 


ers. 


(Gross Premiums 
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our Reputation. 























EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through 
an Agency Force of Selected and. Trained 
Men, has Formed the Character that Explains 





New England Mutual Life Insurance Co. 


Boston, Mass. 











VETERAN AGENT STILL ACTIVE 





Oliver Walker, of Travelers, Has Rep- 
resented Company in Northampton, 
Mass., For 57 Years 


One of the oldest men in the insur- 
ance business in Massachusetts is Oliver 
Walker, who represents The Travelers 
at Northampton, where he has served 
the company for the past fifty-seven 
years. His son, Charles W. Walker, who 


graduated from Amherst College in 1899,’ 


has been associated with his father in 
the insurance business there ever since. 

Oliver Walker was born in Belcher- 
town, Mass., in 1841. After graduating 
from the public schools of that town 
and later from the Monson Academy at 
Monson, Mass., he went to Thomaston, 
Conn., where he entered the employ of 
the Seth Thomas Clock Manufacturing 
Co. Mr. Walker’s career was interrup- 
ted in 1862, during the Civil War, when 
he enlisted in the 46th Massachustts Vol- 
unteer regiment. 

Mr. Walker came to Northampton, 
Mass., in 1863 where he has been actively 


“Business couldn’t be worse, Joe! 
commission this month to keep me in cigarettes. 





engaged in business for more than sixty 
years. His first association was with 
Eames, Sprague & Co., plumbers and 
tinsmiths. Ill health compelled him to 
relinquish this connection and upon re- 
covery he decided to enter the insur- 
ance business. This was in 1870, at which 
time he became an agent of The Travel- 
ers. For twenty-five years he served as 
president of the Northampton Institution 
for Savings and has been a trustee of 
that bank for almost forty years. He 
goes to his office every day and is vitally 
interested in the affairs of his agency. 
The name of the firm is Oliver Walker 
& Son, and they are multiple line agents. 





MANAGERS’ SCHOOL ON COAST 


Seattle and Los Angeles have been se- 
lected for the next managers’ school to 
be conducted by the Life Insurance Sales 
Research Bureau. The Seattle school 
will be conducted through the co-opera- 
tion of the General Agents’ Club of Se- 
attle. It will start on March 5 and last 
four days. The Los Angeles school will 
open on March 13 and is being spon- 
sored by the local managers’ association. 
Both of the schools will be under the 
supervision of John M. Holcombe, Jr. 





I haven’t earned enough 


“There's no off season for me, Walt, since I signed my Reliance 


Life contract. 


People buy Perfect Protection when you can't 
interest them in life insurance. 
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To the Future Insurance Salesman 











F YOU were thinking of becoming a salesman for a concern 

offering some commodity, would you not wish to know if the 

commodity is sound, worth what is asked for it, attractive, 

popular, meeting accurately the needs of its purchasers, 

easily handled and easily sold? And would you not wish to 

be sure that the concern offering this commodity has great 
financial strength and a nation-wide reputation? And also that there 
is a universal demand for the product, and no dull season in 
marketing it P 


Well, all this is true of what the Equitable Life Assurance Society 
of the United States has to offer. The company has great financial 
strength and its reputation is fixed. Its name is a household word in 
every community. It is liberal and prompt in its dealings. Its old 
policyholders are satisfied and are its best patrons. Under the 
‘‘mutual’’ system it offers protection substantially at cost. It pro- 
vides for a multitude of pressing needs accurately and completely. 
The demand for the protection it offers is widespread and constant 
among people of every class and condition. 


Men and women who have integrity, intelligence, and industry 
can earn a good living in this business, with the prospect of accumu- 
lating a substantial fortune if they have exceptional ability, diligence, 
and determination. 


The Equitable has favorable openings throughout the United States 
for young men and women who are looking for positions offering 
present independence and permanent prosperity. Those who have 
had some business experience will succeed best, but familiarity with 
life insurance is not necessary: the Equitable trains its agents while 
they are earning their bread and butter. 


7 


THE EQUITABLE LIFE ASSURANCE SOCIETY 


of the UNITED STATES 


393 Seventh Ave. W. A. DAY, Chairman of the Board New York 


THOMAS I. PARKINSON, President 
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Congressman Davey 
Makes Hit In Boston 


TELLS WHY HE BOUGHT MILLION 





Disgusted With Purchase Of Worthless 
Stocks; Ohio Man Turned Toward 


Endowment Insurance 





A clean cut, forty-three year old busi- 
ness man, who is also a member of Con- 
cress, and the head of a large business 
corporation, told the members of the 
Boston Life Underwriters Association on 
Wednesday afternoon “Why I Carry 
$1,000.000 Worth of Life Insurance.” It 
was the first “smoker” of the 1928 sea- 
son, held by the Boston life men, was 
staged at the City Club, and brought out 
4 record-breaking - attendance. Presi- 
dent Stanford Wright presided. 

All of Davey’s life insurance is twenty 
vear endowment. Mr. Davey told the 
life men of Boston that in the spring 
of 1926 he was carrying half a million 
dollars of life insurance, when an agent 
came to him and said: 

“Mr. Davey, did you ever buy any 
worthless stocks ?” 

“l have a safety deposit box full of 
them,” replied Mr. Davey. 

“What would be the situation if you 
had put all that money into life insur- 
ance?” asked the agent. 

“The answer to that is so obvious that 
it does not need any more argument,” 
said Mr. Davey, “so I guess I had better 
buy a little more.” 

“And so I bought another half mil- 
lion,” said Mr. Davey. 

Then he continued: 

“T bought endowment insurance in or- 
der to combine a sinking fund with pro- 
tection for my family. I am interested 
in building up a cash reserve in case of 
emergency. In my opinion life insurance 
represents a tremendous force for the 
betterment of civilization. I see in it 
recognition of a man’s responsibilities, an 
acceptance of the standards of civiliza- 
tion, and I believe that the purchase of 
life insurance springs from the finer in- 
stincts of mankind. 

“T believe that life insurance is man- 
kind’s best friend. It is the great stabil- 
izer, the great shock absorber of modern 
civilization. It steadies business; it 
makes sure the continuance of the fam- 
ily even after the breadwinner has pass- 
ed on. It is the shining beacon of hope 
in a world dizzy with jazz and speed. 
It is civilization’s anchor to windward, 
and it is an anchor that will never drag 
or become fouled.” 

Davey made a hit with the Boston 
audience. He has bought all of his life 
insurance through one Cleveland agent 
who befriended him when he was a 
youth selling articles from door to door. 





PRUDENTIAL R. R. GROUP 


Life insurance, combined with health 
and accident, is provided in amounts de- 
pending on earnings, has been sold to 
the Midland Valley and the Kansas, Ok- 
lahoma & Gulf railroad companies by 
The Prudential. Employes contribute 
part of the premium cost. The amount 
to be contributed by each employee is 
reduced as his length of service increases, 
until after twenty years with the rail- 
toad he receives the combined benefits 
without further contribution as long as 
he continues his service. Over 93% have 
enrolled and the total is approximately 
$2,500,000 of group life insurance besides 
the disability coverage. 





LINCOLN NATIONAL CLUB 


The members of the honor clubs of 
The Lincoln National Life in the Cen- 
tral West had the largest and most suc- 
cessful convention in their history last 
week at Detroit. Vice-President Walter 
T. Shepard, the active head of the Lin- 
coln Life Agency organization, says that 
more men have qualified for the conven- 
tion trip as guests of the company by 
their production records than ever be- 
fore. Approximately one hundred and 
fifty were in attendance. 


MYRICK TENNIS RESIGNATION 





Mutual Life Manager To Give Up Davis 
Cup Committee Position; Long A 
Leader In Tennis World 

Julian S. Myrick will retire as chair- 
man of the Davis Cup committee. The 
Davis cup is the international tennis tro- 
phy. In discussing this decision of Mr. 
Myrick Allison Danzig says in the New 
York “Times”: 

“Mr. Myrick has done more to popu- 
larize the game of lawn tennis through- 
out the United States than any other 
figure since he brought the national 
championship from Newport to Forest 
Hills in 1915. Under his initiative the 
international horizon of the game has 
been extended to embrace twenty-six na- 
tions in the Davis cup fold during the 
seven years’ sway of the United States.” 


INTERNATIONAL STOCK SUIT 








J. B. McCutchan Files Action Against 
R. C. Toombs And Others Claiming 
Money Due Him On Sale Was 
Not Paid 
Suit for $216,456 alleged to be due him 
for assistance in purchasing control of 
the International Life, in the deal con- 
summated last September, was filed in 
the Circuit Court of St. Louis late Tues- 
day by J. B. McCutchan against Roy C. 
Toombs, T. J. and B. O. McReynolds, 
officers and directors of the Interna- 

tional. 


SURPLUS BUSINESS OFFICE 

Effective February 1, 1928, Theodore 
H. Polhemus was appointed an agency 
manager for the Equitable Society at 
120 Broadway, New York. He has been 
actively engaged in agency work for the 
Equitable for over thirty-five vears and 
was associated with the late Charles A. 
Bryan, one of the oldest general agents 
for the Society. Upon the death of Mr. 
Bryan in September, 1920, Mr. Polheraus 
became the head of that agency and 
since that time has been handling sur- 
plus business exclusively. In his new 
position as agency manager he intends 
to continue the agency on a surplus busi- 
ness basis. Associated with him are 
Thomas W. Brennan as an Associate 
Manager and Howard E. O’Malley as 
Assistant Manager. 








DINNER TO S. B. LINDSAY 

Business associates of Samuel B. Lind- 
say in Buffalo gave a dinner in observ- 
ance of his twenty-five years of service 
with the Connecticut General Life, of 
which he is now general agent at Buffa- 
lo, in the dining room of the Buffalo 
Consistory. Forty men identified with 
the company, including Vice-President 
John M. Laird, were guests at the din- 
ner. 





E. E. STILES PROMOTED 

E. E. Stiles, office manager in New 
York for the Aetna Life & Affilieted 
Companies, was promoted this week to 
the newly created position of comptroller 
for the 100 William Street office, and 
also the Brooklvn and _ Forty-second 
Street branches. In making the appoint- 
ment, John S. Turn. vice-president in 
charge, said: “Mr. Stiles’ work as of- 
fice manager has been of high character 
and he is eminently fitted for the greater 
responsibilities in his new position.” 





SALES MANUAL COMING 

Tressler W. Callihan told the John Han- 
cock convention this week what the edu- 
cational division is doing and one an- 
nouncement he made was that the com- 
pany would soon have ready a new sales 
manual. He made an interesting talk 
relative to the literature of the John 
Hancock. 





On the first day of 1928 there were 
5,008 individuals licensed to write life in- 
surance in the state of Oklahoma, rec- 
ords of Jesse G. Read. state insurance 
commissioner reveal. Mr. Read stated 
that the number of life insurance under- 
writers increased more than 400 during 
the last year. 

















Have you asked us yet for the Accident 
Insurance mailing briefs we are supplying to 
many Life Underwriters? 


They’re bird dogs for flushing | good leads 
quickly. CHIckering 6270 or 3245 will bring 
you samples in a hurry. 


LIFE, ACCIDENT & GROUP SERVICE 


DEWEY R. MASON, General Agent 


JETNA LIFE INSURANCE COMPANY 
225 West 34th Street 


Right at the Heart of Things 





Suite 2118 


























The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed b: f th tr ni » bavi: 
“ Qi itwiikuaimdsaa 
Exceptional opportunity is offered to salesmen o 
character and ability. Communicate at once wit 
Agency Department, 77 Franklin Street, Boston. 
































S27 
NOTABLE GAIN IN ASSETS 


The Bankers Life Company increased its Total Ad- 
mitted Assets to more than $100,000,000 in 1927. 


The Company’s exact total of Admitted Assets on De- 
cember 31, 1927, was $103,615,053.81, which was a 
gain of $12,901,440.60 as compared to the total of 
Admitted Assets on December 31, 1926. 


rary PNA E AIMEE 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 
DES MOINES, IOWA 


Gerard S. Nollen, President 











EYE—OPENING PROGRESS 


is shown in the figures of the financial statement as of December 31, 1927, 
for The Lincoln National Life. 


New Paid Business During the Year—141 Million Dollars 
Increase over 1926 New Business—14 Million Dollars (11%) 
Insurance in Force—515 Million Dollars 
Gain in Insurance in Force—55 Million Dollars (11%) 
Income During Year—1l6 Million Dollars (1744% Gain) 
Admitted Assets—43% Million Dollars 


Increase in Admitted Assets During Year—6% Million Dollars (17% Gain) 
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The Lincoln National Life Insurance Co. 


“Its Name Indicates Its Character” 


Lincoln Life Building Fort Wayne, Indiana 
More Than 515 Millions in Force 
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DR. S. S. HUEBNER HOME 





Travelled 45,000 Miles in 9-Months‘ Trip 
Which Took Him Through All 
Countries of Orient 
Professor S. S. Huebner, who directs 
the insurance courses at the University 
of Pennsylvania and is known country- 
wide by life insurance men for his sound 
ideas on returned this 
week with Mrs. Huebner from a nine 
months’ journey in the Orient, during 
which time they travelled 45,000 miles 
and visited Japan, China, the Philippines, 
the Malay Peninsula, Ceylon and Egypt. 
On the way home Dr. Huebner stopped 


salesmanship, 


at Naples, Berlin, Vienna, Genoa and 
Gibraltar. 
While in Japan Dr. Huebner spent 


some four months lecturing at the lead- 
ing universities and colleges and also 
talked to business men’s and insurance 
organizations throughout the country. 
He said that he was filled with tremen- 
dous admiration for the pluck and energy 
of the Japanese for the remarkable re- 
covery they have made from the effects 
of the great earthquake. He predicted 
that the rebuilt Tokio was going to be a 
finer city than ever. 

In China Dr. Huebner found travel 
comfortable, in spite of the reports 
which had reached him that traveling 
conditions there were bad for tourists. 
He added, however, that the prospects 
of an early settling down of affairs in 
China were not bright. 





GUY MACLAUGHLIN SPEAKS 





Tells Detroit Underwriters About New 
American College of Life Under- 
writers; First Examination in June 
The American College of Life Under- 

writers, with the degree of chartered 

life underwriter and the certificate of 
accredited life underwriter, was dis- 
cussed before insurance men at a meet- 
ng of the Detroit Life Underwriters’ As- 
sociation held there recently, by Guy 

MacLaughlin of Houston, vice-president 

of the college which the late Edward A. 

Woods was mainly instrumental in or- 

ganizing, and was its first president. 
Mr. MacLaughlin explained the dif- 

’ ference between the degree of chartered 
life underwriter, and the certificate of 
accredited life underwriter, the latter of 
which is given by the National Asso- 
ciation of Life Underwriters, to those 
who properly qualify. The application 
must be certified to by the president and 
secretary of the local association, as to 
habits, character, integrity, and reputa- 
tion, and applicant must have been in 
the business for at least three years. 

This application must be sent to the 

National Association of Life Under- 

writers, and if passed will be sent to the 

chairman of board of admissions, who 
will submit the application to a commit- 
tee of the American College of Life 

Underwriters for their approval. A fee 

of $50 must accompany the application. 

Two certificates will be issued, one for 

the wall, and one in a leather case for 

the pocket. This will be valuable in cer- 
tifying to the owner’s rank as an ac- 
credited life underwriter. A new cer- 
tificate will be issued each year. This 
certificate will be credited on the degree 
of C. L. U. if applicant decides to con- 
tinue the work. The course may be taken 
by mail, Mr. MacLaughlin stated. The 
first examination will be held in June 

of this year, for the degree of C. L. U., 

and periodically thereafter. 


FRATERNALS GAINING 





Volume 4 of N. Y. State Report Shows 
3 New Associations; Greater 
Assets 


Seventeen assessment life associations 
report for January 1, 1927, assets, $9,- 
651,105; liabilities, $7,077,862. Nearly one- 
half are on a tabular reserve basis, ac- 
cording to volume four of Superintend- 
ent Beha’s 1927 report to the New York 
Legislature, to be issued soon. 

The report also shows that there were 


84 fraternal orders reporting assets of 
$533,741,009, a gain of 3 orders and of 
$75,130,193 in amount of assets. 

The data given herewith, combined 





with fire, marine and old-line life insur- 
ance, shown in volumes one and two of 
the Insurance Department report for 
1927, make aggregates as follows: 

There were at the end of 1926 active 
organizations reporting to the New York 
Department to the number of 811, with 
assets of over fifteen billions of dollars, 
liabilities of over twelve and one-half 
billions, capital of close to four hundred 
and fifty millions, surplus of close to 
two billions, and having risks in force 
of close to 278 billions over and above 
annuities, pensions and the casualty 
lines. 

These showings are of timely interest 
as this week will witness the gathering 
of State and company officials from all 
parts of the United States and Canada. 


The largest gatherings are the National 
Convention of Insurance Commissic:ers, 
the Association of Life Insurance |} ;esj- 
dents, Insurance Federation of Am rica, 
Safety Institute of America, in New 
York City. 





NEW OMAHA MANAGER 


The Guardian Life has made Clarence 
R. Bigelow manager of its Oriaha 
agency. 

Mr. Bigelow is an alumnus of the (Uni- 
versity of Nebraska. He taught school 
for several years. Attracted to life in- 
surance underwriting, he entered the 
field in 1922. He has been engaged in 
personal production and supervision of 
agents. 
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BEVERLEY DUER 








HEY do not need to be educated to the value of 
the Life Insurance Trust. 
subject; they are familiar with its details and they 
use it every day in their important interviews. 
one of their most effective instruments. 


Full information for underwriters is available at 
the Trust Department of this Bank. 
“The Insurance Trust and Its Value to the Life Under- 
, will be sent on request. 


National Bank of Commerce in New York 


TRUST DEPARTMENT 


Cc. ALISON SCULLY 
Vice-President 


Trust Officers 


MEN AT THE 
ROUND TABLE KNOW 


They understand the 


Our booklet, 


MELVILLE W. TERRY 


It is 
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Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7501 
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HOME OFFICE, 50 UNION SQUARE, NEW YORK. CITY 
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SINCLAIR REPORTS PROGRESS 





Manager of Metropolitan Life Appointed 
Chairman of Territorial Production 
Committee; Outlook Good 

Donald G. C. Sinclair, manager of the 
Metropolitan Life in New York, who was 
recently appointed chairman of the Ter- 
ritorial Production Committee for the 
ensuing year, reports that the committee 
is making good progress and that plans 
have been formulated for a campaign 
which it is hoped will result in the big- 
cest volume of business ever done by 
the company in the metropolitan dis- 
trict. é r 

The first meeting of the committee 
took place at the Hotel McAlpin, New 
York. Mr. Sinclair and the following 
managers who constitute the committee 
attended: Messrs. Goldthorpe, Talis- 
man, Varon, Soroch, Tepper and Brown- 


Viele Mushabac, star agent of the 
Sinclair outfit, has been promoted to an 
assistant manager. Mr. Mushabac, who 
in 1926 led the country with a net in- 
crease of $278, is still able to go out with 
another agent and write $15 of weekly 
industrial increase as well as substantial 
amounts of ordinary business. 

Manager Sinclair himself has had an 
unusually good year. He has written in 
the neighborhood of $5,000,000 of group 
and ordinary business and says the out- 
look for business for next year was never 

righter. : a 
othe following agents in Mr. Sinclair’s 
office have been So — in 
ordinary business during the past year: 
Bernard Vlachos, who led with $165,000 
of paid business; James Quinn, Walter 
Williams, Raphael Hasson, Joseph Fitter, 
\. Goldenberg, J. J. Sullivan and Mr. 
Weiss. 





LIFE PAYMENTS 





Two-Thirds Greater Than 1927 Going 
Te ceunaes of All Kinds, Says Wins- 
low Russell of Phoenix Mutual 


The billion dollar payment which goes 
ta investors of the country in year-end 
interest, dividends and extras, establish- 
ing a new record, is only about two- 
thirds of the sum paid in death and 
other claims to life insurance policy- 
holders during the year 1927, according 
to Winslow Russell, vice-president of 
the Phoenix Mutual Life, in a state- 
ment issued recently. 

“These year-end figures of disburse- 
ments to investors, with their increase 
of $75,000,000 over the corresponding pe- 
tiod of 1926, emphasize anew the enor- 
mous penetration of the investments idea 
through the consciousness of our peo- 
ole.” Mr. Russell declared, “but they 
cannot eclipse the amazing growth and 
importance of the nation’s life insurance 
holdings.” 

In concluding, he stated that the pol- 
icyholder of 1928 and of the future will 
no longer be content merely to provide 
a cash barrier behind which his bereaved 
fsmily may hide their sorrow and their 
helplessness for a brief season, Mr. Rus- 
cell states, but he will make certain thet 
the fruits of his forethought and_ his 
self-denial are so safeguarded against 
the assaults both of well-meaning friends 
an | economic enemies of his family that 
thot family may live secure for the long- 
est possible period, just as if he still 
were there to provide. 


SYSTEMATIC CANVASSING 
Writer in Colonial News Says Success 
Depends More Upon Method 
Than Ability 
The “Colonial News” contains an in- 
teresting item about systematic canvass- 

ing which is in part as follows: 

“Success in canvassing, as in other 
features of life insurance selling, depends 
not so much upon exceptional ability as 
upon systematic, continuous work. Sys- 
tem in canvassing is essential both as a 
time saver and from the standardization 
of your efforts. Haphazard calls, with- 
out any system or plan, cannot be called 
straight canvassing. Successful results 
would have to be put down to luck and 
luck is a poor foundation to build a ca- 
reer upon. 

“The greatest advantage in having a 
definite plan and sticking rigidly to it 
is that it saves the time spent in useless 
motion and teaches the most important 
truth about straight canvassing, which is 
that systematic work produces definite 
results following certain averages—that 
is a certain number of calls will produce 
a given number of results in prospects 
and in consequent business. 

“The moment that a salesman realizes 
that results follow canvassing by per- 
centages, discouragement ends and he 
can go on his"way, making his average 


TRIBUTE TO FISKE 





Newspaper Letter Places Him With 
Edison, Baker, Hindenburg and 
John Quincy Adams 
After running an editorial on the re- 
lation of age and capability, the New 
York “Evening World” received and 

printed the following letter: 

“To the names of Edison, Baker, Hin- 
denburg and John Quincy Adams you 
may add that of Haley Fiske, now in 
his seventy-sixth year, President, Met- 
ropolitan Life Insurance Company, the 
largest financial institution in the world. 
Mr. Fiske is now completing one of his 
tours of the United States and Canada, 
speaking from two to three hours daily 
to his field forces. 

“With 42,000 employes and a large 
percentage over the age of fifty, this 
company has set age sixty-five as a re- 
tirement age, and which the individual 
may accept or decline. 

“DENNIS J. QUINN.” 








number of calls per day, confident that 
when the week’s work is over a list of 
prospects and a quantity of applications 
will be the result. 

“Apply your own system, whichever 
you find works out best for you—but 
remember, ‘to write insurance—see peo- 
ple!’” 














figures. 


touch with him. 





OUR PROGRESS— 
YOUR OPPORTUNITY 


N recent years The Guardian has experienced a rapid 
growth, the extent of which is suggested in the following 


New Business Paid For $35,431,368 


Business in Force on 
December 31st ........ 


Progress such as this is evidence of the efficiency and pro- 
ductivity of the methods provided for our field force. 

We have openings at present for managers in several estab- 
lished territories where we are making plans for development 
consistent with our general increases. 


This may be your opportunity, especially if your training, past 
record and personal finances equip you for managership of an 
established agency. Write in confidence, stating your age, his- 
tory and territory preferred. All details must be given in your 
letter. If not interested yourself, perhaps you know someone 
who might be. We'd appreciate it if you would put us in 


THE GUARDIAN LIFE INSURANCE COMPANY 
OF AMERICA 


Founded 1860 under the Laws of the State of New York 
50 UNION SQUARE, NEW YORE 


1922 1926 


$ 71,812,005 


$206,310,800 $333,042,886 


























THE LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
INCORPORATED 1871 


Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 


Over 43 million 
JOHN G. WALKER, Chairman of the Board 


BRADFORD H. WALKER, Presideat 








NEW STANDARDS FOR AGENTS 








Thomas M. Scott Speaks at the Con- 
gress of Indiana Life Underwriters; 
New Requirements Described 
Thomas M. Scott, from the home of- 
fice agency of the Penn Mutual, de- 
scribed the present day requirements for 
life underwriters at the all day con- 
gress of the Life Underwriters Asso- 
ciation of Indiana recently. His ad- 
dress was the principal feature of the 

meeting. 

_“The last few years have seen a de- 
cided change in the life insurance busi- 
ness, and particularly in the type and 
character of the agents,” said Mr. Scott. 
Formerly most anybody could become 
a life insurance agent, but now not only 
does aman have to pass an examina- 
tion given by the state insurance com- 
missioner, both as to knowledge and 
character, but also the companies them- 
selves are becoming more rigid in their 
selection of agents and are devoting a 
great deal of time to the training, edu- 
cation and preparation of these men for 
their work. 

_ “The successful life underwriter today 
is not only a thoroughly informed and 
able insurance man and prepared to give 
counsel and advice to his clients, but 
is CO-operating actively with the banks 
and trust companies, particularly in con- 
nection with life insurance trusts which 
are being so actively advertised by the 
financial institutions and being arranged 
In increasingly large numbers and 
amounts through this co-operation of the 


life underwriters and these financial in- 
stitutions.” 


N. Y. Licenses 


The following broker’s licenses have 
been issued at Albany: 

Darlton M. Costick, treasurer; D. M. Costick 
Company, 400 West Twenty-Third street, New 
York City. 

Walter Mehr, 818 Kings Highway, Brooklyn. 


Harris Hampton Allen, 217 Broadw: ‘ 
York city e roadway, New 


Dalpiaz, 





7508 Seventeenth > 
Brooklyn. aeicse ee 


Joseph Kirsch, 82 East First street, Brooklyn. 
as Blumenstein, 656 Broadway, New York 
ity. 
; Philip Block, 59 South Tenth Street, Brook- 
yn. 
— & Co., Inc., 261 Broadway, New York 
ity. 
Jacob Tarnoff, 299 Broadway, New York City. 
_Sol Buitenkant, 225 West Thirty-Fourth street, 
New York City. 
Pearl Klein, 1904 Foster avenue, Brooklyn. 
Oliver H. Lund, 482 Seventy-Fifth street, 
Brooklyn. 
Harry Rosenfeld, 2169 Pacific street, Brooklyn. 
Philip Slaiman, 230 Grand street, New York 


ity. 
William T. Maher, 291 New York avenue, 
Brooklyn. 
_ Runge & Co., Inc., 122 Amity street, Flush- 
ing. 
Jerome Agency, 
New York City. 
Eli Reuben, 47-31 Bragaw street, Long Island 


Inc., 1383 Macombs road, 


City. 
one G. Campbell, 74 Broadway, New York 
ity. 

Geller, Heuman & Roy, 6024 Bleeker street, 
Ridgewood. 

Leo Goldberg, 316 Bridge Plaza South, Long 
Island City. 
Lawrence Westley, 
York City. 

Angelo Cestari, 335 MacNeil avenue, Inwood. 
John A. King, 366 Madison avenue, New 
York City. 

Dorothy G. Bralower, 225 W. Thirty-Fourth 
street, New York City. 

Alfonso Izzo, 1083 Sutter avenue, Brooklyn. 
L. H. Gloeckler & Co., Inc., 375 Fulton 
street, Brooklyn. 


103 Park avenue, New 





Your Collection per cent is the barom- 
eter of your debit. Increases may come 
and go, but the Collection percent is 
the true reflection of your daily labors. 





—— 








The Colonial Life Insurance Company of America 


Industrial Life Insurance— 


Especially Attractive and Favorable to the Insured. 


Ordinary Life Policies— 


All forms of Life, Limited Payments and Endowments, containing attractive 
and novel features, with High Values at Low Cost. 





Give Agents Unusual Money-Making Opportunities 





Officers 
Geo. T. Smith, Vice-President E. J. Heppenheimer, President E. C. Wise, Treasurer 


Chas. F. Nettleship, 2nd Vice-President 


Home Office—Jersey City, N. J. 





own, 














Page 24 






A 
; Ce eee eae 
. eeaeeee 








THE EASTERN 
UNDERWRITER 













ESAT: 


Human Interest f} 





February 17, 1928 











THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; Wal- 
lace L. Clapp, Associate Editor. The 
address of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 





Subscription Price $3.00 a year. Single 
copies 25 cents. .Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 


Entered as second-class matter April 
1, 1907, at the Post Office of New York 
under the act of March 3, 1879. 





THINKING IN TENS OF MILLIONS 

The newspapers have be- 
come so callous in dealing with figures 
that $1,000,000 doesn’t appeal to them 
much nowadays as a huge amount of 
money. This is emphasized when the 
newspapers discuss large fires and is 
over-emphasized when they are describ- 
ing a conflagration. The Fall River fire 
This was described 
the day after the fire in papers through- 
out America as a $20,000,000 or a $25,000,- 
0U0 conflagration. Events cut the figure 
down to less than $5,000,000. 


American 


is a case to point. 





PUBLICITY ABOUT REBATING 

Some general agents in New York City 
think that insurance newspapers lack 
punch in discussing the alleged life in- 
surance rebating cases which have been 
taken to the New York Insurance De- 
partment and sometimes to the District 
Attorney’s office in the past year or so. 
The papers have printed the news, but 
have withheld editorial comment. The 
tension in production circles over some 
of these cases has been high with the 
result that there has been an undercur- 
rent demand that heads be clubbed and 
plain speaking be indulged. 

Rebating is a crime in this state and 
a rebater should lose his license given 
by the company which engages him and 
the Insurance Department which licenses 
him, but from a newspaper standpoint a 
man is not a rebater until legally proved 
such, either by departmental action in 
canceling his license or by court decision. 
If a newspaper called a man a rebater 
on accusation instead of conviction it 
would be subject to damage action under 
the libel laws. 

The Eastern Underwriter does not re- 
call any newspaper insisting that Ruth 
Snyder be electrocuted while the trial 
was going on. No daily paper would 
think of taking such a position. 

It is not the function of insurance 
newspapers to prove that certain per- 
sons are twisting or rebating, that power 


being in the hands of the state and the 
county authorities. It is acknowledged 
that twisting and rebating are not un- 
common in this city. The drive to stamp 
out the practices is commendable and the 
place to try the cases is in the offices of 
the public officials and not in the col- 
umns of newspapers. 





A NOVEL INSURANCE SCHEME 


Just when Americans think they have 
thought up something new about insur- 
ance the British originate another under- 
writing novelty. Along this line news 
has just been received that the Middles- 
borough Motor Club of England has in- 
stituted an insurance scheme to enable 
hospitals in any part of England to be 
paid for treating members involved in 
accidents. 

For premiums of 2s 6d (60 cents) per 
head, the following scale of pay to hos- 
pitals has been fixed: Single dressing, 
10s 6d ($2.62); detention, one day, £1.10 
($5.25); one week, £3 ($15), up to five 
or six weeks, approximately, £15 ($75). 

A member of the Middlesborough Mo- 
tor Club’s committee offers the follow- 
ing explanation: “We are doing this be- 
cause we feel strongly the slur cast on 
motorists and the complaints of volun- 
tary hospitals that 75% of their accident 
cases are motorists. For the honor of 
our club we have decided to insure hos- 
pitals, so that they will be reimbursed 
for treating our members.” 





LITIGATION IN MASSACHUSETTS 


The amount of litigation in Massachu- 
setts growing out of the compulsory 
automobile insurance act in that state is 
growing fast. In fact, there is a deluge 
of suits. This is only one of the weak 
points in the automobile insurance fence 
in that state. If the various states adopt 
similar acts the number of legal actions 
confronting insurance companies 
throughout the union will be stupendous. 





ADDS WORLD F. & M. 

E. Wallace Champion, Virginia state 
agent for the World Fire & Marine, has 
planted this company with Brooks & 
Richardson, Richmond, Va., real estate 
and insurance firm. For the past six 
years this firm was sole agent for the 
Springfield which continues in the office. 
Growth of business necessitated taking 
on an additional connection. C. M. Or- 
tega, manager of the insurance depart- 
ment, was formerly a broker in New 
York specializing in Cuban business. 





WAS ROYAL INDEMNITY’S LOSS 

The big oil plant explosion and fire at 
Everett, Mass., last week which caused 
the death of at least a dozen men and 
seriously injured others, involved ap- 
proximately $100,000 in compensation in- 
surance. This line was handled by the 
Royal Indemnity who has already 
started to pay the death claims of the 
victims’ families. 





BIG MEMBERSHIP DRIVE 


The Life Underwriters’ Association of 
New York is making a big drive for 
membership. It has been unusually suc- 
cessful as many new members are com- 
ing in. James P. Graham, Aetna Life, 
Brooklyn, is chairman of the member- 
ship committee. 





JOHN F. ROCHE RETIRES 


John F. Roche, vice-president, Man- 
hattan Life, has resigned. 
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THOMAS L. BEAN 








Thomas L. Bean, who recently as 
agency vice-president of the New York 
Indemnity, and is a popular figure at 
insurance conventions, joined the Globe 
Indemnity this week as superintendent 
of agencies to be located at the home 
office. This move marks Mr. Bean’s re- 
turn to the Globe after some five years’ 
absence. He was with that company 
first as an agency supervisor and later 
became vice-president of Evarts-Tre- 
maine-Flicker Co., general agents of the 
company at Cleveland. His initial cas- 
ualty experience was with the Preferred 
Accident as a special agent, followed by 
some excellent work with the Fidelity 
& Deposit as accident department super- 
intendent. 

te oy 

Eugene Oberdorfer, veteran manager 
of the Fidelity & Casualty in Atlanta, is 
in New York this week. His son, Lt. 
Col. Eugene Oberdorfer, Jr., has been 
appointed assistant chief of staff of the 
National Guard with headquarters in At- 
lanta. He was a captain of infantry in 
the world war, and is president of the 
Oberdorfer Insurance Agency and presi- 
dent of the Fidelity Trust Co. He was 
commander at one time of the Gate City 
Guard and is also president of the At- 
lanta Junior Chamber of Commerce. 


John R. Hardin, president of the Mu- 
tual Benefit Life, is expected to return 
next week from a two weeks’ stay at 
Pinehurst. 

+ oe oe 

J. Newton Russell, home office general 
agent of the Pacific Mutual, will make 
a trip to the West Indies this month. 

* * * 

Richard L. Riker, assistant treasurer 
of The Prudential, has bought a home 
at South Orange, N. J., which he will 
occupy after alterations have been made. 





MORAY ON SOUTHERN TRIP 


Norman R. Moray, general manager of 
the Hartford Accident, is now on a field 
trip in the South. He will visit certain 
of the company’s representatives in 
North Carolina, Georgia and Florida, and 
will spend some time with Cary Baker, 
manager of the company’s Atlanta 
branch office. His itinerary includes a 
motor trip through parts of Florida. 





A. P. McCMURTRIE’S NEW POST 


Alfred P. McMurtrie has been ap- 
pointed by the Manhattan Life to the 
office of secretary. 
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Lee J. Wolfe of S. H. & L. J. Wolfe, 
New York, performed an interesting ac- 
tuarial chore last week when for two 
days he appeared before the Inter-State 
Commerce Commission in the Missouri 
Pacific Railroad valuation proceedings 
His job was to answer questions relative 
to the contemplated building up of mor. 
tality tables on steam engines, buildings 
and railroad ties. This does not mean 
deaths from accidents on engines or ties 
and in buildings but the length of life of 
the old machinery and ties and the prob- 
able value of new ones. 

* * x 


Admiral Hilary Jones of the American 
Navy got some quick replies in the Brit- 
ish newspapers to the remark made be- 
fore a committee of the House of Rep- 
resentatives in Washington that Lloyd's 
of London could put the United States 
off the seas if it wanted to through the 
control of marine insurance. The Brit- 
ish press claims ‘that Lloyd’s is not in 
any way interested in international poli- 
tics and that the underwriters do not 
exercise any kind of discrimination 
where foreign ownership of ships is con- 
cerned, being mindful of experience only, 
irrespective of flag. 

«woe 


Stewart Anderson, manager Penn Mu- 
tual’s Bureau of Field Service, will speak 
at the meeting of the Binghamton, N. Y. 
Life Underwriters, February 20. Mr. 
Anderson prepared the advertising ma- 
terial for National Life Insurance Day 
in which life insurance was described as 

The Great Magician.” And that will 
be the title of his address, 
a 


Dr. James Montgomerie, for some 
years principal surveyor for Scotland, 
and assistant to the chief ship surveyor 
on Lloyd’s Register of Shipping, has 
been appointed chief ship surveyor in 
Succession to Sir Westcott S. Abell 
K.B.E., who has retired. 

+ = se 


Katherine Cash, former 
sn, y secretary to 
Warren G. Diefendorf, “Mutual Life, 
Brooklyn, is now doing production de- 
age =" for the F. G. Pierce 
agency of the Connecticut G i 
Philadelphia. — 

* * x 


Col. Franklin D’Olier, vice-president of 
The Prudential, was elected a member 
of the board of directors of the Mor- 
ristown Trust Co., of New Jersey at a 
meeting of the stockholders recently. 

* * x 

John C. Goode, general agent at Rich- 
mond, Va., for the State Mutual Life of 
Worcester, has been elected president of 
the Sphinx Club of that city. 

* x 


__T. E. Braniff, head of the T. E. Bran- 
iff Co. agency in Oklahoma City, is 


president of the Community Fund there 
for 1928. , 


x oS 

James V. Yarnall, formerly a New 
York insurance newspaper man, is now 
editor | of “Welfare,” a Philadelphia 
magazine published monthly in the in- 
terests of the social service and humani- 
tarian bodies of Philadelphia and vicinity. 





1928 GOAL OF F. A. WALLIS 
The office of F. A. Wallis & Co., Fi- 
delity Mutual Life, closed the year 1927 
with an increase of over $1,200,000 of paid 
business. For 1928 Manager Wallis has 

a goal of $2,500,000 increase in paid. 





CHICAGO MANAGER RETIRES 

C. J. McCary & Co. have retired as 
general agents in Chicago for the Penn 
Mutual. Mr. McCary has been with the 


company for thirty-four years. 
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King and Queen to Open Lloyd’s Bldg. 

The new home of Lloyd’s in London 
is to be opened on March 24 by the 
King and the Queen. It will be recalled 
that His Majesty laid the cornerstone. 
There are at the present time about 1,300 
underwriting members or “names” among 
Lloyd’s brokers at London but only 140 
are engaged in active underwriting. 

* ££ * 


Reportorial Indignation 


W. A. Blodgett of Fred S. James & 
Co. and Jack Barry of the Corroon fire 
insurance fleet left the Drug & Chemical 
Club in New York the other day and 
stopped for a parting word at the corner 
of William and John Streets. A moment 
later a reporter for an insurance paper 
came up and asked one of the pair a 
question. A policeman spotted the trio 
and told them to move on. 

“What!” asked the reporter. “Do you 
mean to say that a newspaper man can’t 
interview an insurance man on William 
Street unless he goes indoors?” 

“Move on,” reiterated the cop briskly, 
“or I'll fan you.” 

When news that William Street was 
no longer free to interviewers reached 
W. Eugene Roesch, who has been inter- 
viewing people on that busy thorough- 
fare for years, he said he would call on 
his Tammany friend and insurance man, 
J. J. Hoey, and ask him to see Police 
Commissgoner Warren to find out what’s 
what. 

“If that cop does any fanning we'll 


have him transferred to 368th Street,” 
he said. 


* * x 
Departmental Examinations Pile Up 


There is one angle relative to the large 

number of new companies being formed 
in this state which is of considerable im- 
portance to insurance men and that is 
the additional work being given to the 
already over-burdened New York Insur- 
ance Department in the way of examina- 
tions. There are seventy-four examiners 
in the department at the present time, 
the largest collection of experts of this 
kind of any insurance department in the 
country, and they are an unusually hard 
working crowd of men. 
_Every domestic casualty, surety and 
life insurance company in New York 
State is subject to a tri-annual examina- 
tion. The bulk of the new companies is 
in casualty insurance. There are at least 
two dozen of them and seven are either 
in operation or are soon to operate. The 
new companies which have not yet had 
examinations are these: Glens Falls In- 
demnity, Great American Indemnity, 
Northeastern Surety, General Surety, 
Seaboard Surety and Yorkshire Indem- 
nity. The Merchants Indemnity will 
Start operations shortly. 

In the meantime, the department has 
to keep on examining the older fire, cas- 
ualty and life companies every three 
years, and they are constantly growing 
in size. In a decade casualty insurance 
Premiums have been growing from $200,- 











000,000 to close to $800,000,000. 
not familiar with departmental processes 
do not comprehend the length of time 
it takes even the fast-moving experts 
of the New York Department to exam- 


People 


ine a company. Examiners have been 
working on the Metropolitan Casualty, 
for instance, for seven months. They 
started examination of the General Re- 
insurance last July. No one appreciates 
more keenly than does the department 
the importance of the element of time- 
liness and speed because if examinations 
string out too long they will not be fresh 
when presented for public inspection. At 
the same time, the department must be 
thorough or the examination would 
sometimes be worthless. 

It is an interesting sight to see the 
department examiners when at work ex- 
amining a surety company. Because of 
the infinite variety of bonds, the files are 
stacked high on tables, the detail work 
of checking for reserves being tremen- 
dous. In compensation insurance the re- 
serve requirements of various states also 
make the examination a painstaking job. 
In accident and health there is a multi- 
plicity of forms. The bigger the com- 
pany, of course, the more the work. 

* * * 

Earl Haig’s Insurance Connections 

The news of the sudden death of 
Field Marshal Lord Haig, Commander- 
in-Chief of the British Armies in France, 
was received with deepest regret in Lon- 
don financial circles, where he had be- 
come intimately known through his vari- 
ous directorial appointments. Lord Haig 
was a member of the Board of the Royal 
Bank of Scotland and also of the Board 
of the Standard Life Assurance Com- 
pany, while he was on the Edinburgh 
Board of the Royal Insurance Company. 

Through his family connections with 
the firm of John Haig, whiskey distillers, 
he became a member of the Board of 
Distillers, Ltd., when that combine ab- 
sorbed the business of John Haig. He 
was also a director of the Fife Coal Co. 
On February 25, 1920, he was elected an 
honorary member of Lloyd’s, and he un- 
veiled Lloyd’s War Memorial on Jan- 
uary 31, 1922, The high quality of his 
character earned for him not only deep 
respect, but general popularity. 


* ¢€ * 
Tenants of New York Office Buildings 
Uptown 
The following insurance companies 


are now located in the new Graybar 
building, next door to the Grand Central 
station: Equitable Society, Home Life of 
New York, National Life of Vermont, 
Travelers, Western Union Union Life. 
Also in the building are the Morris Plan 
Insurance Society, Woodmen of the 
World, Fred B. Fern Agency and A. B. 
Johnson Agency. 

In the new French building at Fifth 
avenue and Forty-fourth street are: Na- 
tional Surety, Great American Indem- 
nity and the Underwriters Engineering 
Corporation. In the new Salomon 


Towers on Forty-second street near 
Fifth avenue are the Equitable Society, 
Fidelity & Deposit, New York Indem- 
nity and also the Eastern Underwriters 
agency. 

No insurance concerns are located yet 
in the big new building of the New York 
Central which is going up at the begin- 
ning of Park avenue. 

es 


Say Baillie Is To Head Big Company 
I hear rumors that A. C. Baillie, head 
of the Canadian division of the Home 
Insurance Co., is to head a new $5,- 
000,000 fire insurance company. 
% 2 * 


A Great Skyscraper 
According to the tri-annual report of 
the Equitable Life Assurance Society, 
the New York City office building of 
that company at the end of 1926 was 
valued at $13,610,916. 
ee * 


A Dish On The Menu That’s Barred 
So stirred are voucher sharks and 
auditing executives of fire and casualty 
insurance companies about an item on 
the menu of railroad train dining cars 
that several companies have informed 
traveling representatives tc order some- 
thing else when at the table. This item 
is steak. On the Twentieth Century it 
is listed at $1.85. A dinner with steak 
hits about $3 without much brain work 
in ordering. It will be recalled that 
several large hotels have advised patrons 
to cut the steaks and order something 
else as they can’t defend the prices. 
ee 


America’s Most Famous Porter 


Among the more than 40,000 employes 
of the Metropolitan Life there must be 
some with more than an ordinary dra- 
matic past and such a character is II- 
liodor, former court chaplain to Czar 
Nicholas, and since the Revolution in 
Russia has been known in the news- 
papers as “the mad monk.”  Illiodor 
again came into newspaper prominence 
this month when he told reporters he had 
evidence that Princess Anastasia, daugh- 
ter of the Czar, was really killed in the 
royal family massacre, and, therefore, 
could not be the “mystery woman” who 
is now in New York City and whom 
some people declare is the daughter of 
the Czar. 

Illiodor’s job with the Metropolitan 
has been that of a porter and his real 
name is Serge Trufanoff. He told peo- 
ple at the life company that he intends 
to make his living writing for magazines 
and newspapers at which game he has 
had considerble experience. 

es 
Actuary Is Studying Law 

The report which the New York In- 
surance Department made upon the Na- 
tional Board of Fire Underwriters is in 
the files of the Department, but will 
not be made public. This report was 
prepared by Morris Pike when with the 
Department. The National Board didn’t 
like the report; in fact, had some criti- 
cism to make of a lot of it. 

Mr. Pike is no longer with the De- 
partment as he is actuary and office 
manager of the Judea Life of New York. 
He is a member of both the Actuarial 
Society of America and the Casualty Ac- 
tuarial Society and is a Phi Beta Kappa. 
This studious young man is still out for 
information and learning, and so is study- 
ing law at night. 

oe wl 


Insurance on a Hotel Featured to Public 
The Morrison Hotel, one of the tallest 
hotels in the world and located in the 
heart of the loop district in Chicago, is 
using in one of its widely circulated 
folders an article written on the hotel’s 
insurance by Leo E. Thieman of the Cas- 
ualty Information Clearing House. 
Those who have read the article will 
remember that the hotel, which of course 
carries a large amount of fire insurance, 
recently increased its public liability pro- 
tection limit from $100,000 to $200,000, 


It has a contractor’s public liability pol- 
icy protecting the hotel against liability 
from mishaps to outside contractors’ 
forces. Engine and flywheel liability in- 
surance with a limit of $100,000 also ex- 
ists, as well as electrical breakdown cov- 
ering the company against loss to its 
own equipment.’ 

The hotel company which controls 
some adjoining buildings carries use and 
occupancy on them. It has a schedule 
fidelity bond covering ninety-six posi- 
tions, total protection being $196,000. The 
management also carries outside messen- 
ger and interior holdup, safe robbery, 
forgery and plate glass insurance. Every 
window and every mirror in the hotel 
from the third floor down is protected 
aga.nst breakage. 

* * * 


Lost a Lot of Valuable Time 
E. R. Hardy, secretary of the Insur- 
ance Society of New York, tells a story 
of a fresh, impatient New York lad who, 
after working a full week in a fire in- 
surance head office, quit. He wrote this 
letter to his departmental head: “I am 
1esigning and am going to look for an- 
other job in some other field. The truth 
is I don’t like fire insurance and | am 
sorry I ever learned it.” 
i 
Writing Silverware Policies 
The St. Paul and Mercury are writ- 
ing silverware policies on the Coast. It 
provides blanket coverage on silverware 
and silver plate against all risks, includ- 
ing fire, theft, burglary and disappear- 
ance. The policy, which is written for 
private individuals only, contains no co- 
insurance clause, but at least 75% of 
insurance to value must be carried. The 
policy is exceptionally broad and should 
a piece of silverware be accidentally 
thrown away it would constitute a claim 
under the policy. The rate is 1% with 
a minimum premium of $5. 
os «& & 


Who Owns the Mississippi? 

Since the big Southern flood and the 
demand that Congress come to the relief 
of the various Mississippi River states, 
insurance men are doing their part in 
stimulating interest in the Southern point 
of view, although so far Congress is not 
doing much. Godchaux & Mayer, Ltd., 
general agents in New Orleans, are giv- 
ing wide distribution to a piece of poetry 
written by Douglas Malloch, well-known 
speaker at insurance banquets, which is 
titled, “Who Owns the River?” and 
starts as follows, there being numerous 
verses: 


The river belongs to the nation, 
The levee, they say, to the state; 
The government runs navigation, 
The commonwealth, though, pays 
the freight. 


Now, here is the problem that’s 
- heavy— 
Please, which is the right or the 
wrong ?— 


When the water runs over the levee, 
To whom does the river belong? 


It’s the government’s river in 
summer 
When the stage of the water is 
low, 
But in spring when it gets on a 
hummer 


And starts o’er the levee to flow; 
When the river gets suddenly dippy 
The state must dig down in its till 
And push back the old Mississippi 
Away from the farm and the mill. 


I know very little of lawing, 
I’ve made little study of courts, 
I’ve done little geeing and hawing 
Through verdicts, opinions, re- 
ports; 
Why need there be anything more 
said 
When the river starts levees to 
climb ? 
If the government owns the afore- 
said 
It must own it all of the time. 
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Bissell Urges Caution 
In New Fire Financing 


COMPETITION GROWS SEVERE 





Hartford Fire Last Year Had Under- 
writing Profit of $2,500,000; Three 
Officers Advanced 





The Hartford Fire annual statement 
for 1927 bears out conclusively, as do the 
figures of most fire companies, that last 
year was exceptionally fortunate from 
the underwriting point of view. Presi- 
dent R. M. Bissell told the Hartford 
Fire stockholders last week that the 
company had made an_ underwriting 
profit of $2,489,000 compared with an 
underwriting loss of $1,261,547 in 1926. 
Net income from interest and rents was 
$2,950,000 and net profit from the sale 
of securities was $193,000. In addition 
the appreciation on investments totaled 
$4,575,995. : ; 

These figures show some interesting 
changes from those of the previous year. 
The assets have gained $4,990,227. The 
premium reserve is off $3,298,135, and the 
loss reserve is smaller by $613,616. On 
the other hand, reserves for taxes and 
expenses show an increase of $1,100,000 
and the voluntary reserve has been built 
up to $4,000,000 by the addition of $3,- 
000,000. The net surplus is $22,613,412, 
and is larger by $4,801,979 than a year 
ago. As is indicated by the large re- 
duction in the unearned premium _re- 
serve, there was a decrease in premium 
income of more than $4,000,000. 

Commenting upon the rise in prices of 
investments and the great broadening of 
the market for insurance securities Mr. 
Bissell said: 

Urges Caution 

“This of course is an advantage likely 
to be in part temporary and not at all 
likely to recur in like measure. 

“The great rise in the market quota- 
tions of securities of all kinds, together 
with the existence of practically unlim- 
ited capital seeking investment, has 
brought about a very wide expansion of 
the market for insurance stocks and has 
caused an advance in their market prices 
which is absolutely without precedent. 

“This rise in market prices for insur- 
ance stocks, together with the remark- 
able gains in their investments shown 
by most companies has undoubtedly had 
much to do with the organization re- 
cently of a considerable number of new 
fire and casualty insurance .companies. 
There seems to be a more or less wide- 
spread feeling that it is a very easy mat- 
ter for insurance companies to accumu- 
late very large assets which may be in- 
vested in highly profitable undertakings. 
The only way these new companies can 
obtain the large accumulations of funds 
for investment which they seem to de- 
sire will be by a rapid development of 
premium income. This means that com- 
petitive conditions may be made consid- 
erably more severe. 

“The aforesaid conditions furnish valid 
reasons for the large additions to precau- 
tionary reserves which the statements of 
our companies exhibit.” 

The directors were reelected and in the 
election of officers recognition of service 
was given to three officials. Secretary- 
Treasurer Daniel J. Glazier was elected 
financial vice-president, in connection 
with which office. he will cocperate with 
Charles E. Chase, chairman of the hoard 
of directors. Assistant Secretary Clyde 
P. Smith was clected recording secre- 
tary and Francis T. Fenn was elected 
assistant secretary. 

Careers of Officers 

Mr. Glazier, a native of Hartford and 

a graduate of its public schools and high 
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Foresee Inflation 
In Fire Insurance 


FACILITIES 





ARE EXPANDING 





Many Believe New Capitalization is 
Outstripping Normal Expansion 
of Premium Income 





Many fire insurance company officials 
concur in the statement made by Presi- 
dent R. M. Bissell of the Hartford Fire 
in Hartford last week, and published 


elsewhere in this issue, that there is 
danger of too much capital going into 
the fire insurance business in the shape 
of new companies. He says that the 
rapid rise in the prices of investments 
held by the fire companies has stimu- 
lated a great deal of public interest in 
the business and has rendered it easier 
than ever before to bring new capital 
into it. However, according to President 
Bissell, the favorable experiences of 1927 
should not be construed as the regular 
course of events in fire insurance but 
rather the exception, and as a conse- 
quence the Hartford Fire has set aside 
a large reserve to take care of any un- 
favorable developments that may occur 
this year. 

President Bissell expresses publicly the 
thoughts of many others who have hesi- 
tated to say anything for fear their 
words would be construed as offering op- 
position to the legitimate formation of 
new companies. The number of new 
companies entering the fire field in 1927 
admittedly outran the growth in premium 
volume, and if facilities outstrip demand 
by any large margin the worst kind of 
competition is certain to ensue, it is pre- 
dicted. The fire insurance business to- 
day may be compared in several re- 
spects with the marine insurance situa- 
tion of 1918 and 1919 when big wartime 
profits and heavy demands for insurance 
led to the organization here of a flock 
ef new companies. 

Within four years after the close of 
the war in 1918 marine insurance had 
undergone a period of deflation that cost 
the lives of most of the new companies 
and even left the well-established offices 
rather badly bent. They have not yet 
fully recovered. Of course fire insurance 
is not subject to the unrestricted foreign 
competition and domestic rate-cutting of 
the marine markets but competition can 
show itself in numerous ways. Inde- 
pendent fire companies are privileged to 
file lower than tariff rates, to pay higher 
commissions to agents, to render expen- 
sive services to assureds and in other 
ways attempt to get business from the 
companies that hold it today. 

Underwriters say that it is extremely 
unwise to capitalize the good fortune of 
1927 as the basis for future operations. 
Many believe the investment markets 
have about reached their peak and that 
much of the future profits of fire in- 





yours to take this route? 


bank trust department. 
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Life Insurance Trusts 


Is it a good thing for the proceeds of Life 
Insurance Policies to be handled In Trust? 
Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 

to have the money cared for In Trust. 

Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want 


One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


Another | satisfactory 


This subject is fully treated in the John Hancock 
book, entitled “Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 











insuring over 4,000,000 lives. 





surance must be drawn from underwrit- 
ing returns. And the underwriting ex- 
perience of all the stock companies taken 
together over a period of years has shown 
a loss with the exception of last year. 
It is pointed out that much of the under- 
writing profit of 1927 was exceptional, 
due in part to an unexpected drop in 
the number of fires. This year will not 
be so good if some more fires similar 
to that in Fall River occur. 

Another factor aiding experience last 
year was the deliberate cutting down by 
most of the old companies of their gross 
lines. The home offices are less willing 
to accept accommodation risks and have 
cancelled off thousands of covers of 
doubtful quality. These rejected lines 
are in the market now and may go to 
some new insurers who feel they must 
build up a large premium income in or- 
der to get ahead. While the fire in- 
surance business may not be too crowd- 
ed as yet, the warning against the over 
development of new facilities is well- 
timed and may serve to avert unhealthy 
conditions that have cropped up in in- 
surance at other times when unusually 
prosperity has led to unwarranted infla- 
tion. 
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INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL : - 
PREMIUM RESERVE 
OTHER LIABILITIES 
NET SURPLUS . 
TOTAL ASSETS . 


” 
. 
. 
. 
. 











Statement December 31, 1926 


: : . - $1,000,000.00 
: . : 45,608.17 
. . . . 136,565.00 
: . . - 1,453,736.59 
. . . - 38,485,909.76 
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LIFE INSURANCE COMPANY 


cr BOSTON. MASSACHUSETTS 
Insurance in force $2,750,000,000 on over 6,000,000 policies, 
If your policy bears the name 
John Hancock it is safe and secure in every way. 


—————SIXTY-FIVE YEARS IN BUSINESS~——~ 








GOES WITH HEARST HERE 


A. Wilbur Nelson Succeeds Samuel 
Lewis As Insurance Editor for New 
York “American” 


Having started the new insurance page 
of the New York “American” well on its 
way, Samuel Lewis, who came here from 
the Coast to make this innovation in 
New York, will return. He is to be 
succeeded by A. Wilbur Nelson who 
comes here from Rochester, N? Y. Mr. 
Nelson has been writing financial news 
for the Rochester “Journal-American” 
and made a very fine impression in that 
city. He is a University of Nebraska 
man who was in the United States Navy 
and after the war sold industrial bonds. 








NEW BOSTON SERVICE OFFICE 

The New Hampshire Fire, the Granite 
State and County Fire, have opened a 
new service branch office in Boston with 
A. L. Bliss, special agents, in charge. He 
has been a special of the New Hamp- 
shire since 1900 when he had Connec- 
ticut, western Massachusetts and eastern 
New York State. He was transferred to 
3oston in 1906 to supervise eastern \las- 
sachusetts and Rhode Island. He was a 
member of the executive committee of 
the New England Insurance Exchane¢ in 
1910 and its vice-president in 1911. He 
will be assisted in this new office by 
Special Agents Joseph N. Marsh and 
Martin C. Cherry. 





SIR WESTCOTT ABELL RETIRES 

Sir Westcott Abell has resigned the 
office of chief ship surveyor to LI y«'s 
Register of Shipping, an appointmen: he 
has held since the first of the war. 





The North American Insurance A -¢l- 
cy, with headquarters in the Cha: ber 
of Commerce Building, Jersey City, 28 
been incorporated with 100 shares. 1° 


par, W. K. Van Leer, R. M. Eaton and 
H. Shea being the incorporators. 
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Protest Repeal Of 
Auto Title Law 


FINANCE COMPANIES’ LETTER 





Bill In Mississippi Legislature Opposed 
Even Though Present Law Is 
Called Cumbersome 





‘he National Association of Finance 
Companies is protesting to insurance 
men, auto finance companies, manufac- 
turers and dealers against the passage 
of a bill in the Mississippi legislature 
which proposes the repeal of the cer- 
tificate of title law. Insurance interests 
have always been strongly in favor of 
these laws as aids in combating automo- 
bile thefts and would greatly regret any 
movement which had for its aim the re- 
moving of these laws from the statute 
books of the various states. 

Defending the use of certificate of title 
laws, C. C. Hanch, general manager of 
the National Association of Finance 
Companies, says in his letter: 

“We protest against the repeal of that 
lav unless a better act for the same 
purpose is enacted in its stead. Certifi- 
cate of title laws have proved to be the 
most effective means of reducing theft 
and embezzlement of motor vehicles, and 
are in effect in some thirty states. Their 
greatest weakness results from the fact 
that they are not in effect in all states. 
This permits thieves to steal motor ve- 
hicles in states which have such laws 
and dispose of them in states which do 
not. 

“The present Mississippi certificate ‘of 
title law appears to us to be defective 
and unduly burdensome. It provides for 
carrying the certificate of title in a sealed 
container attached to the vehicle. This 
is wrong. The proper place for a cer- 
tificate of title is with the private papers 
of the owner. If a thief steals a car 
without obtaining possession of the cer- 
tificate, he cannot sell it until he has 
secured an official certificate blank and 
forged all of the required entries, a dif- 
ficult and dangerous job; but if he gets 
the certificate with the car, all he has 
to do is to forge the owner’s signature. 
And he is not going to have much trou- 
ble in getting an opportunity to prac- 
tice that forgery. No sealing device can 
be made that a clever thief with plenty 
of time to operate, will not be able to 
open and restore so that his tampering 
will not be perceived. 

“We suggest that instead of repealing 
your present defective act, thus making 
theft easier, you enact as a substitute 
a good modern statute. Virginia has an 
excellent law, and you would do well to 
adopt it bodily, or you might enact the 
Uniform Motor Vehicle Anti-Theft Act’ 
approved by the National Conference on 
Street and Highway Safety. Copies of 
the latter can be obtained from the De- 
prtteas of Commerce, Washington, 

( 

“We urge that all finance companies, 
manufacturers, automobile dealers, deal- 
ers’ associations, automobile owners, and 
owners’ associations communicate imme- 
diately with members of the Mississippi 
legislature urging that instead of repeal- 
ng the Certificate of Title Act as pro- 
vide! by House Bill No. 28, a good mod- 
crn substitute be enacted, doing away 
With the sealed container.” 





AGENTS THANK BAILEY 
Directors of the Pennsylvania Asso- 
(ation of Insurance Agents last week 
‘oncratulated President C. Weston 
daily of the American of Newark on 
the public position he assumed recently 
with reference to non-policy writing 
agents, He said he favored at least a 
0% differential in favor of policy writ- 
Ing agents. 





_ NEW N. Y. FIRE COMPANY 
the Domestic Fire Insurance Co. of 
‘ew York is the latest of new fire in- 


Sirance companies being organized in 
this state. 


TRAVELERS FIRE CHANGES 





A. E. Robertson Transferred From 
Hartford to Special Agency Work at 
Syracuse; A. S. Joy Transferred 

Alexander E. Robertson has_ been 
transferred from the eastern depart- 
ment of the Travelers Fire at the home 
office, to special agency work at Sy- 
racuse, N. Y., effective February 6. An- 
derson S. Joy, who has been special 
agent with headquarters at Spokane, 
Wash., since April 1, 1927, will be lo- 
cated at Seattle March 1, with his ter- 
ritory consisting of the state of Wash- 
ing and Idaho. Mr. Robertson will work 
under the direction of P. D. Fogg, man- 
ager in eastern and central New York, 
with headquarters at Syracuse. Prior to 
joining the Travelers in December, 1926, 
Mr. Robertson was a salesman for the 
Studebaker Corporation and a fire insur- 
ance examiner for the American of 
Newark. 

Born in England, Mr. Robertson was 
educated in the private schools in that 
country. He came to the United States 
in 1919 and later took a special course 
in insurance and insurance law at New 
York City University. During the 
World War he joined the British army 
in 1914 and served in France until after 
the signing of the Armistice. Mr. Joy 
first went with the Travelers Fire as a 
special agent, with headquarters in Se- 
attle, November 15, 1926. He was trans- 
ferred to Spokane April 1, 1927. Be- 
fore he went with the Travelers he was 
an engineer for the Oregon Insurance 
Rating Bureau and also for the Wash- 
ington Survey and Rating Bureau. 





ROSSIA ASSETS INCREASE 

Statement of the Rossia of America as 
of December 31 shows total assets of 
$16,191,581, against $12,277,214 at the end 
of 1926. The company set up a new 
contingency reserve of $200,000 and con- 
tinued with $625,000 a special reserve. It 
was not until December 15 that the com- 
pany increased capital and paid in sur- 
plus was effected, 16,000 shares of new 
stock being added in December. 

The surplus December 31 was $3,782,- 
300, against $1,332,378 at the close of 
1926. Of the $2,449,922 increase in this 
item $1,040,000 was paid in. Premium 
reserve reported was $8,255,152, against 
$7,325,632 in the previous year, an in- 
crease of $929,520. Dividends paid 
amounted to $384,000. Stocks owned 
were carried at $7,051,526, against $4,727,- 
939 in the previous year. Bonds were 
carried at $6,620,122, against $6,572,074. 





E. M. RUDOLF ADVANCED 
E. deM. Rudolf, assistant secretary of 
the Royal Exchange at the home office, 
has been promoted to joint secretary. He 
was recently in the United States with 
Fire Manager R. Connew. 


Bissell Urges Caution 


(Continued from page 26) 
school, entered the insurance field in the 
early ’90’s in the employ of the Phoenix. 
In 1895 he entered the employ of the 
Hartford Fire and worked in various ca- 
pacities until 1910, when he was appoint- 
ed recording secretary. In 1913 he was 
also elected treasurer and in 1920 be- 
came secretary and treasurer. 

Mr. Smith, also a native of Hartford 
and a graduate of the Hartford public 
high school in 1890, entered the employ 
of the Connecticut Fire in that year. In 
1892 he entered the bookkeeping depart- 
ment of the Hartford, working up to the 
position of chief accountant. In 1918 he 
became cashier of the company and in 
1926 was made an assistant secretary. 

Mr. Fenn, a native of Hartford and a 
graduate of the public schools, began his 
business career in the employ of the 
First National Bank in 1905. In 1909 
he entered the employ of the Travelers 
in the office of the secretary to the 
president, and in 1918 he became asso- 
ciated with the Hartford Fire as an as- 
sistant to the treasurer. 
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When Yow’re Groping For Ideas 


Probably there are times in your business when you are temporarily at a loss 
as to just how to proceed. Every business man has those moments. Maybe it’s 
when you are planning an advertising campaign—or a booth at the county 
fair; or it may be when you find you need a new book-keeping system or a 
new arrangement for your office space. 

Whenever such times come wouldrt you welcome some practical information 
or suggestions as to what you can do? Wouldn’t you be relieved if you could 
just stretch out your hand, so to speak, and get it? 

You can. 

Our Advertising and Service department specializes in just such practical in- 
formation. It has had long experience in solving these problems for our agents. 
It has the reputation of delivering the goods. Our local agents are its best 
boosters. 

These and countless other interesting insurance problems are discussed crisply 
and decisively in our monthly publication, The ACCELERATOR, which goes 
to every one of our agents. You may have read reprints from it in the various 
business papers. 

For a sample copy of this business-building magazine write, now, direct to 


our Advertising Department. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 


————————; 
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New York Premiums 
Decrease Only 14% 


COVER LAST HALF OF 1927 





Crum & Forster Leading Agency With 
Central Fire Agency Second; Home 
Leads Company Field 





Fire insurance premiums written on 
risks in Manhattan and the Bronx in 
New York City for the last half of 1927 
show a larger total than was expected 
in view of the known falling off in busi- 
ness and industrial conditions generally 
in this area. In fact the reduction was 
only 14% compared with the last half 
of 1926, total premiums for the two peri- 
ods being $15,407,000 for 1927 and $15,- 
628.474 the year before. It is believed 
that the comparatively high total for 
the second half of last year is due in 
some measure to a large amount of term 
business and also more building lines at 
lower rates, which makes a sizeable in- 
crease in the total policy liabilities over 
the same period for 1926. 

Among the local agencies Crum & 
Forster continues to lead the field with 
premiums of $850,950 for the last six 
months of 1927, compared with $854,795. 
The Central Fire Agency is again in 
second place, with $732,290, a reduction 
of $7,000. Hoey & Ellison is third with 
$678,329. This agency is making rapid 
progress steadily and the gain over 1926 
amounts to about $88,000. Hall & Hen- 
shaw likewise is coming to the fore at a 
quick pace, capturing fourth place with 
premiums of $547,173, an increase of 
$131,000 over 1926. In that year it was 
in seventh place. Wallace Reid & Co., 
Inc., with $522,226; Hooper & McDaniel 
with $469,862; Willard S. Brown & Co. 
with $389,822; Lockwood Bros. with 
$372,292; the F. H. Ross Agency with 
$371,159 and C. W. Sparks & Co., Inc., 
with $369,883 constitute the ten leading 
agencies in the city. 

The leading companies hold the same 
positions as they did in the latter half 
of 1926. The Home is again first with 
$687,165, a drop of only $200. The Great 
American is second with $610,878, a de- 
crease of $62,000; United States third 
with $419,027, off $32,000; Continental 
fourth with $415,381, also off $32,000; 
North River fifth with $401,520, off $250; 
Insurance Company of North America 
sixth with $336,694, up $10,600; London 
& Lancashire seventh with $291,427, up 
$36,000; Globe & Rutgers eighth with 
$291,279, up $13,000; Aetna (Fire) ninth 
with $253,690, off $23,000, and the Liver- 
pool & London & Globe tenth with $236,- 
370, an increase of $5,500. 

Among the company fleets the Home 
group leads, with the Crum & Forster, 
America Fore, Great American, Fire- 
men’s of Newark, Insurance Company of 
North America and London & Lanca- 
shire fleets all totaling premiums of over 
$1,000,000 for the whole year of 1927. 





ARTHUR W. HART DEAD 


Arthur Wellington Hart, a well-known 
fire insurance loss adjuster in New York, 
died on Monday of this week at the 
Hotel Wolcott, at the age of seventy- 
nine years. He was born in St. Louis 
and in his youth was special agent for 
the Hawkeye of Des Moines, Iowa, and 
the Continental before coming to New 
York about thirty years ago to engage 
i loss work. He participated in the 
aliustment of the Baltimore fire of 1904 
end the San Francisco earthquake of 
196. In recent year he had been han- 
dling losses for the Great American. 





CLEVELAND BOARD ELECTS 


Tl c annual meeting of the Insurance 
Board of Cleveland, one of the most 
Powerful local boards, was held on Mon- 
day, The following officers were elected: 
V. E. Flickinger, president; H. R. Man- 
chester, vice-president, and S. J. Horton, 
Secretary-treasurer. 





FIRE ASSOCIATION FIGURES 

The Fire Association of Philadelphia 
and its allied companies presenting their 
annual statement figures show excellent 
financial condition. The combined assets 
of the group aggregate $32,440,499 and 
the capital and surplus or surplus to pol- 
icyholders of the four companies reach a 
total of $15,966,335. The figures of the 
individual companies of the group are: 

Fire Association, total assets, $23,360,- 
503; unearned premium reserve, $11,003,- 
841; capital, $3,000,000; net surplus, $7,- 
288,559, and surplus as to policyholders, 
$10,288,559. 

Victory Insurance, Co., total assets, 
$2,734,773; unearned premium reserve, 
$923,905; capital $1,000,000; net surplus, 
$601,171, and surplus to policyholders, 
$1,601,171. 

Reliance Insurance Co., total assets, 
$2,809,193; unearned premium reserve, 
$1,005,575; capital, $1,000,000, and net sur- 
plus, $624,295; making the surplus to pol- 
icyholders $1,624,295. 





APPROVE GEN’L AGENCY RULES 

Fire insurance companies writing in 
the State of Washington last Friday in 
San Francisco approved the report of 
the Eastern Conference Committee and 


the Pacific Coast Manager’s Committee, 
which met last month in New York to 
consider the general agency problem in 
Washington where some such agents in- 
sist upon acting also as local agents. 
The report now goes to Northwest Gen- 
eral Agents’ Association and thence to 
Insurance Commissioner H. O. Fishback 
for action. 





FALL RIVER ESTIMATES 

Field men interested in the Fall River, 
Mass., fire loss met in Boston Saturday 
afternoon and decided that as the ag- 
gregate loss will not be as large as ex- 
pected it will not be necessary to appoint 
a general supervisory committee on 
losses. The adjustments will proceed un- 
der the direction of Harvey W. Russ, 
general adjuster of the National Board 
of Fire Underwriters. The total insur- 
ance claims are now not expected to be 
more than $4,000,000. 





John B. Rogers, Inc., Warwick, N. Y., 
insurance business, has been chartered at 
Albany with a capital of 50 shares non 
par value. John B., John B., Jr., and 
Frederick B. Rogers, Warwick, N. Y 
are directors and subscribers. 


” 


An Open Letter to 


Harmonia Agents— 


But here’s how: 


Insurance clientele. 


Digging Up Leads 
for Windstorm 
Insurance 





Solicit Windstorm Insurance by mail! 
The question is: Who will you go after? 


Getting your list of prospects is the most 
important item and frequently the hardest. 


The up-and-coming agent has a good Fire 
They are already his 
clients and therefore have confidence in the 
agency. All they require is to be shown their 
actual need for Windstorm Insurance. 


This is your mailing list. The next thing is 
to send the prospects a good sales letter and 
folder on Windstorm Insurance. 


And that is where the Harmonia Fire Insur- 
ance Company comes in—with Windstorm 
folders for Harmonia agents who ask for them. 





In territories where The Harmonia Fire 
Insurance Company is not already repre- 
sented, applications from reputable agents 
for representation will be considered. 


HARMONIA 


Fire Insurance Company 


NEW YORK OFFICE 
59 MAIDEN LANE 








Hyde Is Restrained 
By Federal Court 


COMPANIES IN MISSOURI ACT 





148 Individual Actions Started; Three 
Federal Judges To Listen To Ap- 
peal On February 21 





One hundred and forty-eight fire in- 
surance companies operating in Missouri 
on Tuesday filed individual petitions in 
the Federal court at Jefferson City for 
restraining orders to prevent Superin- 
tendent of Insurance Ben C. Hyde and 
Attorney General Gentry from enforcing 
the 10% rate reduction order recently 
affirmed by the United States Supreme 
Court. 

At St. Joseph Federal Judge Otis is- 
sued on each petition a temporary re- 
straining order returnable at Kansas City 
on February 21 before a special tribunal 
of three Federal judges. Missouri of- 
ficials are also restrained from revoking 
or refusing to renew company licenses 
for alleged violations of the reduction 
order or other rate statutes. 





SPRINGFIELD PROMOTIONS 


F. H. Williams, F. A. Schlesinger, W. N. 
Titcomb, G. W. Roberts and S. F. 
Law, Executive Officers, Are 
Advanced 

Five officers of the Springfield Fire & 
Marine were promoted at the annual 
election of officers of the company by 
the directors on Tuesday of this week 
in Springfield, Mass. Francis H. Wil- 
liams, who has been treasurer for a num- 
ber of years, was elected vice president; 
Frank A. Schlesinger, who was assistant 
treasurer, was elected treasurer; Wm. N. 
Titcomb, chief accountant, was elected 
assistant treasurer; Geo. W. Roberts, 
who was general agent in charge of 
losses, was elected assistant secretary 
and Sidney F. Law, who was superin- 
tendent in charge of the automobile de- 
partment, was elected assistant secre- 
tary. All of the other officers were re- 
elected. 

Mr. Williams was born in New Haven, 

Conn., and removed to Springfield, Mass., 
being a member of the high school class 
of 1883. He entered the employ of the 
Springfield as bookkeeper in February, 
1893. He was elected treasurer of the 
company on May 8, 1889, which position 
he has held until now. 
_ Mr. Schlesinger was born in Spring- 
field where he attended the public 
schools. In 1907 he accepted a position 
in the statistical department of the 
Springfield. The following year he was 
transferred to the treasurer’s department 
and in March, 1919 was elected assistant 
treasurer. 

Mr. Titcomb was born in Salisbury, 
N. H. He joined the Springfield as 
chief accountant in 1919. 

: Mr. Roberts was born in Wethersfield, 

Conn., and is a graduate of Wesleyan 
University. He was with the National 
Fire for eleven years, later with the 
Hanover and came with the Springfield 
as special agent for western Massachu- 
setts and Connecticut in 1924 and was 
called in to the head office March 1, 
1926 as general agent in charge of the 
loss department. 

Mr. Law attended the public schools 
of Springfield and has been with the 
Springfield during his entire business ca- 
reer. He was appointed superintendent 
in charge of the automobile department 
in 1922. 





CERTIFICATE DEMAND HEAVY 


The National Association of Insurance 
Agents has already distributed more than 
250,000 of the standard automobile iden- 
tification certificates which were recent- 
ly devised as service aids to local agents 
and automobile car owners. Requests 
for additional copies are being received 
daily at the New York headquarters from 
all parts of the country. 
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“AMERICA FORE" 















Switch “Side Lines”’ 
To Your Main Line 


Map out your route. Mark 
the clients already on your 
books “Express Stop’”—pros- 
pects “Local Stop.” Name 
your train “Complete Protec- 


tion.” 


Then ride ahead—full speed. 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


CHEEST STURM, Cornman oF ret Bose. 
PAUL LMAIO, Parniorer 


‘CASH CAPITAL — ONE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 













February 17, 1923 
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Elizabeth Fire Board 
Asks Training School 


ALSO PREVENTION BUREAU 
Suggests That All Wires Be Put Under- 
crounds; National Board Under- 


writers Laud Low Losses 








[he recommendations for the estab- 
lishment of a training school for fire- 
men and the creation of a fire-preven- 
tion bureau are contained in the twenty- 
sixth annual report of the Elizabeth, 
N. J. Board of Fire Commissioners, 
maie public last week. 

(Other suggestions and the accomplish- 
meuts of the department are included in 
th. report, together with the result of 
a survey of the city by the National 
Board of Fire Underwriters. The can- 
vass revealed, according to the report, 
that based on an estimated population 
of 101,000, the number of fires per 1,000 
population was 4.6%, a high number, and 
the loss per capita was $2.50, a low fig- 
ure, for the year ending December 31. 

Want Firemen’s Training School 

The recommendation for the establish- 
ment of a firemen’s training school is 
based on the ground that the depart- 
ment is developing to such an extent 
that a school eventually will be neces- 
sary. In recommending the creation of 
a fire prevention bureau, 
after stating that the present depart- 
ment’s fire prevention work is done vol- 
untarily by the men on their off-time, 
says: “fire prevention has come into first 
place in the control of fire losses, and 
that the matter of extinguishing fires is 
really of a secondary consideration. 

“It is therefore recommended that 
there be established a fire protection bu- 
reau and that men be provided for this 
purpose who can devote their entire time 
and study to fire protection and the 
education of the same in this city. 
Wooden Shingle Hazard 


“It is also recommended that a city 
ordinance for fire resistive roofing be 
passed so as to prevent the hazard of 
wooden shingle roofing. It is also rec- 
ommended that all wires for electrical 
purposes, telegraph, telephone or power, 
entering buildings and running along 
streets, be placed underground. This 
will minimize the danger of overhead 
current, and correct the present situa- 
tion of overhead wires hampering the 
raising of fire ladders.” 

Referring to the fire losses of the 
city last year, as compiled by the Na- 
tional Board of Fire Underwriters, the 
report states: “This record and com- 
mendation, especially coming from such 
higk authorities in fire department work 
are deserving of proper recognition by 
the city’s authorities and the citizens of 
Elizabeth.” 





OKLAHOMA LIKES CERTIFICATES 

The National Association automobile 
certificate is being enthusaistically re- 
ceived by agents in Oklahoma, according 
to M. B. Breeding, secretary of the 
Oklahoma Association of Insurors. The 
secretary has been distributing these cer- 
tiheates generally throughout the state, 
and is daily receiving letters. 





88 YEAR OLD MUTUAL 

\iartin J. Cox has been elected sec- 
retary and treasurer of the 88 year old 
Sussex County (N. J.) Mutual to suc- 
cee’ Andrew J. Van Blaroon, who has 
retired after twenty years of service. 
Mr Van Blaroon will remain as specia: 
David C. Truex 


agent for the company. 
Was re-elected president. 






J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 











the report, * 


FIRE COMPANY FIGURES 





London & Lancashire Group Shows 
Underwriting Profit of 6.58%% in 
1927; Orient Shows Gains 
The London & Lancashire and its as- 
sociated companies, the Orient, Law 
Union & Rock and the Safeguard, have 
issued their financial statements for 1927 
showing net premiums written, losses 
and expenses incurred, and underwriting 
profits. For the four companies com- 

bined the figures follow:” 
Net premiums written.............. 


Losses insurred (43.12%) .$3,503,732 
Expenses incurred (47.71%. 3,876,707 


$8,125,900 





7,380,439 

Trade profit (7.17%) ...206.eccesee $ 745,461 
WHGYGASE “TE FOSERVE Suc cccvcccvevace 210,980 
Underwriting profit (6.58%)...... $ 534,481 
Increase in premiums. ............++ $ 149,360 


Tncreas® i SHtpliS.. c6< cc cccccscse $ 

London & Lancashire Results 
Net premiums written $3,719,605 
Losses incurred (42.73%) .$1,589,207 
Expenses incurred (46.15%) 1,716,749 


698,784 








3,305,956 
Tread profit €b7:126). . oeu sc ccacs $ 413,649 
Tnecrease itt RESERVE... 6. cccccccvess 70,735 
Underwriting profit (9.22%).... $ 342,914 
Increase in premiums.............. $ 128,574 
ENCPEGGE: 181 GUPDIIS c.. c6- 0k cee sit ines 145,482 
1927 Results of Orient 
Net premiums written............. $2,712,502 
Losses incurred (43.35%) .$1,175,729 
Expenses incurred (51.07%) 1,385,150 
2,560,879 
Trade profit 5.9996): 2.6.00 sc00: $ 151,623 
FRCKERSE 19) FESEFVE. «656s socccacs 15,048 
Underwriting profit (5.03%)..... $ 136,575 
Decrease in premiums.............. $ 73,210 
Encteas® i Steps... ccc cceccs cee 354,978 





Capie Weisman, Inc., Lynbrook, N. Y., 
insurance office, has been chartered at 
Albany with $10,000 capital. James G., 
Louise Capie, Valley Stream, L. I., and 























117th Annual Statement 


Newark Fire Insurance Company 
Newark, N. J. 


January Ist, 1928 


ASSETS LIABILITIES 
Cash in Banks and Reserve for Unearned 
OHNE so o0 none es $ 624,204.58 Premiums ........ $3,963,636.25 
pS eee ne 5,959,620.00 Reserve for Losses in 
SIGGNH cadenscen se 716,541.50 Course of Adjust- 
Leans on Bonds and WE sels ck cus 492,372.16 
Mortgages ....... 309,950.00 Reserve for all other 
Real Estate Owned.. 185,776.47 Liabilities ........ 217,590.04 
Premiums in Course Cash Capital ....... 1,000,000.00 
of Collection ...... 691,284.95 Net Surplus over 
Accrued Interest and Capital and Liabili- 
Other Assets ..... 101,140.45 CBr sees eeeae. 2,914,919.50 
Total Assets .... $8,588,517.95 Total Liabilities. $8,588,517.95 
OCT LLG) gna ele emen Tien Cirerc $1,000,000.00 
SMI oda Soa sicsc anne sees 2,914,919.50 
Surplus to Policyholders.... 3,914,919.50 
Wcuees ROE cca 55 oe cc Sic oxcceetcestccieneates $1,014,396.46 
Wicrease: tik Net PRGMMUINGs < 6.5.6.0 5 0ic csc csi enewscweesers 94,538.02 
Increase in Unearned Premium Reserve................. 190,211.90 
Increase in Surplus to Policyholders.................... 817,484.72 














FIGHT KY. TAX INCREASE 

A large delegation of insurance agents, 
from fire, casualty, life and other inter- 
ests, from Louisville, Ky., and others 
from various sections in the state, went 
to Frankfort on Tuesday to protest 
against the Dorman bill, which provides 
for increasing the tax on all foreign 
insurance companies from 2 to 3% of 
premiums, to raise funds to take care of 
the expense of free school books in 
Kentucky. The’ administration bill, to 
provide free school books, passed the 

















RUNNING AGENCY LISTS 

Following out promises he made short- 
ly after his appointment ot office, Com- 
missioner Charles D, Livingston is going 
ahead at this time with his program to 
eliminate from the rolls of licensed 
agents in Michigan all insurance repre- 
sentatives who are not active agents in 
fact as well as name. The end of this 
month will close the period for renewal 
of the annual licenses and it is expected 
that a considerable reduction in the 
number of authorized agents will have 
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ihe ie : ti he. been effected by that time. Instead of 
Samuel Weisman, East ew i I, nc and will undoubtedly be sieiee tihbenied tacden wale 
are directors and subscribers. come a law. would be apt to embarrass the compa- 
nics, the department has obtained the 
5 s fullest co-operation from state agents 
and the lists of agents for whom licenses 
Tred TNCTICAN will be asked has been voluntarily pared 
in practically every case. 
Insurance Company PFEIFFER SUCCEEDS PHILLIPS 
Martin J. Pfeiffer has been appointed 
special agent for New Jersey for the 
Choose rit ork Choose Chicago Fire & Marine and the Presi- 
Your Your dential succeeding Norman I. Phillips, 
Company who has resigned. He has had exten- 
Company INCORPORATED - 1872 sive home office and field experience and 
will make his headquarters in Newark. 
ne. smeet 1.1927 ——— 
Oo: O. (o} re) 0.00 Mass. Rate Hearing 
$1 2. 2. tap A F aataeae (Continued from page 35) 
providing it is decided that the banking 
23. L 1 0.445. 67 earnings of the companies ought to be 
T SURPLUS taken together with the underwriting 
17 62 8,1 138.96 earnings in the making of rates. 
® se “This is a very serious situation and 
one that is taking up the entire atten- 
53.23 8, 584. 63 tion of the insurance company poe sag 
“Tf an investigation is to be made 
SURPLUS FOR THE PROTECTION OF POLICY HOLDERS should be conducted in a most thoroug ‘h 
1 38 26 and painstaking manner. It should take 
: 9 9 ) in every factor and detail that enters 
into the subject of rate making. It would 
LOSSES PAID POLICY HOLDERS embrace an investigation by experts into 
1 85 1 VA a6 7 15 the fire protection, water works, build- 
@ 9 e ing departments, etc., of every city and 
town in the state. 
HOME OFFICE “It should be made by a commission 
composed of experts, representing busi- 
ONE LIBERTY STREET, NEW YORK CITY ness men, insurance men, real estate 
WESTERN DEPARTMENT men, and others interested. 
310 South Michigan Avenue, Chicago, Ill. “I think it quite likely that an inves- 
C. R. STREET, Vice-President tigation should be made some time later, 
Paci, but now now.’ 
PACIFIG DEPARTMENT 
233 Sansome Street, San Francisco, Cal. = = = 
CLIFFORD CONLY, Manager. INSURANCE 
MARINE DEPARTMENT ‘ HARRY C. FRY, Jr., President 
= Ss 
ay PAS aetapehe Were tena a aaa sent 307 FOURTH AVENUE PITTSBURGH 
CHIGAGO—Wwm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg 
AGENCIES THROUGHOUT THE UNITED STATES AND CANADA LOGUE BROS. &CO., Inc. 
sie : 
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Says Underwriters 


Overrate Cut-Offs | 


FULL SAFETY NOT ACQUIRED 





Cc. A. Vlachos, Inspector, Claims More 
Value Is Often Subject to Loss 
Than Companies Imagine 





Cc. A. Vlachos of Vlachos & Co., fire 
insurance inspectors with offices in Phil- 
adelphia and New York, has just pub- 
lished an interesting booklet that is like- 
ly to cause comment and discussion in 
fire underwriting circles, on the topic of 
“The Amount Subject,” or the amount 
of loss to which a fire company is liable 
in one fire. Mr. Vlachos addresses his 
remarks to those in the fire company 
home offices who determine the accept- 
ance of risks and he makes a special 
analysis of the dependability of cut-offs. 

In brief, it is the author’s opinion that 
many cut-offs in the form of fire doors, 
special floors, sprinklers and what-not 
are not absolute fire-stops and are in- 
stalled for the purpose of securing re- 
ductions in fire insurance premiums. On 
maps and general inspection reports these 
cut-offs appear O. K. and assureds re- 
ceive full credit for fire prevention ef- 
forts. It is often the case, however, says 
Mr. Vlachos, that these cut-offs are not 
of full value in case of fire, because they 
are not used or are not kept in good 
working order, and the insurance com- 
panies err in their willingness to offer 
so readily credits for safety devices that 
fail to provide full safety. 

“Many years of practical inspection 
experience has taught us that determin- 
ing the dependability of cut-offs is a 
most complex task,” says Mr. Vlachos. 
“Each risk presents a different set of 
problems which can only be solved by 
careful inspection and analysis. 

“Matters are complicated by present 
(day competition ; the irresistible desire 
lor an ever expanding premium income, 
to which must be added the natural de- 
sire on the part of the underwriter to 
accommodate good brokers on_ lines 
where existing commitments are already 
up to the limit. 

“On the other hand, no_ underwriter 
enjoys finding himself overlined when a 
loss noti¢e comes in. He mav have been 
honestly misinformed about the risk at 
the time his line was set; his source of 
information regarding the amount sub- 
ject may have been unreliable. 

Che determination of the ‘amount 
subject’ is the most important factor in 
all underwriting problems.” 

Walls and Fire Doors 
Speaking of walls and fire doors, Mr. 
lachos says: 

Standard protection for openings calls 
for double, automatic fire doors built 
according to well defined specifications. 

ut the existence of such doors is not 
by any means enough. The very fact 
of their presence may constitute a grave 
element of danger to the underwriter 


through their implied but non-existent 
effic: cy. 


“it is an established fact, which has 


been proven through years of practical 
Msp ction experience, that practically no 
aut’ matic door will close upon the fusing 
of 2 link, if the door is not opened and 
closed daily. The reason is simple 
encuch. Any mechanism will fail through 
dist The lubricants on the track and 
on tne door bearings will gum sufficient- 
ly to retain the inertia of the door when 
the counter weights are released, unless 
om ‘oor is used regularly. In time the 
ack 


< and the rollers accumulate a thick 
Coating of dust. Frequently considera- 
4 corrosion occurs at these points. 

erefore it becomes necessary to test 
fach fire door in a firewall, and we must 
know that the doors are closed and 


opened regularly before we may look up- 
on the brick wall with standard fire doors 
as a dependable cut-off. 

“There are, however, other factors 
which have a tendency to affect the val- 
ue of this cut-off. 


Assureds’ Care of Cut-Offs 


“We have the assured to deal with. 
Only too freauently a fire door is in- 
stalled primarily to secure a rate con- 
cession. The door has no significance 
to the assured other than representing 
an expenditure which brought a profit- 
able return in lowered insurance cost. 
He is not conscious of its importance as 
a fire-stop. Possibly the doorway is in 
a much-frequented portion of the plant, 
and through accidental closing interfered 
with high speed production; assured may 
be a very lax manager exercising little 
supervision over the plant; labor may be 
scarce and consequently hard to control 
so that there is practically no discipline 
in the plant; department managers, 
highly paid and highly regarded, may 
have no tolerance for the need of fire 
doors—in all such instances we are apt 
to find the doors in neglected condition, 
stock piled against doors, blocking of 
doors, presence of tracks or runways 
through door openings, etc., all complete- 
ly “eliminating” the fire doors. 

“Beside the assured, we must also con- 
sider the occupancy, the processes and 
the nature of the stock in measuring the 
efficiency of fire doors. 

“An automatic fire door, in good work- 
ing order, depends upon the fusing of 
a link to release the door. The heat 
of the fire must remain at the doorway 
long enough to fuse the link, but the 
door must close before the fire has spread 
through the doorway into the cut off 
building. 


Sprinklered Risks 


“Protection at stair and elevator open- 
ings has been the cause of much mis- 
placed confidence, especially in sprin- 
klered risks. That weak cut-offs are 
strengthened by automatic sprinklers is 
not to be denied. On the other hand, 
sprinklers should not be expected to do 
the impossible. : ¥ 

“This leads us to the conviction that it 
is dangerous to consider stair and_ ele- 
vator opening protection, in an ordinary 
joisted building, sprinklered or not, as 
anything but a most unreliable draft 
check. They cannot possibly be consid- 
ered cut-offs in any sense of the word. 
In summer we find the doors tied open 
to aid ventilation, and in winter we find 
them tied open because no one has 
thought of closing them. Occasionally 
they are found closed, but we have no 
assurance they will remain so. 

“Summarizing the effect of sprinklers 
on cut-offs, we might briefly state: | 

“1—In joisted brick buildings, sprin- 
klers form no basis for materially in- 
creased dependence upon floor cut-offs. 

“2_In sprinklered mill constructed 
buildings it is best to place only limited 
reliance upon protected floor openings, 
and then only after careful inspection. 

“3.In sprinklered fireproof buildings 
we may depend, within reason, upon 
floor cut-offs, after inspection. 

“4 Practically all wall cut-offs are 
verv decidedly strengthened when backed 
up by an efficient sprinkler system. 


Distribution of Values 


“Conceding that a building has stand- 
ard and well maintained cut-offs, that 
the stock is non-volatile and not. explo- 
sive, and still the task of estimating the 
amount subject is not simple. 

“There are many industries which are 
seasonal and which are dependent upon 
the climatic changes for the acquisition 
of stock. Some localities are more or 
less dependent upon their basins and 
canals for moving merchandise. Some 
concerns will store up raw stock during 
the fall for use during the winter months 
when shipping by water is not so ad- 
vantageous. This throws a dispropor- 
tionate value in raw stock, for a period, 
at a point where normally it would not 
be of great importance. 

“The shifting of values in all risks is 


a possibility seriously affecting the un- 
derwriter in all cases where he depends 
upon a division of his liability. The only 
safeguard the underwriter has against 
this danger is his inspection department. 
The inspector must be familiar with the 
processes and peculiarities of operations 
of the risk he is inspecting. 
_ “When a risk if pronounced 50% sub- 
ject, cognizance is taken of the probable 
shifting of stock. The risk, at the time, 
may be only 25% subject, but at some 
time during the life of the policy, values 
will be more concentrated. As we have 
no assurance that the fire won’t occur 
under the most unfavorable circum- 
stances, we call the risk 50% subject. 
“An assured occupying a floor of a 
fireproof sprinklered loft building may 
devote 50% of his floor space to office, 
display and advertising purposes, 40% 
to manufacturing purposes, and 10% to 
the storage of raw and finished stock. 
One or two sprinkler heads opening over 
the stock can give the underwriter a 
practically total loss in a very few min- 
utes. Divide this 10% area into two 5% 
units, at extreme ends of the floor, and 
the underwriter has a chance for a par- 
tial loss. But the question is, how fre- 
quently is all of the stock in one of the 
5% areas?” 





ARSON SQUADS MEET 





Tennessee Forms State-Wide Associa- 
tion With Over 30 Cities as Mem- 
bers; Insurance Speakers 

The Tennessee Association of Arson 
Squads held its first annual convention 
a couple of weeks ago in Nashville. The 
elimination of incendiarism and arson 
prompted this meeting of arson squads 
which was presided over by State Fire 
Marshal E. M. Gillenwaters. More than 
thirty cities were represented. Talks 
were made at the opening session by 
Fire Commissioner Tompkins cf Nash- 
ville; F. H. Warren, special agent of the 
Royal, and Captain E. T. Helman of the 
Tennessee Inspection Bureau. 

The next session opened with a talk 
by W. F. Barry, Jr., assistant attorney 
general of Tennessee, who explained the 
various phases of arson law. Gen. Bar- 
ry was followed by Assistant State Fire 
Marshal E. L. Mitchell in a general dis- 
cussion and interpretation of the State 
Fire Prevention Law of Tennessee. 

One of the foremost experts on arson, 
E. L. Donovan, chief special agent of the 
National Board of Fire Underwriters, 
with headquarters at Chicago, spoke on 
the elements necessary to make an arson 
case; how evidence should be sought and 
obtained; the proper presentation of 
same to the Grand Jury and what each 
count in an indictment should contain. 

Ed M. Gillenwaters was elected presi- 
dent of the Association; F. O. Davis, 
first vice-president; C. C. Miller, second 
vice-president; J. G. Jennett, third vice- 
president, and Albert M. Alexander, sec- 
retary-treasurer. 





U. S. FIRE FIGURES 

The United States Fire, one of the 
oldest fire insurance companies organ- 
ized in this country, has filed its 104th 
annual statement showing total assets of 
$32,672,659, an increase of $5,220,000 over 
a year ago. The unearned premium re- 
serve gained $674,000 to $14,732,925. The 
company has a net surplus, as of the end 
of 1927, of $12,318,083 and a capital of 
$2,000,000. This is an increase over the 
previous year’s figures of $4,177,398 and 
shows the forward strides the company 
is making as a member of the Crum & 
Forster group. 





U. & O. FORMS ADOPTED 

The New York Fire Insurance Ex- 
change last week approved formally the 
new co-insurance use and occupancy 
form and adopted the basic rate for it. 
The texts of the forms were published 
last week. The rate basis’ for the new 
co-insurance forms is said to be 624% of 
the highest contents rate, except as oth- 
erwise controlled by existing rules. This 
rate will be equivalent to about 125% 
of the present per diem rate. 





Stringing wires for the 
early telegraph system 


PUTTERING dots 

and dashes speeding 
along two copper wires. 
Morse, the inventor of 
the telegraph, made the 
first rude working set in 
1837. On May 27, 1844 
the first dispatch was 
transmitted between 
Washington and Balti- 
more.— 

Today the telegraph 
has woven a veritable 
network of  intercom- 
munication. In so doing 
it has aided insurance in 
extending its protection 
to all parts of the world. 

The Home, now cele- 
brating its Seventy-fifth 
Anniversary, has reached 
out widely, and carefully 
formed its web of pro- 
tection in every hamlet, 
town and city. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


—Seventy-fifth Anniversary Year-- 
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Globe & Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1927 





ASSETS 
Bonds and Mortgages... $149,425.00 
U.S. Liberty Bonds.--. 518,200.00 - 
Government, City, Rail- 
road and other Bonds 
and Stocks ___-__---- 59,564,972.90 
Cash in Banks and Of- 
ee a ra 2,484,964.77 
Premiums in Course of 
Collection ......---- 8,827,461.77 
Interest Accrued ___--- 111,020.82 
Reinsurance Recover- 
able on Paid Losses._. 184,952.12 
$71,740,996.88 


Surplus to Policy Holders _ - 


LIABILITIES 
NE nccnwadwenmus $3,000,000.00 
ce Te 25,610,575.98 


Reinsurance Reserve. 21,162,599.90 
Losses in Course of Ad- 





ee 8,362,821.00 
Commissions and other 
ee ee 7,100,000.00 
Reserve for Taxes-_---_- 1,005,000.00 
Reserve for Deprecia- 
BE sc ncasncnmamennmennsaen 5,000,000.00 
$71,740,996.88 


$29,110,575.98 





Progress since Consolidation in 1899 


ASSETS 
Dec. 31, 1899 $529,282.59 
Dec. 31, 1910 5,290,002.12 
Dec. 31, 1920 42,765,374.55 
Dec. 31, 1925 67,922,096.58 
Dec. 31, 1926 71,740,996.88 


RESERVE 


$28,832.54 
1,936,224.86 
16,593,764.16 
20,265,572.73 
21,162,599.90 


SURPLUS 


$2,028.94 
2,365,363.37 
11,361,311.89 
24,161,943.85 
25,610,575.98 





E. C. JAMESON, President 
LYMAN CANDEE, Vice President 
W. H. PAULISON, Vice President 


J. H. MULVEHILL, Vice President and Secretary 


J. D. LESTER, Vice President 


W. L. LINDSAY, Secretary 

A. H. WITTHOHN, Secretary 

A. G. CASSIN, Assistant Secretary 
J. L. HAHN, Assistant Secretary 

M. J. VOLKMANN, Local Secretary 
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Much Opposition To 
Mass. Investigation 


PROBE NOW RATHER UNLIKELY 








President Hedge of the Boston Explains 
Fairness of Fire Rates; Costs Low 
and Losses High 





Loston, Mass., Feb. 10—The two days’ 


hearing before the Massachusetts joint . 


Jew)slative insurance committee at the 
State House on the question of inves- 
tigating fire insurance rates here came 
to a close Thursday, after the members 
of the committee had delved into the 
intricacies of rate making to their 
hearts’ content. The Boston Board of 
Eire Underwriters, the New England In- 
surance Exchange, insurance company 
officials, and the insurance commissioner 
were heard and questioned, and the 
statement made by Senate Chairman 
Muran of Mansfield, at the close of the 
session, which was his personal opinion, 
only to the effect that he “had seen 
nothing brought out at the hearings to 
warrant his committee asking the legis- 
lature to investigate the fire insurance 
companies.” ; 

The hearings embraced three bills, and 
included Governor Fuller’s recommenda- 
tion to the legislature that the matter 
of an investigation be looked into by 
the committee and the insurance com- 
missioner. 

The first day of the hearing was large- 
ly devoted to questioning Ralph = 
Sweetland, secretary of the New Eng- 
land Insurance Exchange as to the gen- 
eral scheme of rate making. Mr. Sweet- 
land handled himself extremely well and 
was never floored by any member of the 
committee, 

President Hedge’s Talk 

The second day was occupied in large 
part by President William R. Hedge of 
the Boston Insurance Co., who submit- 
ted facts and figures which conclusively 
exploded any argument that might have 
been advanced in favor of the proposi- 
tion. 

President Hedge held the closest at- 
tention of the committee as well as the 
members of the insurance fraternity 
gathered at the hearing. 

He said in part: 

“An investigation means expense, both 
to the state and to the companies, and 
in the case of a local company, an ex- 
pense indirectly against the citizens of 
Massachusetts who own the company. 
What is the necessity for what seems 
to me this wasted additional expense? 
Every company writing business in Mas- 
sachusetts is regularly required to file 
annually with the insurance commission- 
cr a statement of its entire business for 
the year. There is now on file in the 
insurance department figures giving the 
actual premiums and losses paid and in- 
curred in Massachusetts for each com- 
pany and for each year, for many years. 
These figures tell the story. 

“These figures show, as taken from 
the Massachusetts insurance commis- 
sioner’s records, for the stock companies 
for the five years period 1921 to 1926, 
earned premiums of approximately 
$135,162,339, and losses of $87,204,475, 
giving a loss ratio of 65.3%. Figuring 
that the expense ratio has averaged say 
430 during that period the companies 
actually sustained an underwriting loss 
on \lassachusetts business of 8.3%. Dur- 
ing that time there were no conflagra- 
tion 


The average rate of premium in Mas- 


sachusetts has dropped from 92 cents in 
1922 to 83 cents in 1926, whereas the rate 
in the balance of New England (other 
than Massachusetts) has increased from 
96 cents to $1.01, but on the other hand, 
Massachusetts loss ratio has steadily in- 
creased—the ratio of losses incurred to 
premiums written, jumping from 53.8% 
in 1922 to 66.4% in 1926, and the actual 
loss ratio to earned premiums, for the 
five year period, is 65.3% as against a 
loss ratio in other parts of New Eng- 
land of 54.7%, and a loss ratio over the 
United States as a whole of 58.3%. 
Effects of Rate Cuts 
“Naturally if the fire insurance com- 
panies are to continue to write business 
in this state, rates must be maintained 
at a point where after paying their ex- 
penses and deducting their losses they 
have a reserve that they can set aside 
to take care of a conflagration, and on 
top of that make something in the way 
of a profit for their stockholders. It is 
not the companies alone that are inter- 
ested in maintaining rates, but it is the 
property owners of this Commonwealth, 
because when the rates get to a point 
where they are unprofitable to the com- 
panies it naturally follows that the com- 
panies are reluctant to write the risks 
and consequently the owners of property 
find difficulty in securing the~protection 
they need. No man can borrow on a 
mortgage unless his house is insured 
and no merchant can borrow at the 
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National Fire Insurance Company 


OF HARTFORD, CONN. 
Statement, January 1, 1927 
CR i aio 'n 5.5 hs ch ua wo ecctincuceeesseececa $ 3,000,000.00 
RESERVE FOR ALL LIABILITIES............0 0 ccc cges 26,703,531.64 
NE 6.0 i tins 0-4 60 tone ckcwieece seed Saee ne 11,673,952.46 
CONTINGENT RESERVE FUND...........ccccccccece 800,000.00 
ME hla eae ce nacecacdaccawiecwedéonteckewedeas 41,377,484.10 
TOTAL SURPLUS TO POLICYHOLDERS............. 15,473,952.46 
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C. C. Hewitt, Secretary 
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L. C. Breed a 


R. M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 
1. G. Petersen (Marine) 

















bank unless his plant and his stock of 
goods are insured. 

“Massachusetts cannot ignore the pos- 
sibilities of a conflagration. We are an 
old New England community and our 
towns and cities for the most part are 
frame construction, with many buildings 
of the old type brick and frame, with 
shingled roofs. Most of us remember 
the disastrous fire of March 3, 1893, that 
swept the wholesale district of Boston 
with a loss of $3,000,000; and the Boston 
conflagration of 1889, with a loss of 
$2,800,000; and the Chelsea conflagration 
of 1908, with its loss of $10,000,000; and 
the Salem in 1914 with a loss of $8,000,- 
000; and last week Fall River, with its 
estimated loss of possibly $12,000,000. I 
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The INSURANSHARES MANAGEMENT COMPANY an- 
nounces the offering of a new issue, SERIES B-28. 
The need for an investment of the character of 
© INSURANSHARES TruST CERTIFICATES is abundantly 
proved by the fact that since April, 1927, four sep- 
A arate and distinct Series, known respectively as A-27, 
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the public. Over 5,000 investors have purchased 
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f Public is shown by the fact that nearly $1,500,000 
£ worth of Trust Certificates Series B-28 were sold 
: before the announcement of the offering was made 
public. 
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@ gree of safety, satisfactory yield, marketability and p 
f their promise of increasing income and enhancement A 
¢ of market value. j 
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¢ Price upon application j 
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c Send for circular explaining the advantages ] 
¢ of this sound and profitable investment. Y 
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think these figures the department has 
are conclusive that the expense of an 
investigation is unwarranted at the pres- 
ent time.” 

_Mr. Hedge referred to the examina- 
tions made by the insurance department 
every three years, and said that all of 
these records are open to the public. 

Continuing he said: 

_“The companies do not want an inves- 
tigation under vote of the legislature. 
If it were necessary in the interests of 
the citizens of the state, there would 
be no objection, but the figures clearly 
show that the rates are not excessive. 
In fact they are not high enough. The 
very word ‘investigation’ casts a slur on 
the business which is hurtful. The busi- 
ness is one which requires every effort 
to keep down expense and any investi- 
gation means interruption of the busi- 
ness and consequent added expense. 

Two Rate-Making Bodies 

. Now as to the making of the rates: 
The ratings in this state are made by 
two organizations, for the city of Bos- 
ton by the Boston Board of Fire Under- 
writers, and outside of Boston by the 
New England Insurance Exchange. 
These ratings are based on certain defi- 
nite classifications, each risk, other than 
the general classes, being individually 
surveyed and charged with its defects 
from the fire point of view, or credited 
with its improvements. Each property 
owner thus in a way determines his own 
rate. 

“The Insurance Exchange will be glad 
to show the method of rating to any 
member of the committee at any time. 
There is nothing that the fire insurance 
interests desire to conceal. We will be 
glad to tell you anything about our busi- 
ness you want to know.” 

Insurance Commissioner Monk wound 
up the hearing and said that in his opin- 
ion this was not the time to make any 
investigation of fire rates. 

“If by any chance this committee 
should deem it necessary, however,” he 
said, “for heaven’s sake do not recom- 
mend that it be made by a legislative 
committee or by the insurance commis- 
sioner. Not that I have not the utmost 
respect for the legislature, but I do not 
believe there is a man in it who knows 
much of anything about rate making. I 
am sure I do not, and I have studied the 
matter for some years. It would be a 
tremendous task to make this investiga- 
tion, involving great expense, much time 
and labor. 

“At the present time due to the situa- 
tion in Missouri and that pending in 
Arkansas the fire insurance business is 
having troubles enough without Massa- 
chusetts adding to it. This Missouri 
situation is liable to upset the entire 
rate making method of the companies, 


(Continued on page 31) 
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Functions and Future 
Of Land-Value Covers 


GROWING FORM OF INSURANCE 





Walter Mucklow, Florida C.P.A., Writes 
Authoritative Treatise on How This 
Insurance Is Underwritten 

Land value insurance is a newly devel- 
oped form of underwriting that appears 
to be enjoying fair popularity in different 
sections of this country where there are 
extensive real estate booms. It first be- 
came generally known during the great 
rush of speculators to Florida to buy land 
and since then has been used in connec- 
tion with the sale of property elsewhere. 

Halter Mucklow, a member of the 
American Institute of Accountants and 
associated with the accountancy firm of 
Mucklow, Ford & McCall of Jacksonville, 
Fla., has written a long article on all 
phases of land value insurance for a re- 
cent issue of the “Journal of Account- 
ancy.” \|Vhile this form of insurance is 
not one that the fire companies include 
among their many side-lines, it is, never- 
theless, an interesting field that probably 
will grow. The following extracts from 
Mr. Mucklow’s article explain what land 
value insurance is and how it functions: 

While land-value insurance is applica- 
ble to single or isolated lots, or parcels, 
of land, at the present time it is offered 
only upon tracts which are intended for 
subdivision into lots or into farms. 

If the owner of such a tract desires 
to obtain value insurance, he makes ap- 
plication to the insurance company and 
files with it a complete and minute de- 
scription of his property, showing its 
‘area, location, improvements, etc., to- 
gether with a plat of the subdivision, 
schedules of all the proposed selling 
prices and proof as to his title to the 
property. 

These statements are studied by the 
officers of the company, who apply to 
them the factors which are described 
later herein, and then the risk is accept- 
ed, or declined, or some modifications 
are suggested. 

If the risk be accepted, the company 
and the owner enter into a contract un- 
der which the former agrees to issue, at 
any time within a stated period, one of 
its policies on each lot in the subdivision 
in question. 

The owner then proceeds to sell his 
property, and each purchaser, upon mak- 
ing his initial payment, receives from the 
company an “interim certificate” stating 
that on his acquiring legal title to his 
lot, as described in the certificate, he will 
reccive a policy insuring the value of the 
lot up to a stated sum. 

Policies Cover 10 Year Period 


Under this policy the company guaran- 
tees the owner that the lot specified will 
be worth the sum for which it is insured 
at the end of a stated period, usually ten 
years. This guaranty, or insurance, does 
not become effective until the expiration 
of the ten years (or other specified term) 
and always remains effective for one year 
only. 

Therefore, the effect is that one who 
in 1927 purchases for $5,000 on an in- 
stalment plan a lot which is so insured, 
receives an interim certificate, and upon 
his completing the purchase, say, on Jan- 
uary 1, 1929, he receives a policy stating 
that at any time during the year 1939 the 
company will, on his request, pay him 
$5,000 for the lot upon his conveying the 
property to the company. 

This amount is payable by the com- 
pany to the assured on his request, re- 
gardless of any value or appraisal of the 
property in 1939. 

A few years ago, probably about 1923, 
there were formed the first companies to 
guarantee the value of real estate, and 
one of these, a Nevada corporation, did 
business in California, but it was decided 
that the business was practically insur- 
ance, and the company was ordered to 
stop operations. This brief experience 
had proved the value of such insurance 
and a company was organized as a land- 
value insurance company. In 1925 the 





California legislature passed an act con-. 


trolling land-value insurance companies, 
and this is now in force, the first com- 
pany having been licensed on May 27, 
1925. Since then, the insurance depart- 
ments of other states, notably Colorado, 
New Mexico, Nevada, Wyoming and 
Florida, have passed favorably on this 
form of insurance and have granted per- 
mission for land-value insurance com- 
panies to do business. 


May Organize in Nearly Every State 


It is safe to say that similar permits 
will be granted by all states whose laws 
provide for “miscellaneous” insurance 
companies, and it is stated on good au- 
thority that every state in the Union, ex- 
cept New York, does provide for such 
companies. 

There are in all some 87 underwriting 
factors which are taken into account, an 
appropriate “weight” being given to each 
factor, although these weights vary in 
different neighborhoods. Well established 
old communities present advantages and 
disadvantages differing from a younger 
and more rapidly developing neighbor- 
hood. 

Before a company will consider any 
risks in a given territory it makes a 
study of the conditions, obtains the fac- 
tors mentioned and applies them to the 
value of any tract submitted to it in 
such a way as to determine a value upon 
which the property will yield a fair re- 
turn—that is, the true commercial or sell- 
ing value. In determining the basic price 
to which the factors are applied, the 
companies obtain the assistance of the 
best appraisers or appraisal boards avail- 
able. 

Much stress is laid upon the proportion 
which the various kinds of business 
buildings and dwellings in any vicinity 
bear to each other. The companies are 
not appraisal companies and do not fur- 
nish owners with valuations. They sim- 
ply tell an owner whether or not they 
are willing to insure the owner’s prices. 


How Company Security Is Attained 

The security behind the policies is in- 
creased by the several “spreads” which 
apply to this kind of insurance, namely: 
(1) over a varied territory; (2) over a 
variety in the character of risks; (3) 
over the term of years. 

(1) Territory. No company intends to 
confine itself in any way. Its business 
will extend from its home town through- 
out the county and the state, and will 
become to a greater or less extent na- 
tion-wide, thus reducing, or avoiding, 
danger from any local depressions in 
business. 

(2) Character of risks. As at present 
organized, the risks may cover farming 
lands of varying kinds and various sub- 
divisions, such as high-class residences, 
medium-priced lots and mechanics’ 
homes, thus reducing the chance of dif- 
ficulties attacking any one class of pur- 
chaser. 

(3) Term. No policy is given until the 
land is fully paid for, and, in the case 
of lots sold on any deferred-payment 
plan, the policy is not delivered for sev- 
eral years after the date of the contract 
between the owner and the company, 
and then runs for ten years. As the 
owner is allowed ten years to sell the 
land, the policy may not become effective 
for twenty years in extreme cases—in all 
cases the risks are spread over a con- 
siderable period. 

Reserves. It is said that the companies 
now organized provide under their laws 
that 50% of all premiums received are 
set aside as a sinking fund which is 
invested and kept inviolable. The com- 
panies also say experience shows that 
losses never have averaged as high as 
20% of the total amount insured. 

What Will Be Effect of Value Insurance? 


The real estate business has always 
presented some of the most striking con- 
trasts to be found, for while land is the 
most staple commodity which we have, 
the prices for it have been subject to 
more frequent and violent fluctuations 
than have most other commodities pro- 
duced directly or indirectly from it. 

Anything which will stabilize these 


























|. oe a deafening roar — destruction! 
Destruction not paid for by fire insurance. 

Who would ever expect an explosion in a 
barber shop? How should the owner know that 
the innocent towel warmer has been the cause of 
many such explosions. 

It is up to the agent to tell him. Too often it is 
the agents fault when damage like this is not 
covered. Our agents study carefully the many 
different causes of explosions. They know that 
there are hiddenexplosion hazards in almost every 
business, in the home, everywhere. They have 
statistics on the great and varied damage done in 
connection with riots and strikes. 

Agents of this company sell many explosion, 
riot and civil commotion policies to hotels and 
hospitals, to large factories and the corner stores. 
How? By telling them about a danger they do not 
dream of. And by showing them how little the 
necessary protection costs. 
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prices must be of incalculable value. The 
qirect products of the soil—wheat, corn 
and other crops—are judged by a more 
or less fixed standard, guaranteed by 
some. form of official certificate. Foods 
we eat are warranted by the manufac- 
turers to conform to legal requirements; 
the necessities and luxuries we buy, 
whether they be motor cars or pearl 
necklaces, are guaranteed by the firm 
from which we buy them, yet land is, 
and always has been, bought largely on 
the representation of a more or less— 
and often less—dependable salesman 
whose very living depends upon the 
commission he receives for making sales. 

The wise developer will welcome this 
insurance. It not only affords him an 
unbiased and trained opinion as to his 
suggested values, but it affords him a 
“selling argument” which is unsurpassed. 

Land-value insurance is now obtainable 
in a number of widely separated states 
and it seems probable that its use will 
increase and may soon become nation- 
wide. However, the period of operations 
has been too short and the area covered 
too wide to enable one, at this time, to 
make any definite statement as to the 
financial results obtained by the various 
existing companies or as to the value of 
the security held for the assured. 





WITH L. & L. & G. SINCE 1850 





T. M. Brown, of Brown Bros. & Co., 
Third Generation to Serve on New 
York Board of Directors 
The recent election of Thatcher M. 
Brown, of Brown Brothers & Co., bank- 
ers of New York, as chairman of the 
New York board of the Liverpool & 
London & Globe, marks an interesting 
event, since Mr. Brown is the _ third 
member of his family in direct descent 
who has been connected with this British 
company. The L. & L. & G. commenced 
business in the United States in 1848, 
and in December, 1850, an advisory 
board was appointed and known as the 
New York board. James Brown, one of 
the founders of Brown Brothers, was 
elected a director and made chairman 
of the board at its first meeting, held 
in the office of Brown Brothers in Jan- 
uary, 1851. Mr. Brown gave valuable 
assistance to the company in the early 

stages of its operations.in America. 
Some years after the retirement of 
James Brown, his son, John Crosby 
Brown, also a partner of Brown Broth- 
ers, was elected to the New York board 
in January, 1890. John Crosby Brown 
died in 1909, after serving as a member 
of the board for a period of nearly twen- 
ty years. The third member of this fam- 
ily to become connected with the L. & L. 
& G. is Thatcher M. Brown, a son of 
John Crosby Brown. He was elected to 
a seat on the New York board to suc- 
ceed his father in December, 1909, and 
Was appointed a trustee in October, 1917. 





$525 FIRE ESSAY PRIZE 


The Fothergill prize of $525, awarded 
by the Royal Society of Arts in London, 
has been won by G. E. Keay, F.C.L.1, 
l'S.A., for a paper entitled “Fire Waste 
and Its Effects on the Economics of 
National Life in Great Britain.” Mr. 
Keay delivered the prize winning paper 
before members of the Insurance Insti- 
tute of Liverpool. Mr. Keay referred to 
the popular misconception that losses 
sustained by fire are completely com- 
pensated by the agency of assurance, 
whereas such indemnification is only af- 
forded to the individual, the actual re- 
covery of the resources which the coun- 
try has lost by the fire being impossible. 
While from the individual aspect the cost 
of replacement may be borne by the un- 
cerwriter, from the national aspect the 
country’s assets are definitely depleted in 
cach instance. 





“he Service Insurance Agency of Cam- 
den, N. J., has been incorporated with 
a capital of $100,000. The incorporators 
miclude John M. Halloran, Charles H. 
Benson and Ethel M. Benson. 


NEW LOUD SPEAKER ALARM 





Edinburgh, Scotland, Fire Dep’t. Instals 
Method to Talk With Person 
Ringing Alarm 
A new type of loud speaker fire alarm, 
known as the Carter Micro, has been 
installed by the Edinburgh Fire Brigade 
in Edinburgh, Scotland, as an experi- 
ment, at six outside centers. The alarm 
is contained in a box erected at a street 
corner and is connected with telephone 
instruments at the central fire station. 

Anyone wishing to report a fire must 
break a small pane of glass in the box; 
that causes the door of the box to fly 
open automatically, exposing to view two 
loud speaker apertures. Above one aper- 
ture are printed the words, “Wait; Fire- 
man will speak,” and above the other, 
“Reply here.” With the smashing of the 
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SAN FRANCISCO 


glass there is given sumultaneously an 
alarm ring at the fire station, and, al- 
though the fireman on duty replies 
through the ordinary telephone transmit- 
ter, his voice is amplified by the loud 
speaker in the street box and can be 
heard 12 feet away from the box. The 
person reporting the fire then gives the 
necessary information through the other 
aperture. 





NEW DETROIT AGENCY 

A new agency corporation, the Mer- 
chants’ Associated Corporation of De- 
troit, filed its papers with the secretary 
of state during the past week. The new 
company, capitalized at 500 no par value 
shares, is empowered to engage in the 
retail merchandising: business as well as 
operate an insurance agency. Incorpo- 
rators are Karl L. Kraft, Bert Bowes, 
and George E. Bushnell, all of Detroit. 


Insurance men and women should 
co-operate with the authorities in fire 
prevention and fire protection work to 
the end that all fires—and especially 
home fires— may be fewer in number 
and less deadly in their results, 
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Stop the . 


Home Fires Burning! 


Over 600 outbreaks daily or one every 
3 minutes. Millions of dollars and 
thousands of lives lost—mostly by care- 
lessness. Many of these fires are caused 


by the improper use of flammable liquids. 


ALUMNI ASS’N INCORPORATED 

On January 19, thirty associate mem- 
bers of the Insurance Institute of Am-' 
erica, in New York and vicinity, formed 
an alumni association. They voted to 
present a prize of $30 for the examina- 
tions in April, which will go to the 
student who takes all of the examina- 
tions, receives the highest mark, for in- 
stance, in the junior fire course, senior 
casualty, intermediate marine, or what- 
ever the course may be. It is not avail- 
able to those students who take make- 
up examinations. 





Mern & Thorvaldsen, Inc., Brooklyn, 
has been chartered at Albany with $10,- 
000 capital to conduct a general insur- 
ance agency and brokerage business. 
Chalmers Mern, Imar Thorvaldsen and 
Aaron Bearman of Brooklyn are the in- 
corporators. 
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Companies Present 
Facts On Virginia 


EXCESSIVE EARNINGS DENIED 





Stock Company Executives Show How 
Rates Do Not Discriminate Against 
Virginia Assureds 
The presidents of three Virginia fire 
insurance companies, acting on behalf of 
all the stock insurance companies oper- 
ating in that state, have put out in print- 


ed form a reply to the fire insurance 
investigating commission which is now 
seeking changes in the Virginia laws 
regulatng fire insurance. These officials, 

~L. Lawson, president of the Old 
Dominion Fire; Samuel W. Zimmer, 
president of the Petersburg, and Freder- 
ick E. Nolting, president of the Virginia 
Fire & Marine, contend that the com- 
mission has presented to the legislature 
a report that is a serious failure to 
present the true status of the conduct 
of fire insurance, and that the Virginia 
policyholders are not being discriminated 
against. 

Speaking of the reasonableness of 
rates the companies’ reply says: 

“The records of the Insurance Depart- 
ment of Virginia show that the fire in- 
surance companies sustained an average 
operating loss on their business in Vir- 
ginia of 4.19% for the five-year period 
1921 to 1926, inclusive, and a loss of 
2.69% for the five-year period 1922 to 
1926, inclusive, and these figures are not 
questioned by the commission. Never- 
theless, by their failure either to under- 
stand or to take into account the facts 
and figures presented to them by the 
companies, the Insurance Commission by 
the erroneous addition of certain figures 
of income and the erroneous subtraction 
of certain figures of outgo presents a 
table that purports to show a profit to 
the companies for the five-year test pe- 
riod 1921 to 1925, inclusive, in Virginia 
of $5,662,402, or 10.98% of the earned 
premium. 

“Included by the commission in this 
alleged profit of over five and one-half 
million dollars is 40% of the purported 
increase of unearned premium reserve 
amounting to $530,440. They present a 
set of figures from which they state that 
this amount is figured, but these figures 
are based upon approximations and do 
not check with themselves. 

Unearned Reserve Interest 





“Likewise the commission includes in 
this alleged profit of over five and one- 
half million dollars two million dollars 
interest on unearned premium reserve 
figured at 4%. Such a figure is only 
an approximation and fails to take ac- 
count of the portion of the reserve that 
is not invested consisting of that part 
which is in cash in bank and also pre- 
miums uncollected and in agents’ hands. 
The commission also ignores the credit 
in premiums that has been given policy- 
holders carrying insurance for a longer 
term than one year which is more than 
the equivalent of the interest on their 
advanced payments. To illustrate, a 
16 2/3% credit is given on policies writ- 
ten for three years and 20% credit on 
policies written for five years. Moreover, 
the companies deny that investment in- 
come can be considered for rate making 
purposes. 

“The commission arbitrarily includes 
as profit $2,340,578, which it determines 
as the excess of incurred over paid losses 
for the test period, which amounts to 
744% of the incurred losses. In doing 
so, the commission has ignored the fact 
duly presented to them that the normal 
difference between incurred and paid 
losses for the United States as a whole 
and for Virginia as well is only about 
1%. In this connection the companies 
have attempted to show the commission 
that the only accurate method of deter- 
mining losses for any given period is on 
the incurred basis, namely, by adding to 
the paid losses for that period the in- 


crease, if any, during that period of lia- 
bility for losses in process of adjustment. 

“The alleged profit figured by the com- 
mission from the conduct of the fire in- 
surance business in Virginia for the 
years 1921 to 1925, inclusive, amounting 
to $5,662,402.25, is not supported by the 
facts; on the contrary, these same facts 
establish the figures compiled by the In- 
surance Department of Virginia and filed 
with the Insurance Commission, show- 
ing a net excess of losses and expenses 
over premium income for the period 
amounting to $2,162,150 or 4.19% of the 
premiums.” 


Alleged Rate Discrimination 


On the subject of alleged discrimina- 
tion between Virginia and other states 
the companies presented facts of nation- 
wide experience as follows: 

“The Insurance Commission presents 
a table which purports to compare the 
average premium rate of Virginia with 
that of other states of the United States 
as a whole, and also a comparison of 
what the commission calls the burning 
ratio for the same territories, both for 
the period 1921-1925, and for the year 
1926. Notwithstanding the contention of 
the commission that losses should be fig- 
ured upon a paid rather than incurred 
basis, it is noted that the commission 
in determining these figures for the year 
1926 used the lossés on an incurred basis. 
Possibly this may be explained by the 
fact that the commission thereby obtains 
for Virginia a ratio of losses to pre- 
mium of 49% in lieu of the 61% which 
in other parts of their report they main- 
tain should be used. 

“In order to demonstrate at one and 
the same time the error of the Insurance 
Commission in the use of figures pre- 
sented in their report, and also to show 
that the existing level of premium rates 
in Virginia does not discriminate against 
the policyholders of Virginia, the follow- 
ing table of average premium rates and 
burning rates is presented, showing the 
proper figures for each of the states and 
for the United States as named by the 
commission. These figures are taken 
from the same source of information 
used by the commission, namely, ‘Fire 
Insurance by States,’ and are on a basis 
of losses paid, which the commission 
contends is the basis to be used. They 
are for the five years 1922-6 inclusive, 
which is the latest compilation available. 


Average 

Average burning 
premium rate per rate per $100 
State $100 of insurance of insurance 
if a $1.16 63 cents 
Maryland 00... .89 46 cents 
Pennsylvania .... iO7 43 cents 
New: VOR. 0.655 mA 40 cents 
West Virginia ... 1.25 80 cents 
North Carolina... 1.05 58 cents 
United States.... .97 53 cents 


“A comparison of these figures for 
Virginia with those of any other state 
named in this table as selected by the 
Insurance Commission or with the 
United States as a whole shows that the 
average premium rate in Virginia is not 
any higher than is warranted by its 
burning rate. For instance, the burning 
rate in Virginia is 17 cents higher than 
in Maryland, while the premium rate is 
27 cents higher. The burning rate in 
Virginia is 10 cents higher than for the 
United States as a whole, while the pre- 
mium rate is 19 cents higher. In these 
two examples the excess in premium rate 
for Virginia is not proportionately as 
great as its excess in burning rate, be- 
cause with an expense and profit ratio of 
about 50% an excess of 17 cents in burn- 
ing rate would correspond with an ex- 
cess of 34 cents in premium rate and an 
excess of 10 cents in burning rate with 
an excess of 20 cents in premium rate, 
since the premium rate must cover losses, 
expenses and profit. 


Loss Ratios Compared 


“Applying these comparative figures in 
another way, if the premium rates in 
Virginia were on the level of premium 
rates in the United States as a whole 
or in the other states named by the 
commission, the loss ratio, namely, the 


ratio of losses to premiums, instead of 
being 54% in Virginia would figure as 
follows: 

“At Maryland average rate, Virginia 
loss ratia would be 71%, contrasted with 
an actual loss ratio in Maryland of 51%. 

“At Pennsylvania average rate, Vir- 
ginia loss ratio would be 65%, contrasted 
with an actual loss ratio in Pennsylvania 
of 45%. 

“At New York average rate, Virginia 
loss ratio would be 89%, contrasted with 
an actual loss ratio in New York of 
56%. 

“At West Virginia average rate, Vir- 
ginia loss ratio would be 50%, contrasted 
with an actual loss ratio in West Vir- 
ginia of 64%. 

“At North Carolina average rate, Vir- 
ginia loss ratio would be 60%, contrasted 
with an actual loss ratio in North Caro- 
lina of 55%. 

“At United States average rate, Vir- 
ginia loss ratio would be 65%, contrasted 
with an actual loss ratio in the United 
States as a whole of 54%. 

“It should be entirely evident, there- 
fore, that the discrimination which the 
Insurance Commission by its misuse of 
terms and presentation of erroneous fig- 
ures contends exists against Virginia 
does not, in fact, exist at all, and that 
on the contrary the average premium 
rate of Virginia is justified by its aver- 
age burning rate as compared to other 
states and the United States as a whole.” 





JOINS AGENTS’ ASSOCIATION 

George W. Scott, a graduate of Dart- 
mouth College in 1926, and whose home 
is in Portsmouth, N. H., has joined the 
New York headquarters staff of the Na- 
tional Association of Insurance Agents. 
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THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 
HOME OFFICE 


Hanover Building, 
34 Pine St. 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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BRITISH FIRE LOSSES 





Figures Show a Reduction of Over 
£800,000 Over That of Previous 
Year 


After four months in which the fire 
losses in the United Kingdom were com- 
paratively light, December proved a 
costly month for fire offices. The esti- 
mated cost of the principal fires is the 
heaviest since July, 1926. It amounts to 
£675,000, as compared with £387,000 in 
November. last and £374,000 in December 
of 1926. 

Taking into account only losses in 
which the damage amounted to £1,000 
or more and adding the customary 50% 
in respect of fires costing individually 
less than £1,000, the total cost of all fires 
in Great Britain and Ireland in Decem- 
ber amounted to £1,013,000, in compari- 
son with corresponding losses of £580,- 
000 in November last and £561,000 in 
December, 1926. 

The total losses for the year 1927 are 


estimated at 46,495,000, in comparison’ 


with corresponding losses of £7,304,000 
in 1926, showing a reduction of £809,000. 

The estimated losses caused by all fires 
costing individually £1,000 or more in 
Great Britain and Ireland for 1927 totals 
£4,330,000, while that for 1926 amounted 
to £4,869,400. 





PAVONIA FIRE TO START 





Certificate of Incorporation Expected 
This Week, According to Presi- 
dent James F. Pershing 
The Pavonia Fire of New Jersey. with 
headquarters at 75 Montgomery Street, 
Jersey City, and which has been in a 
state of organization for more than a 
year, expects to receive its certificate of 
incorporation this week, according to an 
announcement made last week by Presi- 

dent James F. Pershing. 

The company will start with a capital 
of $500,000 and will operate along the 
customary agency lines and will confine 
itself to the writing of general fire in- 
surance in New Jersey for the present, 
but expects to enter other states as soon 
as arrangements can be completed. 





INSTITUTE EXAMINATIONS 


The examinations of the Insurance In- 
stitute of America, Inc., will begin on 
Monday, April 16, this year. There will 
be examinations in the casualty. fire, life. 
marine and surety branches. They will 
be held at the following centers: Aft- 
lanta, Baltimore, Boston, Charleston. W. 
Va.; Chicago, Dubuque. Glens Falls, 
Gloversville, Manchester. N. H.; Newark, 
New York City. New Haven, Philadel- 
vhia, Pittsburgh, Rockford. Ill.: San 
Francisco, Seattle, Springfield, Mass.; 
Washington. D. C.; Watertown, N. Y.; 
Winnipeg, Manitoba. 





HILL WITH LOSS BUREAU 


W. E. Hill, assistant manager at 
Philadelphia of the Home and allied com- 
panies, is resigning to ioin the General 
Adjustment Bureau as Philadelphia dis- 
trict superintendent, an office created for 
the supervision of eastern Pennsvlvania 
and southern New Jersey. Mr. Hill was 
formerly with the General Adjustment 
Sureau as an adjuster with the New 
York office, resigning in 1920 to go with 
the Home as head of its Philadelphia 
adjustment office. In 1926 he was ap- 
pointed assistant manager of the group. 
Hie is a man of excellent ability and 
knows the loss game thoroughly. 





FRANKLIN FIRE PROMOTIONS 
H. H. Schulte has been made assistant 
treasurer and Ferd. Ermisch and John 
Glendenning assistant secretaries of the 
Franklin Fire of Philadelphia, a member 
of the Home fleet. Mr. Schulte is a 
secretary of the Home, Mr. Ermisch is 
Secretary of the City of New York and 
Mr. Glendenning is assistant manager of 
the Philadelphia office of the Home and 
the Franklin. 


INSURANCE FUND ASSETS GROW 





Companies Carry Nearly $4,000,000 On 
Elizabeth’s Public Buildings; Com- 
mission $749,500 
The assets of the Elizabeth, N. J., In- 
surance Fund Commission aggregated 
$53,900 on December 31, 1927, compared 
to $50,096 at the close of 1926, accord- 
ing to its annual report issued last week. 
During the past year, the commission 
was required to pay only one fire loss, 
amounting to $61.07, for damage caused 

by a blaze in a public school. 

The year’s receipts totaled $20,742, in- 
cluding $12,437 for premiums from the 
Board of Education, $109 from the Board 
of Health, $776 from the Board of Fire 
Commissioners, $1,314 from the Board 
of Works, $67 from the charity depart- 
ment, $61 from the police department, 
$236 from refunds from adjusted pre- 
miums, $102 from interest on bank bal- 
ances and $2,000 from interest on in- 
vestments. 

Disbursements comprised $12,964 for 
premiums paid to insurance agents, $61 
for a liability loss. Insurance carried by 
the fund amounts to $749,500, while poli- 
cies placed with various companies ag- 
gregates $3,995,560. 

Since its creation in 1916, the Insur- 
ance Fund Commission has_ received 
budget appropriations totaling $25,000 
from the city council, its earnings since 
then more than doubling its assets above 
that figure. 


N. Y. Licenses 


The following New York brokers’ li- 
censes have been issued at Albany: 
Salvatore J. Ceonzo, 105 Union street, Brook- 








yn. 

Moses Metzger, 80 John street, New York City. 

Smith & Shapiro, 250 West 57th street, New 
York City. 

Frank Razza, 1821 East 12th street, Brooklyn. 

Abraham Greenstein, 150 Nassau street, New 
York City. 

Bernard Greenfield, 2301 Avenue L, Brooklyn. 

Alfred R. Brady and James F. Granna, 2760 
Grand Concourse, New York City. 

Roger L. Bigelow, 13 North avenue, New 
Rochelle. 

Julius Sher, 389 Berry street, Brooklyn. 

George Wolfe, 777 Eastern Parkway, Brooklyn. 

Maurice Gumberich, 41-50 74th street, Jack- 
son Heights. 

James Healy, 17 West 60th street, New York 


ity. 

Robert Anderson Rees, 1634 West Fourth 
street, Brooklyn. 

A. B. Casey & Company, Inc., 203 East Ford- 
ham Road, New York City. 

St. Joseph Agency, Inc., 100 William street, 
New York City. 

Jack Ehm, 984 Broadway, Brooklyn. 

Charles A. Petring, 60-06 Cooper avenue, 
Evergreen. 

George F. Schmidt, 59 Maiden Lane, New 
York City. 

Robert Dall, 80 Maiden Lane, New York City. 
John C. Gregory, 78 Broad street, New York 


ity. 

G. F. Hubbard & Co., 101 Park avenue, New 
York City. 

Nyamco Associates, Inc., 135 Broadway, New 
York City. 

William Charles Walker, 474 South Salina 
street, Syracuse. 

Arthur R. Goranson, 204 Hotel Jamestown 
Building, Jamestown. 

Herbert L. Kohns Co., Inc., 11 Park Place, 
New York City. 

Edward Brisk, 273 Wyoming avenue, Buffalo. 

Francis D. Sheehan, 404 Niagara Falls Trust 
Co. Bldg., Niagara Falls. 

a A. Malcolm & Son, Main street, Boone- 
ville. 

Frank Buono, 47 Carroll street. Binghamton. 
John Williams, 74 Wellington Road, Buffalo. 
Louise M. Zoern, 317 Broadway, Buffalo. 
Edward LeRot McCaslin, 327 Baldwin street, 
Elmira. 

James FE. Carothers. Inc.. 506 Onondaga 
County Savings Bank Bldg., Syracuse. 

Isaac H. Cohen, 24 Campbell Bldg., Augusta, 
Georgia. 

George A. Marshall, Jr., 102 Union street, 
Hamburg. 


NEW McDONOUGH OFFICES 

E. W. McDonough & Co., insurance 
agents, have removed to more spacious 
quarters in the Academy building, at 17 
Academy street, Newark. 





DeWitt & Brodhead, Inc., Kingston, 
N. Y., insurance business, has been char- 
tered at Albany with $5,000 capital. 
Harry H. Van Aken, Greenwich, Conn. ; 
Edgar H. A. Chapman, Scarsdale, N. Y., 
and Carl A. Espach, Elmont, N. Y., are 
directors and subscribers. 
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; MARINE & AUTOMOBILE DEPARTMENT 

















Would Narrow Scope of 
Marine Re-Insurance 


PROFIT TREATIES CRITICIZED 








H.'H. Stitt of Liverpool Says Companies 
Should be Satisfied With Less 


Gross Premiums 





Speaking at the one hundred and 
twenty-sixth annual meeting of the Liv- 
erpool Underwriters’ Association, H. H. 
Stitt, the chairman, not only reviewed 
events of the past year, but made some 
remarks on existing conditions. A year 
ago he had criticized the system of re- 
insuring under treaties which gave the 
re-assured a commission on premiums, on 
the grounds that the reinsurance rate 
of today becomes the original rate of to- 
morrow. This year, while regretting 
that any further reference to this abuse 
was not in the nature of flogging a dead 
horse, he pointed out how the principle 
of trying to reinsure at a profit militates 
against the efforts which are being made 
to improve marine insurance business. 

The reference was, of course, to the 
campaign inaugurated at the meeting of 
company chairman and underwriters last 
July. He appealed to underwriters not 
only to abandon the “profit treaty,” but 
also to discard the world-wide treaties 
of modern marine reinsurance, and to re- 
vert to the treaties with closer geo- 
graphical limits which many of the older 
school of underwriters still favor. 

Limitation of Commitments 

After deprecating the institution of 
tarifis in marine insurance as tending to 
drive business to non-tariff markets, Mr. 
Stitt suggested that underwriters should 
be satisfied with smaller gross premiums, 
which implies the acceptance of smaller 
criginal commitments and less re-insur- 
ance. He asked that companies with 
agents abroad should be content to ob- 
tain their forcign business through those 
agents, instead of competing with them, 
as is sometimes now the case. He ad- 
vocated the restoration of reinsurance to 
its proper function: “That of enabling 
an underwriter to average and regulate 
his lines and to get rid of risks on which 
he does not wish to make a book,” and 
he expressed the belief that if these 
thines were done marine insurance, both 
at home and abroad, would show a 
brighter prospect. 

Here Mr. Stitt was speaking from ex- 
perience, for it is admitted that in hull 
business the tacit agreement to reduce 
commitments made in February, 1926, has 
helped to bring about an improvement, 
and there is no reason to think that 
some such arrangement would fail where 
cargo business is concerned. It must be 
remembered that Mr. Stitt is a member 
of the joint committee of Liverpool and 
London Underwriters, created last July 
for the purpose of drawing up a scheme 
for the improvement of business, and that 
for this reason he is exceedingly well 
qualified to: spéak on the subject with 
which he dealt in his speech. 





LLOYD’S ENTRY DENIED 

Application for admission to Michigan 
has recently been filed with the Michi- 
gan Department by London Lloyd’s, it 
was announced last week by officials of 
the state bureau. The application, of 
course, was denied as it is impossible 
under present Michigan laws for a for- 
eign organization of the Lloyd’s type to 
acquire authorization, the law stipulating 
that all such underwriters be citizens of 
the United States. It is possible for 
corporations to become licensed. even 
though they be domiciled in a foreign 
country. but not individuals as is the case 
at Lloyd's. 


EGYPTIAN LEGISLATION 





Likely That*Measures Will Be Sought 
to Control Operating Insurers 
in Egypt 

Manchester,’ England, is probably 
more interested in affairs pertaining to 
Egypt than any other city in the United 
Kingdom. It is, therefore, exceedingly 
interesting to sce what the “Commer- 
cial” has..to say regarding how foreign 
interests will best be served in regard 
to insurance legislation. The Cairo cor- 
respondent writes: 

“Since I suggested that the Egyptian 
Government would endeavor to pass leg- 
islation to control insurance companies 
operating here considerable progress in 
this direction has been made. The Gov- 
ernment on the one hand and a commit- 
tee representing interested companies on 
the other have been studying the ques- 
tion, and a note reviewing the present 
insurance position in Egypt has been 
submitted to the Minister of Finance. 
I understand that the note suggests that 
a committee, representative of both the 
Government and of insurance interests, 
should be formed to discuss the nature 
of any future legislation that may be 
thought necessary. There is reason for 
thinking that the Egyptian Government 
has not been unmindful of the action of 
the Board of Trade when it appointed a 
departmental committee to inquire into 
the working of the Assurance Compa- 
nies Act (1909), The question of guar- 
antee deposits will probably be the most 
important part of the work of the com- 
mittee to be formed here.” 





HEAVY MICHIGAN LOSSES 


After several previous cold waves had 
swept across Michigan during the cur- 
rent season without an attendant trail 
of fires, the latest and most severe period 
of frigidity of the winter took its toll 
over the past week-end when several 
blazes rolled up a total loss of some 
half million dollars and made the past 
weck’s record the worst since the time 
of the Briggs fire and explosion in De- 
troit last spring. Both Detroit and 
Muskegon were scenes of $150,000 fires, 
a $200,000 loss was sustained at St. Jos- 
eph when a paper mill burned, a sorority 
house fire at East Lansing added some 
$20,000 to the loss total, and sundry other 
small fires throughout the state added 
considerably to the total damage over 
the week-end. Earlier in the week a 
$100,000 hotel fire was recorded at Pe- 
toskey and River Rouge was the scene 
of a $40,000 garage blaze. 





Dunn & Foley, Inc., Yonkers, N. Y., 
insurance business, has been chartered 
at Albany with a capital of 50 shares 
non par value. 


EXPLAIN HIDES RISK CLAUSE 





Clause Reprinted to Make Restrictive 
Meaning Clear to Various 
Classes of Assureds 
The statement issued last July respect- 
ing the decision of the members of the 
Institute of London underwriters not 
specifically to cover the risk of damage 


by sweat, fresh water and heating in the 
insurance of hides and skins has caused 
so many inquiries that the wording of 
the agreement has now been reprinted 
as follows: 

“Not specifically to include the risks 
of damage by sweat, fresh water, and 
heating in insurances on hides and skins 
of all descriptions and condition in the 
raw state, skins used for furrier pur- 
poses, skins partly tanned and the like.” 

The agreement was dated July 15 and 
came into effect immediately, as far as 
12 months’ covers were concerned, on 
renewals and, in the case of permanent 
covers, i. e., those in which no cancelling 
date is fixed, on December 31. The 
Leather Trade Association of Madras has 
informed its members of the decision and 
has pointed out that, in future, the risks 
will be those of the buyers. 

The trouble, it has been explained, is 
sometimes caused by the condensation of 
moisture and is preventable by careful 
ventilation and stowage. It should be 
noted that the agreement provides for 
the exclusion of specific cover against 
the risk of sweat damage, etc., and not 
against damage of this nature arising 
from a marine casualty. 





COVERS ON THAMES FLOODS 





Rates on Chemicals and _ Focdstuffs 
Boosted Rapidly; General Losses 
Were Not Very Heavy 
Reports so far received by Lloyd’s in- 
dicate that the liablity of underwriters 
as a result of the floods in London and 
district, from the Thames tidal 
wave, may be greater than anticipated. 
It is not, however, expected to be ex- 

tensive. 

After the bursting 
ment underwriters found difficulty in 
quoting agreed rates, and quotations 
were all topsy-turvy. Foodstuffs i in riv- 
erside warehouses were insured at #1 
per £100, and a couple of days later 
chemicals were covered at 10s. per £100, 
whereas a week previously similar busi- 
ness could have been done at 2s. 6d. 
per £100 and under. 

The “all-in” policies of many compa- 
nies cover damage done to house con- 
tents by floods up to 5% of the sum 
insured. “Contents” does not include 
automobiles, but the manager of the 
automobile department of the Eagle, 
Star & British Dominions, said that he 
thought his office would meet all claims 
for autos damaged by flood in the same 
way as damage by snow has been met, 
although flood damage is not  specifi- 
cally included as a normal auto insur- 
ance risk. 
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APPLETON & COX, Inc. 


Street, 








AUTOMOBILE INSURANCE 


United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $5,335,216.16 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $8,132,324.02 


Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,293,473.36 
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A WRITER ON 
MARINE INSURANCE 


is wanted by a well-known tra:le 
paper to prepare a news article on 
developments in the Marine Insir- 
ance field twice a month. 
The man we are looking for is iit 
necessarily a practiced writer. {le 
is probably engaged in Insurance 
work and would prepare these arti- 
cles in his spare time. 

Box 1075 
THE EASTERN UNDERWRITER 

110 Fulton St., New York 
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INSURANCE CREDITS SUCCESS 








Only Self Supporting Dep’t of the 
British Overseas Trade, According 
to Report 


Although its insurance plan has only 
been in operation for eighteen months, 
the Export Credits Guarantee Depart- 
ment of the British Department of cea 
seas Trade claims that it is one of the 
few Government departments which is 
entirely self-supporting and involves no 
charge whatsoever on the general tax- 
payer. 

The scheme was first launched in July, 
1926, following on an inquiry carried out 
by a committee set up by A. M. Sam- 
uel, then Parliamentary Secretary for 
Overseas Trade. So far the department 
has issued contracts under this scheme 
covering business for well over £1,000,- 
000, the turnover is reported to be ex- 
panding rapidly. 

Under the floating contract the de- 
partment agrees with an exporter on a 
schedule of the names of importers in 
any country and the amounts to be out- 
standing on them at any one time dur- 
ing six months. The exporter is then 
covered for goods shipped to these pur- 
chasers during that six months and 
merely’ declares his bills as they are 
drawn, in much the same way that he 
makes declarations under a marine in- 
surance policy. 

The business insured under the scheme 
has been world wide, but among the 
importing countries Australia, South 
Africa, Brazil, Argentina, Germany, 
France, Spain, Italy, Poland and Ruma- 
nia have been some of the most con- 
spicuous. Among the industries which 
have made most use of the scheme, cot- 
ton and woollen textile manufactures of 
all kinds are prominent, though iron and 
steel, machinery, and vehicles are also 
well represented. The work of the Ex- 
port Credits Guarantee Department has 
grown so rapidly of late that it has been 
found necessary to move to larger and 
more central premises at 9, Clement's 
Lane, Lombard street, London. 





SHIP FIRES STATISTICS 


In its annual report, the committee of 
the Liverpool Underwriters’ Association 
is able to refer to a slight diminution 
in the number of fires at sea in 1927, but 
it calls attention to the prevalence of 
outbreaks, on which comment has been 
made in other quarters, and has active- 
ly interested itself in the subject. ‘The 
committee says that according to the 
association’s records, 517 fires have oc- 
curred in steamers, of which 168 took 
place in bunkers and 349 in cargoes, “tc. 
The average number of fires for the 
period 1919- 27 is 534. This average, 
the opinion of the committee, is serious 
to all concerned, and drastic meastires 
ought to be taken by all parties intcr- 
ested to prevent fires occurring. 





Stake, Bainbridge & Lasker, Inc., \ 
York City, insurance business, has b. a 
chartered at Albany with a capital of 300 
shares non par value. Albert Stake, 
John K. Bainbridge, Stapleton, S. I., and 
Philip Lasker, St. George, S. I., are di- 
rectors and Carl F. Farbach, Robert dD. 


Gerstenlauer and John H. Wharton, Sew 
York City, are subscribers. 
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| CASUALTY anp SURETY NEWS 





J. E. Donahoe Testifies 
Before Prof. Rogers 


HEADS COMPENSATION BUREAU 





Defends His Department’s Activity; 
Reaction to Hamilton’s Boost for 
State Insurance Fund 





Casualty company men were more or 
less interested in what James A. Ham- 
ilton, state industrial commissioner in 
New York, had to say about the admin- 
istration of the state’s insurance fund 
in his testimony before Moreland Act 
Commissioner Lindsay Rogers last week. 
One of Mr. Hamilton’s statements was 
that the “surest way for employers to 
protect themselves against liability and 
fraudulent claims was to resort to the 
use of the state insurance fund to the 
exclusion of private companies.” 

Referring to the recent failure of some 
insurance companies, especially one New 
Jersey organization which caused no lit- 
tle embarrassment and considerable loss 
to New York employers and claimants, 
Commissioner Hamilton advocated that 
all “foreign” companies, namely, those 
outside the state, be compelled to deposit 
security with the Labor Department to 
the total amount of the New York poli- 
cies, as a contingent fund to provide 
against possible bankruptcy. 

How Fraud Is Dealt With 


On Tuesday of this week the hearing 
was resumed at the department office, 
Commissioner Rogers again presiding 
and taking the testimony. The chief 
witness was James E. Donahoe, director 
of the State Compensation Bureau, who 
showed how his department dealt with 
the various problems of workmen’s com- 
pensation insurance and what has been 
done to correct some of the evils that 
have crept in in recent years. He cited 
two or three concrete cases of detection 
of fraud which, he thought, proved be- 
yond any doubt that the bureau was 
exercising great vigilance in its effort to 
run down fraudulent claims. 

Mr. Donahoe showed, among other 
things, the abuse of privileges that in- 
surance cSmpanies had enjoyed in being 
allowed to investigate certain cases with 
the aid of the department’s files. In 
some cases, he said, certain companies 
tried to investigate twenty-five to thirty 
cases at one time, but the department 
had not the facilities for this. Often- 
times, he said, papers were found to be 
missing after the investigations had been 
concluded, so that the commissioner 
found it necessary to request written au- 
thorization from the company heads 
where such information was needed. 

Asked by Commissioner Rogers if he 
favored the use of the rehabilitation 
committee in the determination of lump 
sum awards, Mr. Donahoe said most 
emphatically that he did, and that the 
Labor Bureau, working in conjunction 
with it, had been able to uncover a good 
deal of fraud. Mr. Donahoe said the 
department in the last few years had 
teduced lump sum awards substantially. 
He was of the opinion that the lump 
sum was one of the chief reasons of 
rauc, 

When asked in how many instances 
his department acted contrary to the 
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I. Miller Hamilton 
On A. & H. Problems 


CAUTIONS NEWER COMPANIES 





Says Federal Life Is Now Making In- 
creasing Use of the “Waiting 
Period” Plan 





Isaac Miller Hamilton, president of the 
Federal Life and one of the leaders in 
the accident and health field, has come 
out this week with some interesting com- 
ments on the trend in these lines. Mr. 
Hamilton sees the field strewed with 
many problems, one of which is the in- 
creasing competition, especially by the 
newer companies whose managements 
have had little or no adequate experience 
in studying policy coverages and ade- 
quate premium rates for them. 

He says: “A number of companies 
have broadcast coverages at premium 
rates inadequate to pay the losses there- 
on which experienced underwriters are 
confident will be realized under such 
policies. The ably managed company 
will not allow itself to be forced into 
offering coverages for insufficient pre- 
miums. It will proceed with proper cau- 
tion. It will develop from time to time 
more scientific methods for figuring net 
rates and then add a proper percentage 
of loading to take care of acquisition 
costs and incidental and other expenses 
necessary in the transaction of the bus- 
iness, 

Rate Increases Inevitable 

“Some companies now experience an 
almost constant underwriting loss and 
rely for such little profits as they have 
upon their interest earnings on reserves 
or on their investment profits. So far 
as our own volume is concerned we made 
a very substantial increase in 1927 over 
our 1926 accident and health premiums. 
We increased such premiums froth $2,- 
774,000 in 1926 to $3,195,000 in 1927, which 
represents a gain of $421,000.” 

Commenting on loss ratios for the past 
year, Mr. Miller predicted that many 
companies must increase their premium 
rates on several of their coverages if 
they are to break even. He felt that un- 
questionably the automobile was an in- 
creasing factor in accidental death and 
other losses. 

The outstanding difficulty in the health 
insurance situation last year, in his opin- 
ion, was the general realization of the 
underwriters that the premiums usually 
obtained for such coverage was insuffi- 
cient. 

Although only a comparatively small 
proportion of the Federal’s new business 
is being written with the “waiting peri- 
od,” Mr. Miller said that the company 
was making increasing use of the plan, 
which he believed will safeguard the 
companies against many minor claims. At 
the same time it affords unquestioned 
protection to policyholders on account of 
more serious illnesses. 

Non-Can. Experience Satisfactory 

Taken as a whole, Mr. Miller regard- 
ed the Federal’s 1927 experience on non- 
cancellable insurance as reasonably sat- 
isfactory. He attributed this largely to 
the fact that the company accepts very 
little brokerage business and its agents 
are trained in the selection of good 
risks and in selling such coverage so 


























T. J. MURPHY’S NEW POST 





Heads Maryland Casualty’s Surety Pro- 
duction Department in N. Y. City; 
Formerly with Union Indemnity 

T. J. Murphy, head of the depository 
bond department in the New York office 
of the Union Indemnity, made a new 
connection this week as manager of the 
Maryland Casualty’s fidelity and surety 
production department in New York 
City, a newly created department in- 
stalled in the office of E. B. McConnell 
who is resident vice-president of the 
Maryland here. 

Mr. Murphy, one of the bright young 
men in suretyship ranks, brings to the 
Maryland five years of experience with 
the Union Indemnity in its surety under- 
writing department. For the past two 
years he has been handling depository 
bonds exclusively. In his new capacity 
he will spend most of his time on the 
outside developing new contacts for the 
Maryland. He is the son of James F. 
Murphy, one of the city surety agents 
in New York under the acquisition cost 
rules. 

Mr. Murphy’s successor in the Union 
Indemnity is John P. Madigan. 





NO CHANGES IN N. Y. C. 


There have been a number of inquiries 
along William street as to whether the 
National Casualty, now writing general 
casualty and surety lines under its broad- 
ened charter, was to write these classes 
of business in New York City. 

James R. Garrett, manager for the 
company here, said this week that his 
office does not contemplate writing such 
lines at this time. Appointments are 
being made, however, in upstate New 
York. Accident and health will con- 
tinue to be the featured line in the New 
York City office. 


This, he said, has a marked tendency to 
safeguard the company against malinger- 
ing and fraudulent claims. 

The company’s experience on group 
disability has also been fairly satisfac- 
tory, and Mr. Miller believes that its 
growth is keeping fairly good pace with 
the growth of group life insurance. As 
to purchaser’s disability insurance, a 
comparatively recent coverage, he re- 
ports a good volume but as yet he is not 
certain whether the line will prove to be 


that the applicants understand it fully.a stable one or more or less temporary. 


U. S. F. & G. MANAGERS CONFER 





Called in to Home Office for Two-Day 
Meeting; K. H. Wood of N. Y. 
Office One of the Speakers 
The United States F. & G. held its 
annual conference of branch managers 
on Tuesday and | 


tives of the company in from all parts 
of the country. 

One of the speakers was Kenneth H. 
Wood, assistant manager at New York 
who gave a spirited and worthwhile talk 
on the development of blanket bond 
business in city and suburban territory 
Mr. Wood spoke on the same ct 


rae ‘4 k subject 
ast year and it was so well received 


that he was asked to repeat it. 


W. B. EVANS GETS P. C. POST 

H. P. Jackson, president, Norwich 
Union Indemnity, now visiting the Pa- 
cific Coast, has decided on a successor 
to S. H. Norwood, who resigned as Pa- 
cific Coast resident vice-president re- 
cently. The new man is Webster B. 
Evans who has already assumed his new 
duties with the Norwich Union Indem- 
nity. 

Mr. Evans has a background of twen- 
ty years’ experience in the business, 
starting his career with the Employers’ 
Liability in its Boston head office. His 
most recent connection was with the 
Columbia Casualty as assistant resident 
manager at Los Angeles. 





F. G. GROTHE PROMOTED 

Frank G. Grothe, formerly casualty 
special agent for the Continental Cas- 
ualty, has been promoted to head the 
burglary and plate glass department at 
the home office, succeeding the late D. C. 
Macintyre. 

Mr. Grothe’s experience covers ten 
years in both casualty and fire fields. 
He has been with the Northwestern Na- 
tional Fire and the Great American han- 
dling automobile underwriting, as well 
as automobile manager for H. G. B. 
Alexander & Co., U. S. managers for 
the Transcontinental. He joined the 
Continental Casualty in 1926. 





A. & H. DRIVE BOOMING 
The Sun Indemnity is now conducting 
an intensive drive for health and acci- 
dent business and has made a number 
of agency appointments for this class. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 


a 





Tel. RECtor 7501 





MANAGERS 








INSURANCE COQ. ssttics 


rae ne ne teem teat 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 





Page 42 












UNDERWRITER 





A 


February 17, 1928 








Edward C. Stone Well 
Received in Cleveland 


TALKS ON COMPULSORY LAW 
Points Out Its Disadvantages and Also 
Gives His Audience an Idea of 
“Stone” Plan 








U. S. Manager, Em- 
ployers’ Liability, now on a western trip, 
spoke last week on the subject of “Com- 
pulsory Automobile Insurance” to a rep- 
resentative gathering of business and 
professional men in Cleveland. The 
meeting was held under the auspices of 
the Cleveland Chamber of Commerce. 

Mr. Stone, who is conceded to be one 
of the best ‘posted men on this subject 
in the country, explained carefully to his 
audience how the compulsory law came 
into being. Because it compelled people 
to do something he felt that it would not 
be popular with motorists as a whole 
since such compulsory measures lead to 
evasion where evasicn is possible. 

The Problem in Ohio 

Continuing he said: “In the second 
place, there are limitations put upon leg- 
islators in their effort to compel people 
to do things. Your Ohio legislature, for 
example, because it has no extra-terri- 
torial authority, cannot compel Ohio 
residents to do things outside of Ohio, 
— so your legislature cannot compel 

cu to take out a liability policy to pro- 
ee accidents caused by you outside of 
Ohio. 

“It is at least doubtful, also, whether 
a legislature can compel its citizens to 
take out a liability policy covering acci- 
dents on private property—at least that 
is how the Massachusetts legislature, 
after considerable study, felt about it. 

“And what is the Ohio legislature going 
to do—if it can do anything—about its 
automobile visitors from other states? 
Massachusetts left them alone, unless 
they were summer residents, because the 
summer residents were the only outsid- 
ers who, generally speaking, had to reg- 
ister their automobiles. 

“So, when we check up, we find that 
a law deemed necessary to protect all 
persons injured under certain circum- 
stances will protect them only when they 
are injured under those circumstances by 
resident Ohio automobile owners on the 
public highways of the state. If injured, 
no matter where, by the outsider, a com- 
pulsory law, like that of Massachusetts, 
does no good. If injured outside of 
Ohio, the law can do no good, If in- 
jured on private property in the state, 


Edward C. Stone, 


even by an Ohio car, the law helps out 
not at all. 

“With all these loop-holes in a com- 
pulsory law, let us look around a bit and 
see what other, if not better, remedies 
we can suggest to do away with any 
hardship.” 

The “Stone” Plan Described 

At this point Mr. Stone injected into 
his talk a plan of voluntary auto liabil- 
ity insurance which is now in effect in 
New Hampshire. This plan, of which he 
is the author, creates the impression in 
the motorist’s mind that “If you do not 
voluntarily insure or do certain other 
things, you may lose all right to the use 
of your car and also the right to oper- 
ate all cars.” As a practical result al- 
most everyone insures, he said. 

He explained it to his listeners as fol- 
lows: “This new remedy would enable 
the injured person at a simple, prelimin- 
ary hearing to have the judge decide 
whether he apparently had a good claim 
against the automobile owner. If the 
judge so decided, the judge would decree 
that the automobile owner put up what- 
ever security the judge considered nec- 
essary to insure the payment of any 
judgment which might be later secured, 
but—and here is the real essence of the 
proposition—-the plan provides that the 
judge must accept as proper and ade- 
quate security an automobile liability 
policy in the ordinary form with the 
usual five and ten thousand dollar limits 
taken out before the accident and ap- 
plicable to it. But, if the automobile 
owner neither has such a policy nor can 
put up the security ordered by the court, 
the court in effect orders that the auto- 
mobile owner lose the right thereafter 
to operate any automobile and lose also 
completely and fully the use of the par- 
ticular automobile concerned in the acci- 
dent.” 

OPENS NEW YORK OFFICE 

The New York office of the Constitu- 
tion Indemnity opened for business this 
week at 84 William street, with R. A. 
Norris in charge as metropolitan branch 
manager. J. A. Manning is superintend- 
ent for fidelity and surety lines and 
Henry L. Bryan is the chief underwriter 
for all casualty lines. 





REID MADE CHAIRMAN 

A. Duncan Reid, president, Globe In- 
demnity, was elected chairman of the 
Workmen's Compensation Reinsurance 
Bureau for the ensuing year at the bu- 
reau’s annual meeting held this week. 
The trustees elected were C. F. Frizzell, 
Indemnity Insurance Co. of North Amer- 
ica, and Henry Collins, Ocean Accident. 


N. Y. CASUALTY’S PROGRESS 


Increased Its Surplus Account in Spite 
or Broadened Activities; Premium 
Volume Also Gains 
A year or so ago the New York Cas- 
uaity, always one of the biggest writers 
Ot plate giass insurance, broadened its 
charter so as to write general casualty 
and surety lines. ‘Lhe move was looked 
upon witn interest inasmuch as most 
companies in seeking to become a factor 
in new fields must do so at the expense 

of surplus accounts, 

‘lhe exception has been the case with 
the New York Casualty tor its statement 
tor 19z/ indicates that its premium in- 
come has doubled that of its former vol- 
ume; it has put up the necessary re- 
serves and still shows a gain in net sur- 
plus. 

‘the total assets of the company are 
now $4,862,578 as compared with $4,4U9,- 
471 in 1926. Its net premium income in- 
creased $344,073 over the previous years 
figure, every line showing a gain except 
plate glass which was written at lower 
rates than previously. 

After increasing its reserves $272,918 
up to a figure of $1,190,058, the company 
shows a net surplus of $2,110,123 which 
is $98,410 more than in 1926, 





MADE FINE SHOWING IN 1927 

The General Accident’s premium vol- 
ume in the United States increased more 
than $2,200,000 last year over the 1926 
record which was $15,599,240. At the 
same time the assets of the company in 
this country totaled more than $20,000,- 
000 as compared with $17,014,927 the pre- 
vious year. 

The unearned premium reserve is ncw 
$6,495,883 and the loss reserve is $8,619,- 
727. ‘The increase in reserves of all 
classes amounted to $2,263,705. Out of 
the gain in assets the company was able 
to transfer $840,443 to surplus, bringing 
its surplus to policyholders up to 


$3,267,673. 





GENERAL REVISION OF RATES 
N. Y. Compensation Rating Board An- 
ticipates Changes by May 1; Its 
Advice to Companies 
Anticipating that the forthcoming gen- 
eral revision of workmen’s compensation 
rates for the state of New York will be 
made effective on May 1, 1928, in ac- 
cordance with the recommendations of 
the conference committee on rate revi- 
sion as amended and approved by the 
Superintendent of Insurance on January 
25, the insurance carriers comprising the 
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membership of the Compensation In- 
spection Rating Board are directed not 
to release any policies effective May | 
or thereafter until further notice from 
the board. 

It is expected that the revised sched- 
ule of manual rates and rules together 
with amendments to merit plans and a 
revised New York standard endorsement 
to the workmen’s compensation policy 
will be perfected for submission to the 
New York Insurance Department before 
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CASUALTY INSURANCE — SURETY BONDS 


J. CARROLL FRENCH, President 
ANNUAL STATEMENT—JANUARY 1, 1928 


ASSETS 
$ 173,066.66 
39,724.20 
543,618.89 
12,344.10 
841,225.00 
575,500.00 
1,741,500.00 
935,600.00 






$4,862,578.85 





LIABILITIES 
Reserve for Unearned Premiums 
Reserve for Unadjusted Losses 


Reserve for All Other Liabilities 


Cash Capital 





Surplus te Polley Mebbers... . occ ccecccccccccses 


COMPARATIVE STATEMENT OF aoe 4 S PROGRESS 


Reserve for Federal & State Taxes............. 


Voluntary Contingent Reserve.................. 


$1,000,000.00 
PE EN G5 da esau bie hesssunncsseuene 2, 110, 7123. 26 


Premium Surplus to 
Assets Sette Reserve Policy Holders 
BUEN 55-0 cate 0's els sip RSI eae ean eee $4,862,578.85 $2,179,604.16 $1,190,058.23 $3,110,123.26 
WOME cei tate bass lone ss eu enakn sense 4,405,470.54 1,834,930.64 917,140.43 3,011,712.83 
| SR re er re 3,270,700.14 1,519,216.84 797,203.63 2,201,188.55 
Roa Sool bib awe Ae RR ET Oe 3,413,913.22 1,359,164.74 680,315.92 1,525,491.83 
ree ere ar ry tere ey 8 2,113,881.51 1,338,058.75 667,178.66 1,250,632.84 
PEER ccc caskuans crea) obs auwee one kas 2,001,971.81 1,188,581.86 598,112.75 1,186,435.82 


Home Office 80 John Street, New York City 


1928 


$1,190,058.23 
213,964.39 
50,000.00 
198,432.97 
100,000.00 


3,110,123.26 


$4,862,578.85 











AF 
Th 














In- 
not 
ry | 
rom 


hed- 
ther 
nd a 
nent 
olicy 
. the 
fore 





ut popeaneey 





February 17, 1928 






SS UNDERWRITER 





Page 43 








Six New Travelers 
Managerial Changes 


AFFECTING 7 BRANCH OFFICES 





Those Transferred Are Messrs. McKay, 
Furner, Leach, Wandel, Polson 
and Davis 





Six changes in the casualty managerial 
staff affecting the personnel in seven 
branch offices have been made by the 
Travelers. Those included in the trans- 
fers are H. W. McKay, R. H. Furner, 
George T. Leach, R. B. Wandel, David 
A. Polson and A. K. Davis. 

Mr. McKay, manager at Montreal 
since March 1, 1927, becomes manager 
at Rochester, N. Y. In 1919 Mr. McKay 
joined the Travelers and served four 
years as counterman at the Minneapolis 
office. He was appointed assistant man- 
ager in that city, March 1, 1923, and on 
March 16, two years later, was made 
manager at St. Paul. During the war 
Mr. McKay saw service in the field ar- 
tillery. 

Wandel Goes to Reading, Pa. 


Mr. Wandel assumes charge of cas- 
ualty production at Reading, Pa. He has 
been in charge of the casualty office in 
Scranton, Pa. since June 1, 1926. He 
first became associated with the Travel- 
ers December 6, 1920, when he entered 
the training school in the home office. 
He became a special agent at Reading 
in 1921, in which position he remained 
until June 1, 1926, when the Scranton 
territory was separated from the Read- 
ing jurisdiction and Mr. Wandel was 
made the first manager of casualty lines 
in the new office as a result of having 
served so well in the territory in his 
previous capacity. Mr. Wandel served 
overseas almost eleven months with the 
United States air forces during the war. 
forces. 

Mr. Polson, appointed to the manager- 
ship at Wheeling, W. Va., has been serv- 
ing as assistant manager at Albany, 
N. Y., since February 15, 1926. He en- 
tered the training school of the company 
May 17, 1920, and on July 16, the same 
year, became a special agent at Man- 
chester, N. H. On February 1, two years 
later, he became manager at Portland, 
Me., in which position he remained until 
his transfer to Albany as assistant man- 
ager. 

Mr. Furner becomes manager at Cam- 
den, N. J., after having been in charge 
of the Rochester casualty office since 
June 28, 1926. He came with the Trav- 
elers November 15, 1915, and following 
his home office training school course he 
was assigned to the Cleveland branch 
office as a special agent, January 3, 1916. 
He became manager at Columbus, Ohio, 
August 1, 1919, and in November, the 
following year, went to New Orleans to 
be in charge of casualty production in 
that citv. He was appointed manger 
of the Milwaukee office March 1, 1922, 
in which position he remained until he 
went to Rochester. 

Mr. Leach, the new manager at Scran- 
ton, Pa, became connected with the 
Travelers December 30, 1918. He was 
appointed special assistant, casualty lines, 
at Manchester, N. H., September 1, 1920, 
anc on February 1, the following year, 
was made assistant manager at Camden, 
\. |. He was appointed manager of the 
Camden office November 1, 1922, from 
Which office he is being transferred to 
eeome manager at Scranton. 

\ir. Davis, who becomes assistant m2n- 
ager at Albany, N. Y., has been a field 
4ssistant in the branch office there since 
Seniember 2, 1924. His first connection 
with the Travelers was June 30. the same 
year. when he entered the training school 
at the home office. During the World 
War Mr. Davis was a first lieutenant in 
the transportation corps and was in 
charve of embarkation and debarkation 
in England; 




















Central Surety and 
Insurance Corporation 


Home Office—Kirkwood Building 
Kansas City, Missouri 


FRED W. FLEMING 
President 


L. M. GOODWIN 


Secretary 


DENNIS HUDSON 
Vice-President 


Casualty Insurance and Surety Bonds 


ASSETS 
Mortgage Loans on Real Estate (First 
Liens) 
Bonds (Market Value) 


Premiums in Process of Collection (All 


within 90 days) 
Cash in Office and Banks 


Accrued Interest 


Other Assets 


$ 514,337.38 
1,082,224.55 











389,645.10 
267,906.23 
24,718.98 
167.41 














Total Admitted Assets 





$2,278,999.65 





LIABILITIES 
Reserve for Unearned Premiums. ..........0::00000 $ 751,353.53 


Reserve for Losses (Other 


than Schedule ‘P’’).....000000... $ 56,525.45 
Reserve for Compensation and 

Liability Losses (Schedule 

“P”’ basis) 170,424.26 226,949.71 
Reserve for Commissions (Not Due)........... 106,864.17 
Reserve for Taxes 34,000.00 
Reserve for Reinsurance 11,453.96 
Reserve for All Other Liabilities 25,164.52 

















Total Reserves 
Capital Steck 2.2... $500,000.00 
Surplus 623,213.76 


$1,155,785.89 











Surplus to Policyholders $1,123,213.76 








Total Liabilities 





$2,278,999.65 





















































EXPANDING ILLINOIS FIELD 
Affairs of Employers’ Group in Chicago 
Consolidate; Douaire Resident Man- 
ager; Chandler Assistant 

At the time of Frank M. Chandler's 
appointment last week to be assistant 
resident manager of the Employers’ 
Group in Chicago, it became known that 
these companies have formulated palns 














FRANK M. CHANDLER 


for further developing its business in II- 
linois by placing their affairs under the 


jurisdiction of George F. Douaire, long 
and favorably known as resident man- 
ager for the Employers’ Liability at 
Chicago. 


Mr. Douaire’s new titles will be resi- 
dent manager of the American Employ- 
ers’ and resident manager of the Em- 
ployers’ Fire automobile department. He 
will retain his title as resident manager 
of the Employers’ Liability. 

Mr, Chandler comes to the Employers’ 
Group as assistant resident manager 
under the new arrangement. He was 
formerly vice-president and western 
manager of the New York Indemnity. 
For sixteen years he served the Trav- 
elers, first as special agent, then as- 
sistant manager of the Albany branch of- 
fice; manager for Indiana and manager 
of the Dallas branch office. 

Arrangements for new offices, bring- 
ing the three companies under one roof 
are in process of completion. 


(Continued from page 41) 


recommendations of the rehabilitation 
committee, Mr. Donahoe said he him- 
self never did. He said that in certain 
cases where the bureau of labor and the 
rehabilitation bureau jointly recom- 
mended that a lump sum be paid a claim- 
ant, the referee later ruled against the 
advisability of doing so after consider- 
ing new evidence. 

“How many cases of lump sum awards 
do you have in a year?” asked Commis- 
sioner Rogers. 

Mr. Donahoe answered that there had 
been as high as 500 amounting to more 
than $2,000,000. In 1926, he said, this 
was reduced to $900,000; in 1927 to 
$300,000. 

Miss Johnston Testifies 

Another witness was Miss Katherine 
Courtenay Johnston, who represents the 
Lebanon Hospital, New York City, which 
specializes in compensaticn medical 
cases. She said that in her opinion the 
main difficulty in the way of the disposal 
of compensation claims was the fact that 
the medical bill is not presented at the 
same time that the claim for compensa- 
tion is filed. She is in favor of the 
proposed bill sponsored by Senator Love 
which would allow an injured person to 
select his or her own doctor. 
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Hartford A. & I. Contest 
Attracts Attention 


WILL CLOSE BY APRIL 1, 1928 





Board of Judges Selected Consists of 
C. L. Sherman, Winchell Smith 
and Dr. H. Parker Willis 





The Hartford Accident & Indemnity 
reports a keen interest on the part of 
and brokers in its newspaper 
“statements” contest which was recently 
announced. In some cases there has 
been inquiry regarding the objects to be 
covered by these newspaper statements. 
The company says that it is not neces- 
sary for. the interviews to deal with all 
the subjects referred to by the fictitious 
reporter. Papers may be submitted on 
any of the following topics: 

(1) The causes of the growth of cas- 
ualty insurance and the surety bond bus- 
iness; (2) The merits or demerits of 
compulsory automobile insurance; (3) 


agents 














WINCHELL SMITH 


The tendencies and influences of work- 
men’s compensation insurance; (4) The 
question as to whether or not states 
themselves should venture into the insur- 
ance business; (5) The value and prac- 
ticality of state insurance funds; (6) The 
attitude of insurance companies in meet- 
ing claims and dealing with the public. 
The contest, as will be remembered, 
closes by April 1, 1928, at which time the 
essays will be turned over to a partic- 
ularly able board of judges consisting of 
Clifton L. Sherman, editor, the Hartford 
“Times”; Winchell Smith, dramatist, and 
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Complete Your Service 
To Your Assureds 


Protection against patent infringement and defense 
against infringement claims can now be setae sca by broad 


This gives you an opportunity of extending to your 
clients additional service and gives you a good commission 


Write Us 


AMERICAN PATENT PROTECTION CORPORATION 
C. H. Remington, President 
Suite 1801-1805, 551 Fifth Ave., New York, N. Y. 
Vanderbilt 8050—Murray Hill 10469 











H. PARKER WILLIS 


Dr. H. Parker Willis, editor, the New 
York “Journal of Commerce.” 
A Talented Group of Judges 

So that contestants may know some- 
thing about these men who are to judge 
their papers, the following data gives the 
highlights of their respective careers: 

Clifton L. Sherman, editor of the Hart- 
ford “Times,” has been engaged in news- 
paper work since his graduation from 
Amherst College in 1888 and has been 
connected with the Springfield “Union,” 
the Hartford “Courant” and the Hart- 
ford “Times.” The paper which he now 





CLIFTON L. SHERMAN 


serves as editor-in-chief is housed in one 
of the most beautiful newspaper offices 
in the country. 

Winchell Smith, although a native of 
Hartford, is frequently called a citizen of 
the world. He spends a great deal of 
his time in Europe and is constantly en- 
gaged in the dramatization and produc- 
tion of various plays. He is perhaps best 
known as the author of “Lightnin’.” 

Dr. Willis is widely known as a writer, 
educator and economist. He had much 
to do with the drafting of the Federal 
Reserve Bank Law. 
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TRAVELERS CONFERENCES 
Sales conferences will be held in fif- 
teen branch office cities of the Travelers 


by D. J. Bloxham, John H. Eglof and 
W. E. Boyd, of the home office staff, 
during February, March and part of 


April. These will start in the middle 
west and will extend to the Pacific coast, 
touching as far south as Texas and as 


far north as the State of Washington. 
Mr. Bloxham, Mr. Eglof and Mr. Boyd 
are supervisors of the agency field serv- 
ice of the life, accident and group in- 
surance departments, casualty, and fire 
lines of the Travelers, respectively. 





The New York Insurance Department 
has revoked the brokerage license of 
Jerome S. Koplik, 116 Lexington Ave- 
nue, New York. 









BOSTON 
Paid-In Capital $3,000,000 





BUSINESS-BUILDERS 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobile, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


DEVELOPING 


T. J. FALVEY, President 
Write For Territory 





PERSONAL ACCIDENT DRIVE 


The Union Indemntiy is making a drive 
for personal accident business, featuring 
its new ultra gilt edge policy which is 
designed for risks such as bankers, pro- 
fessional men, executives, office clerks 
and traveling salesmen. 





Frank E. Murphy Insurance Agency of 
Ridgefield Park, N. J., has been incor- 
porated with a capital of $10,000. The 
incorporators are Frank E. Murphy, 
Helen Carroll and Frank E. Smith. 








A TRIBUTE TO EDWARD KORY 











The late Edward Kory, second \ 
president and one of the founders of 
the Union Indemnity, who passed ayay 
on December 24, 1927, is eulogized in the 
following manner by the editor of the 
company’s house organ: 

Most of us came in contact with !d- 
ward Kory primarily as a worker. ‘She 
volume of work he handled when he was 
in his prime is almost incredible. In the 
early days of the company he personilly 
supervised tremendous details that are 
now handled by entire departments. One 
of his achievements was the preparation 
of all the forms and policies in use by 
the Union Indemnity. 

Just eighteen months ago his health 
began to wane. Many of his duties, then, 
were transferred to willing shoulders, in 
order that he might spend the remainder 
of his days in the rest he so richly de- 
served. 

A beautiful side of Mr. Kory’s charac- 
ter was the least known. Only his 
closest friends can tell of his many un- 
known charities and his deep feeling for 
all humanity. One of his greatest pleas- 
ures came at Christmas time. It was in 
giving Christmas presents to the children 
of his ever-widening circle of friends. A 
careful record was kept each year to 
prevent duplications. 

It is a rare coincidence which seems 
almost significant that the Angel of 
Death allowed him one more opportunity 
to enjoy his world of giving. The Christ- 
mas presents he had personally selected 
were actually being delivered to his 
friends as he was passing away. 

There never lived a kindlier man. Ed- 
ward Kory had won the respect cf his 
associates and the love of his friends. 





BARTLETT GREENE PROMOTED 





Succeeds T. L. Bean as Eastern Agency 
Manager of the N. Y. Indemnity; 
His Career 

Bartlett Greene, assistant secretary, 
New York Indemnity, was promoted this 
week to be eastern agency manager o! 
the company, succeeding Thomas L. 
Bean who has resigned to join the Globe 
Indemnity as superintendent of agencies 
at the home office. 

George G. Bligh, now a special agent 
of the company, “has been made assistant 
to Mr. Greene: and executive special 
agent. 

For seventeen years Mr. Greene has 
been an associate of Spencer Welton, 
president of the company, at one time 
being affiliated with the Fidelity & De- 
posit, later in a general agency in New 
Jersey and for the last year and a half 
in the agency department of the New 
York Indemnity. 


MUNICIPAL INSURANCE QUERY 

Whether it is feasible for Buffalo to 
carry all of its municipal fire insurance 
on one policy and liability in another 1s 
now being investigated by a committee 
of the new common council, at the sug- 





‘gestion of Councilman Joseph W. 
Becker. Mr. Becker asked for suc! an 
inquiry after a special committes 0°! 


which he is chairman brought in « re- 
port recommending that hereafter the 
city bond each position instead of bond- 
ing the individual. 


— 








CASH CAPITAL 
$2,500,000.00 





FIDELITY and SURETY BOND5 


Automobile, 


Executive Offices: 
Union Indemnity Bldg. 
New Orleans 


UNION INDEMNITY 
COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


Workmen’s Compensation Insurance 


Eastern Department: 
100 Maiden Lane 
New York 
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Every Casualty Line 
Described in New Book 


CROBAUGH- REDDING AUTHORS 


Both Connected With Aetna Life Or- 
ganization; Make Ambitious Effort 
to Visualize the Business 








Clyde J. Crobaugh and Amos E. Red- 
ding, both of the Aetna Life & Affiliated 
Companies, have written a book on cas- 
ualty insurance, just out, which repre- 
sents an ambitious effort on their part 
to give a complete picture of this im- 
portant branch of insurance in all its 
ramifications. The volume, consisting of 
more than seven hundred pages and pub- 
lished by Prentice-Hall, Inc., New York, 
is an ideal reference for the agent or 
broker who desires to obtain a better 
and broader knowledge of the business 
as a whole. 

\t the same time it will undoubtedly 
be most helpful to thousands of casualty 
insurance policyholders who want to 
know more about the protection they 
carry. It is also intended for use as a 
university textbook. 


Gives Sample Policies and Manual Rates 


Each chapter of “Casualty Insurance” 
is devoted to a particular line of casualty 
insurance, telling specifically when the 
coverage was first written, the extent of 
the premiums, divisions of the coverage, 
its development, rate making and what 
the policy does not cover. And at the 
end of each chapter a sample policy is 
reproduced, together with sample ma- 
terial from the rate manual. Review 
questions are also given to aid those who 
wish to refer back to the text material. 

It is natural that Messrs. Crobaugh and 
Redding would desire to offer “Casualty 
Insurance” to casualty men as a means 
of helping them to acquire a_ broader 
background in the business. In his ca- 
pacity with the Aetna Life & Affiliated 
Companies Mr. Crobaugh is supervisor 
of educational extension and was for- 
merly chief of the policyholders’ service 
bureau, insurance department, U. 
Chamber of Commerce. He was also as- 
sistant professor of insurance in the 
School of Commerce and Finance of In- 
diana University. Mr. Redding is field 
supervisor and instructor in charge of 
the Aetna Life & Affiliated Companies’ 
casualty training school and had ten ac- 
tive years as a field man. Both of them 
realize that with the very rapid growth 
of the casualty business and the influx 
of new companies, those organizations 
which have the best educated and best 
trained home offices and field forces are 
ultimately going to get the business. 

It is pointed out in the conclusion of 
the book that the next few years will 
witness a gradual weeding out of in- 
competent casualty agents in accordance 
with the time honored law of the sur- 
vival of the fittest. The authors say: 
“No matter what competitive conditions 
among the companies may exist today, 
no matter what difficulties acquisition 
cost problems present, the wide-awake, 
intelligent and educated agent who rep- 
resents a sound, solvent company will 
sooner or later drive out the uneducated 
or untrained agent.” 


Highspots in the Book 


Perhaps one of the most appealing 
features of “Casualty Insurance” to the 
busy agent or executive is that he has 
con lensed into one volume in a readable 
fashion information which heretofore he 
cou! not put his hands on quickly. The 
autiors are not critical of existing meth- 
ods of underwriting, but here and there 
th ane out where improvements are 
needed, 

_ in the chapter on accident insurance, 
lor example, they say that there is room 
for much improvement in the sales meth- 
ods commonly employed. It is felt that 
Camaigns, sales contests and high press- 
ure ‘evelopment schemes in this line are 
very likely to show much undesirable and 
sub ‘andard business, as well as a very 
expensive “not taken” volume. Also, the 


Sreat diversity of personal accident con- 


tracts has sometimes confused both the 
public and agents. Oftentimes the sales 
effort is based entirely upon the policy 
provisions or some of its novel features, 
with very little attention to the basic 
need and value of the insurance cover- 
age. 

In the chapter on health insurance the 
pros and cons of compulsory health in- 
surance are discussed, as well as the his- 
tory of the effort to establish compulsory 
health insurance in this country. Speak- 
ing about water damage insurance, the 
authors say that this form of insurance 
has grown steadily since 1904 when the 
first policy was issued, although there 
are only five companies writing the busi- 
ness at the present time. 


Biggest Chapter on Auto Insurance 


More than 100 pages are devoted to 
automobile insurance, this chapter being 
the longest in the book. Compulsory 
automobile insurance which was first ag- 
itated in New Jersey in 1916 is com- 
pared with various other solutions of 
the problem of losses from automobile 
accidents. The authors advocate no spe- 
cific plan. 

A chapter devoted to professional lia- 
bility insurance contains this comment: 
“This line of insurance has not proved 
particularly profitable to the carriers. 
The peculiar character of this branch of 
liability insurance, together with its un- 


profitable nature, has resulted in only a 
relatively few of the companies persist- 
ing in its writing.” 

The authors are generous with infor- 
mation in their chapter on workmen’s 
compensation insurance, giving nearly 
100 pages to this subject. The predic- 
tion is made at its conclusion that the 
five remaining states which now have 
employers’ liability acts will change over 
to workmen’s compensation laws before 
many years. Looking into the future, 
they say that it is certain that not only 
will the primary object of the compen- 
sation acts, the indemnification of in- 
jured workmen, be broadened, but also a 
secondary feature, accident prevention, 
will be stimulated. 

The concluding chapter speaks of the 
progress made by the conference on cas- 
ualty acquisition and field supervision 
costs; the supervision and regulation of 
insurance, the casualty reinsurance mar- 
ket, and present day tendencies. 


BURGLAR ALARM CO. CHARTERED 

The Royal Electric Burglar Alarm 
Corporation, New York City, has been 
chartered at Albany with $9,000 capital. 
Barnett Ferstenberg, 245 Watkins street; 
Louis Weinstein, 1690 President street. 
Brooklyn, and Irving Pepperbloom, 997 
Findlay avenue, Bronx, are directors and 
subscribers. Frank Reiss, 11 Park Place, 
New York City, is attorney for company. 





ADOPTS “STAGGER PLAN” HOURS 





American Surety’s Home Office Em- 
ployes Started New Schedule on 
Tuesday; Move Wins Approval 


In support of Health 
Harris’ “stagger plan” to reduce conges- 


Commissioner 
tion at the opening and close of busi- 
ness, the American Surety’s home office 
employes started on Tuesday with new 
office hours. 

The plan as adopted by the company 
will provide for more than two-thirds of 
its people avoiding the nine o’clock rush 
and the late afternoon rush. This has 
been accomplished by opening the of- 
fices at 8:45 a. m. and closing at 
4:15 P. M. 

This is one of the first companies to 
follow the lead taken by Haley Fiske, 
president of the Metropolitan Life in 
support of Commissioner Harris. 

In view of the luncheons provided for 
all officers and employes of the Ameri- 
can Surety in the company’s restaurant 
on the top floor of the building, hun- 
dreds of persons are kept off the streets 
at the noon hour, thereby reducing fur- 
ther congestion downtown. A _ roof 
promenade is also provided on top of 
the building on which the employes may 
exercise. 




















THE METROPOLITAN CASUALTY 
INSURANCE COMPANY 


of New York 
Chartered 1874 


J. SCOFIELD ROWE, President 
HOME OFFICE, 55 FIFTH AVE., NEW YORK 


FINANCIAL STATEMENT, DECEMBER 31, 1927 


Admitted Assets 
Stocks, Bonds and Mortgages. $11,544,181.23 


Reserve for 





(Market Value) Se ee eS ree $5,407,814.82 
Interest Due and Accrued... . 94,622.33 Reserve for Losses......... 3,992,094.26 
Cash on Hand and in Banks.. 1,781,085.50 Reserve for Commissions... . 404,835.25 
Premiums in Course of Collec- Reserve for Taxes and Ex- 

 aeeeigleni ining ee ee eee 280,003.10 
(Not Overdue) bboy a Reserve ‘ Te aenes 
All Other Assets.......... 150,755.72 apital Stock ............. »000,0090. 
laa eis s cvaaue eee cecde! 2'011.211.93 
$15,295,959.36 $15,295,959.36 
SURPLUS TO POLICYHOLDERS 
~ $5,011,211.93 
— 
The Story of Metro-Surance | 
Surplus to | 
Year Net Premiums Admitted Assets Reserves Policyholders 
1923 $1,290,708.45 $2,269,766.16 $825,200.43 $1,444,565.73 
1924 3,214,138.86 3,988,435.20 2,213,985.91 1,774,449.29 
1925 6,516,174.50 7,222,315.95 4,639,529.09 2,582,786.86 
1926 10,334,276.96 12,796,275.01 8,042,220.26 4,754,054.75 
1927 11,471,202.29 15,295,959.36 10,284,747.43 5,011,211.93 


Unearned Pre- 





Liabilities 
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Committee Not In Full 
Accord On Its Report 


INVESTIGATED CROWDED COURTS 





Only One Man on N. Y. State Judiciary 
Committee Favored Compulsory 
Compensation Insurance Law 





Casualty men, particularly those han- 
dling the automobile branch of the busi- 
ness, were much interested a week or so 
ago in the wide publicity given to an 
alleged majority report of a judiciary 
committee of five state senators and as- 
semblymen, headed by ex-Assemblyman 
Fay of Brooklyn, which had been in- 
vestigating the congestion in the court 
calendars in the second judicial district 
of Brooklyn and Long Island. 

This report made its appearance as a 
majority report, recommending the 
adoption of a compulsory compensation 
automobile law in New York state. It 
now appears that Mr. Fay was the only 
man who signed this feature of the re- 
port. 

Senator George F. Thompson, the only 
other signer, excepted to that portion of 
the report relating to compulsory insur- 
ance. 

Others on the committee, including 
Senator Charles E. Russell of Brooklyn, 
Assemblyman Boyle of Nassau County 
and Senator W. J. McCreery, were 
unanimous in the opinion that compul- 
sory compensation insurance would do 
more harm than good. They felt that 
it would have little effect on the comrt 
congestion and would place an addi- 
tional burden on the automobile owner 
who will be obliged to compensate in- 
jured persons entirely responsible for 
their injuries. 

Speaking to The Eastern Underwriter 
this week, Senator Russell said he did 
not think that there was any chance for 
a compulsory compensation law to be 
passed in New York state. He feels 
that the prime reason for the crowded 
conditions of the Brooklyn courts is the 
lack of sufficient judges. He said that 
the Borough had not had a new judge 
in sixteen years in spite of the rapid in- 
crease in its population. 


TRAINING COURSE BEGINS 
Young Men From All Parts of the 
Country Enrolled in Eighth Casualty 
School of Aetna Life 
A’score of young men recruited from 
widely separated sections of the country, 
last week began the study of casualty 
insurance at the training school for field 
men just opened by the Actna Life & 
Affiliated Companies at the home‘ office. 
Pupils were brought here from Oregon, 
Michigan, Missouri, Oklahoma, Alabama, 
Maryland, Indiana, Virginia, Iowa, 

Georgia and South Carolina. 

This school, which will continue for 
fourteen weeks, is the eighth which the 
company has conducted for the training 
of casualty men. It is under the general 
supervision of Vice-President William L. 
Mooney, who has charge of the casualty 
production activities; Field Supervisor A. 
E. Redding, who has conducted these 
classes for several years, is the in- 
structor. 

When the students have completed the 
home office course, they will be assigned 
to field branch offices or general agen- 
cies of the company, where their studies 
will be supplemented by a period of 
practical work. 


AMERICAN SURETY PARTY 

In ceiebration of a record collection 
of premiums in the vear 1927 Arthur F. 
Lafrentz, first vice-president, American 
Surety, entertained the collection divi- 
sion, headed by R. L. Thorpe, at dinner 
and the theatre this week. 

Among the guests were Vice-Presi- 
dents Richard Deming, W. M. Tomlins, 
Jr., E. F. Watson. 


GETS MORE P. L. RATE DATA 





Michigan Department Hears From Illi- 
nois and Indiana; to Plead for 
Rate Regulation 


Further data is being accumulated by 
the Michigan department in the matter 
of reported loss ratios on automobile 
public liability in various states. The 
department, after a protest of the rate 
increase on this class of business in 
Michigan, has set out to obtain suffi- 
cient evidence of its injustice to place 
before the next legislature in support of 
a plea for rate regulation. 

The latest states to report in regard 
to public liability experience are Illinois 
and Indiana. The former showed an av- 
erage loss ratio of 30.76% on the basis 
of reports filed by the companies for the 
years 1923 to 1925, inclusive, the latest 
information available, while the latter 
reported a loss for the fiscal year end- 
ing June 30, 1927, of 24.8%, the lowest 
shown by any state which has sent in 
reports. 

In no case has any state, up to this 
time, shown a reported loss ratio on this 
class exceeding 40% and, as Michigan 
experience has been similar, department 
officials believe they are strengthening 
their contention that the recent rate 
raise was not justified by experience, 
either nation-wide or localized. 





W. L. TAYLOR MADE PRESIDENT 

A development recently in the Mid- 
dle West was the election of W. L. 
Taylor, vice-president, Federal Surety, to 
be the president of the Great American 
Casualty of Chicago. At the same time 
George W. Wolfe and E. H. Steffelin, 
president and vice-president, respective- 
lv, of the Great American, have resigned 
both as officers and directors of the 
company. The company will continue 
its home office in Chicago, operating as 
a senarate companv. Messrs. Wolfe and 
Steffelin are now Cook County, IIl., man- 
agers of the Federal Surety. 


GROUP MEETINGS A SUCCESS 





F. & D. Officials Pleased by the Results; 
Southern Branch Managers’ Session 
Just Closed 
Southern branch managers of the Fi- 
delity & Deposit journeyed to Balti- 
more last week to attend the last group 
meeting in the series which: has been 
held by the company, to discuss produc- 
tion problems and plans for 1928. The 
two previous meetings were attended by 
the company’s eastern and middle-west- 

ern managers, respectively. 

Vice-President E. R. Nuttle of the 
production department, who originated 
the idea of calling in separate groups 
of branch officials for conferences in- 
stead of holding one large convention, 
and the other officials of the company, 
are very much pleased with the way the 
new plan has worked out. As all of 
the sessions have been strictly informal 
and the attendance never more than 
twenty-five, none of those present have 
hesitated to take an active part in the 
discussions. As a result every session 
has been unusually interesting and in- 
structive. 

Those who attended the last meeting were: 
J. H. Richards, manager, New Orleans; Fred 
Robertson, manager, Indianapolis; Fred H. 
Doenges, assistant manager, St. Louis; Floyd G. 
Whitney, manager, Charlotte; R. E. Carter, 
manager, Dallas; Paul S. Parris, manager, De- 
troit; J. J. Byrne, special agent, Philadelphia; 
J. Morton Morris, vice-president, Louisville; 
George S. Guy and Arthur M,. Cannon, man- 
agers, Richmond; R. Hill Carruth, manager, 
Memphis; L. C. Rosenkrans, manager, Wash- 


ington, D. C.; Fred L. Nesbitt, southern agency 
supervisor, Atlanta. 





G. E. HAYES’ ARTICLE 

George E. Hayes, vice-president, 
Union Indemnity, in charge of surety 
production in the Eastern division, has 
the leading article in the current issue 
of the company’s house organ, the “Live 
Oak.” It directs the producer to the 
unlimited possibilities for business that 
exist in the surety field. 








| costly law suits. 


of the United States. 








Sixteen Million Prospects 





Of the twenty-three million motor car owners 
in this country, sixteen million do not carry Pub- 
lic Liability insurance, one of the most essential 
forms of protection in this day of accidents and 


Auto insurance issued by the Standard includes 
Public Liability. Property Damage and Collision. 
Insure your clients in this national stock com- 
pany, with coast to coast facilities, assuring them 
of immediate claim payment in almost any part 


STANDARD ACCIDENT 
INSURANCE COMPANY 


HOME OFFICE - DETROIT 


One of the Oldest and One of the Largest Casualty and Bonding Companies 


in America 
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MEET IN BOSTON 





Members of Massacco Agents’ Ciub 
Hold Two Days’ Session; Bonuses 
for Largest Premium Increases 
Members of the Massacco Agents’ 
Club, membership of which is made up 
of the field representatives of the Mas- 
sachusetts Accident held a two days’ ses- 
sion last week at the home office in 
Boston, reviewing the work of the past 
year and discussing plans for 1928. The 
agents, who come from all over the 
United States, turned in a very large 
amount of new business to President 
Chester W. McNeill, who a short time 
ago succeeded his father in that ofiice, 
making the third generation to hold this 

position. 

The convention opened with a lunch- 
eon at which addresses were made by 
President McNeill, Second Deputy In- 
surance Commissioner W. O. Richardson 
of Massachusetts, and Past President 
Charles G. Keene of the Boston City 
Council. 

In the afternoon occurred the big 
event of the convention, the presenta- 
tion of gold bonuses to the members of 
the club making the largest premium in- 
creases for the calendar year 1927. The 
winners were as follows: First prize, 
$100, Dana G. Hall, New York City; sec- 
ond, $80, C. D. Hipp, Newark, N. J.; 
third, $60, Miss Ann Stimson, New York 
City; fourth, $40, C. E. Morse, East 
Orange, N. J.; fifth $20, C. E. Baglin, 
Hartford, Conn. 

Another pleasant feature was the pres- 
entation of a handsome travelling bag 
to Walter L. McNeill, secretary, who 
has been with the company since 1909. 
Frank M. Johnson of Springfield was 
presented with a gold pen and _ pencil 
set. 

In his annual report to the agents 
President McNeill submitted figures 
showing that the company had just fin- 
ished the most successful year in its 





history. 

TO SPLIT STOCK 
The directors of Independence In- 
dependence Indemnity have decided, 


subject to approval of the stockholders, 
to change the par value of the stock 
from $100 to $10 per share, and to issue 
ten shares of $10 par value for each 
$100 share now outstanding. 

The company has just completed its 
fifth year, with gross assets of $10,880,- 
253.02, and capital and surplus amount- 
ing to $2,686,627.06. 

A dividend of $5 per share has been 
declared, payable March 15 to stock- 
holders of record March 1, 1928. 





BELLINGER-BRUCKMAN TO START 


A new casualty agency called the Bel- 
linger-Bruckman Agency, Inc., _ will 
open on March 1 in the Grand Central 
section of New York as the borough 
agents of the Great American Indemnity 
for all casualty lines. It will also rep- 
resent the New Brunswick Fire and the 
Milwaukee Mechanics for auto fire and 
theft. 

Although closely affiliated with W. L. 
Perrin & Son and the Perrin-Bruckman 
Agency, Inc. of 75 Maiden Lane, the 
office will operate independently. 





RAISED ITS SURPLUS $516,511 


One of the strongest features of the 
London Guarantee’s financial statement 
for 1927 is that the company increase¢ 
its surplus to policyholders by $5106.51! 
last year. At the close of 1926 this fig- 
ure stood at $3,237,657 as contrasted with 
$3,754,109 at the end of 1927. 

The company not only set up a! ple 
reserves for all classes of liability, 11- 
cluding losses incurred but not reported, 
but set aside an additional voluntary re- 
serve of $500,000 for workmen’s compcn- 
sation. 

The present satisfactory condition of 
the London Guarantee reflects the able 
management of U. S. Manager C. M. 
Berger and his associates. 
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